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THE NEW AIR CONTROL No. 20 SERIES REGISTER TOPS ALL OTHERS! 


You'd expect to pay more for a register with all the engineering and styling advantages of the Air Control No. 20 Series, 
but it actually costs 30% LESS than any other fully-adjustable 4-way control register. Only Air Control's No. 20 Series 


has all these advantages, yet costs 30% Less, offers easy installation, quiet, efficient performance, and a complete range 
of sizes for all requirements. 


You compare it, feature for feature, and you'll see why 
it’s the acknowledged value leader on the market today. 


No. 20 TOPS THE LOW-PRICE FIELD No. 


REGISTER Air oe — —" — 


20 TOPS THE HIGH-PRICE FIELD, TOO 
REGISTER a eee ee ee 
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Decorator Styling [| Yes | Ne] No | No 2-Tone Finish rE 
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| No | 

Yes 
|_No_| 
[—ves__[ No] Ne | No [Folly Adivstoble | YES | No 
| No __| 
[Decorator Styling | Yes] No 


GY” AIR CONTROL PRODUCTS INC., Dept. A., Coopersville, Mich. 
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First in fuel units... 


SUNDSTRAND 


a 


Stamping model number on housing Assembling pumping members and nylon ‘‘cushion’ 





Installing piston-type, balanced valve Mounting on run-in stand for testing 


ea 
7 





interchangeable precision parts simplify 


Over recent months in this ad series you've seen the painstaking care, 
the remarkably close tolerances, the special machinery in Sundstrand’s DIVISION 


new plant which contribute to the long life and trouble-free operation 


of Sundstrand Fuel Units. When the precision-made parts arrive at the of Sundstrand Machine Tool Co., . 
2210 Harrison Ave., Rockford, Illinois 


assembly ... and field servicing, too! 


assembly line, fuel units go together like fine watches . . . each part is in : 
That’ “eld “ed Made in Canada by John Inglis, Ltd., 
exact relationship to the others. That’s why field servicing is simplified, 14 Strachan Ave., Toronto 

; big reason for the ved efficient service w -auses , : 
too. And it’s the big reason for the proved efficient service which causes Made in Sweden by Sundstrand Hydraulic 
alert dealers everywhere to specify Sundstrand on the oil burners they sell. AB Stockholm 
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MERIDIAN 23 non 
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HIGH-BOY GAS 3-SIZES 
80, 102, 125,000 INPUT 
Also available in COUNTERFLOW 





HIGH-BOY OIL 
75-100,000 B.T.U. OUTPUT 
Also available in COUNTERFLOW 


LO-BOY OIL 
75-100,000 B.T.U. OUTPUT 
Also Available With Full 
Length Burner Enclosure 


Write For Fill Details 


SYNCROMATIC CORP 
Now! Twenty-five years experience in the manufac- Oranion 


Watertown, Wisconsin 


ture of Syncromatic Heating Equipment — plus — con- 
stant research during these years has developed the 
best profit buy for your dollar — this new line of gas 
and oil fired furnaces — the Meridian! Built into the 
Meridian line of heating equipment is the patented 
Syncromatic Counterflow design principle, that to- 
gether with precision construction offers your custo- 
mer a most efficient, durable heating system. It offers 
you a minimum service product with a maximum profit 


opportunity! 


SS yucnomalic 
CORPORATION 


WATERTOWN, WISCONSIN 
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Gentlemen, 


! am interested in 
the fj tans 
cS A ee in the profit possibilitie i 
W priced “Meridian” line of heating umes ae 
\ ease 


send me complete detgi 
etails alo ; eb 
money saving offer! "@ with special introductory 


Name __ 

Title 

Firm Name _ 
Address 


City 
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Thumbing Through 
This Month's Artisan 


Bi we see how 
Field Assembly of Curtain 
Wall Panels Speeds Work on 
Ceramics Plant a big job 
on a 125,000 sq ft structure 
calling for 30,000 sq ft of 
aluminum panels the 
walls. We follow the fabrica- 


tion of separate sheets in the 


for 


shop through their delivery 
to the job site and final as- 
sembly. We watch the three 
man the back 
sheets, pre-cut insulation and 


crew install 


exterior embossed aluminum 
panels up to 600 sq ft 
a day from locating the studs 
the 


a job which could 


to fastening sheets in 
place 
not have been done so rapid 
ly and inexpensively without 


the field assembly technique 


Pits 


we encounter 
the challenge, How Would 
You Heat the Pits in Thi 
Street Car Barn? by E. K 
Campbell, who did the 
the 
We sec 


the problem of heating the 


job 


and passes information 


along how he 


met 


service pits, which were ex 
posed to cold air from larg: 
open doors, by using existing 
floor as a 
We 


how cold air is drawn out of 


tunnels beneath the 
return air system observe 
the pits and replaced by a 


blanket of heated air which 
settles into them under pres 
sure from continuous blower 


oy ration 


Callbacks 


and we follow 


a case history of one dealer's 


problems with an air condi 


tioning installation, which 
how lroul 


1g Know-How Cut 
Author § 


demonstrates 
\/ fy? 


Service Callback 


INCREASE FQUIPMENT GALES 


‘cut down delivery costs 


Sentry ODF* Tank Gauge tells 
drivers what they want to know 


at potnt of delivery! 





“THAT LITTLE 
SENTRY GAUGE SURE 
SAVES US BOTH A 
LOT OF TROUBLE!” 





TELLS WHEN 


oll 1S NEEDED 
me 


*Oil Dealer's Friend \ HOW mucH 








_ wan TO 
‘STOP FILLING 


eo 





Sentry ““ODF'’ remote 
reading gauge 


al a“ 
ONLY only OFFERS SUCH A COMPLETE LINE 


OF DIRECT AND REMOTE READING TANK GAUGES 


Above is SENTRY’S newest — The 
ODF At-A-Glance tank gauge that’s 
setting new records in building sales 
and customer goodwill. Located out- 
side of building at fill pipe, this easy- 
to-read weather-proof gauge shows the 
exact oil level in the indoor tank. Saves 
costly time consuming trips to base- 
ment, unnecessary hose unreeling and 
eliminates over-flow. Permits delivery 
without disturbing customer. 


Other constant-register SENTRY 
gauges include combination tank and 
remote reading, barrel gauges, direct 
reading, and gauges for stove and space 
heater tank. Write today for full in- 
formation about these fast moving bus- 
iness getters. Advertising aids available. 


Combination At-A-Glance tank 
and remote reading gauges 


2 


HERMA-& 


il 


? 


Sentry superior quol- 
ity Thermo-Gouge 


Sentry stove and ee _f 
~ 


space heater gouges 


Sentry At-A-Glance 
borrel gouges 


On gvard— 


24 hours a day Sentry At-A-Glance 


tank gauge 


~ av y 
7 ; 


GREEN BAY + WISCONSIN 


the editor’s 


notebook 


ntinued ) 





W. Reid points out the value 
of carefully analyzing the 
possible sources of trouble on 
each service call to avoid fu- 
ture difficulties which strain 
dealer-customer relations and 
cost the dealer heavily in 
time, money and reputation. 
The case history involves 
the snowballing of electrical 
problems in a small diner 
to the point where an engi- 
neer was called in to locate 
wiring and other inadequa- 
cies which could have been 
caught on the first service 
call. 


Exposition 


find 
an eight page Guide to the 
1956 OHI Convention 
Exposition which contains all 


and we 


and 


the information we need to 
get full benefit from the big 
show in New York’s colise- 
um, June 11-15. We are 
promised the most construc- 
tive program the association 
has offered, and we note from 
the program that the exposi- 
look the 
future of the oil heating in- 
dustry 


tion offers a into 
We find a complete 
list of exhibitors, their prod- 
ucts and personnel attending ; 
a floor plan showing locations 
of all booths; and the com- 
plete convention program 
telling what's happening and 


where 


Dealers Growing 
‘Association Conscious’ 


GEORGE BOEDDENER, manag- 
ing director, National Warm 
Air Heating and Air Condi- 
tioning Association, writes 
me that he has received many 
inquiries from dealers in all 
parts of the country for re- 
prints of the association's re- 
port on the dealer panel con- 
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DO YOU KNOW THE 
WHOLE STORY ON: 


LOCKFORMER SPEED: 


A Lockformer makes Pittsburghs and 





other seams up to fifteen times 
as fast as hand methods. 


LOCKFORMER ECONOMY: 


Because one man and a Lockformer makes more 
Pittsburghs than sixteen men and eight 

brakes, seam-making costs are cut as much 

as 90%—over-all fabrication costs cut in half! 


LOCKFORMER (QUALITY OF WORK: 


Pittsburghs made on the 
Lockformer are perfectly 
uniform—look like the 
quality work they are. 
Ducts and fittings go 
together easily and quickly. 


LOCKFORMER LONG LIFE: 


Lockformers delivered almost twenty years 
ago are still going strong! You can 

count on the Lockformer you buy to serve you 
efficiently for many, many years... returning 
its original investment, by way of 

extra profits, over and over again. 


LOCKFORMER LOW COST: 


You can still buy a genuine Lockformer 
for less than $300.00. No other 
investment you can make will repay you so well! 


re) sla) ais lal ele 


One mon ond a Lockformer makes more Pittsburgh Locks 
than sixteen men and eight brakes. 


™= LOCKFORMER °° 


4615 WEST ROOSEVE!'!T ROAD + CHICAGO 50, ILLINOIS 
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ducted at the 42nd annual 
convention last December. 
Mr. Boeddener said that these 
dealers are interested in start- 
ing local associations to help 
stake their claims on the busi- 
ness potentials in their areas. 

Requests have come from 
these areas: 

Billings, Mont. 

Cleveland, O. 

Coon Rapids, Minn. 

Dallas, Tex. 

Denver, Colo. 

Des Moines, Iowa 

East Grand Forks, Minn. 

Huron, S. D. 

Lexington, Ky. 

Los Angeles, Calif. 

Miami, Fla. 

Pittsburgh, Pa. 

Rising Sun, Md. 

Salisbury, Md. 

Toledo, O. 

Wilmington, N. C. 

The New England states 
have already organized a 
group known as the Air Com- 
fort Institute. Dealer-con- 
tractors in Charlotte, N. C. 
have established the Warm 
Air Heating & Air Condi- 
tioning Association of Char- 
lotte, and a new association 
has also recently been or- 
ganized by dealer-contractors 
on Long Island 


‘Age of Steel’ 
100 Years Old 


It’s TIME to celebrate another 
century of progress — this 
time 100 years of high qual 
ity steel production in an 
ever growing market. It was 
just 100 years ago — in 1856 

that two inventions were 
announced that made possi 
ble the rapid, economical pro- 
duction of steel for the first 
time in history. Henry Bes- 
semer of England announced 
the discovery of a process of 
blowing air through molten 
iron to “burn out’ impuri 
ties, and his countryman, 
Robert Mushet, was granted 
a patent for a manganese 


makes the hardware 
that makes the 


j difference... 


in QUALITY 
‘in APPEARANCE 
in DEPENDABILITY 
in DOWN RIGHT VALUE 


of your product line 


Pleasingly styled to enhance the beauty of your 
‘ products . . . skillfully engineered to assure 
2 quick, easy application . . . quality made to provide 
many years of troublefree service . 
} National Lock decorative and functional hardware 
will bring outstanding user appeal to your 
line. You'll find National Lock offers the 
© most modern creations in both standard and 
custom-built items. Our experienced stylists 
will work independently or in cooperation with 
| your own designers. This service includes 
hardware in die cast, stampings, compression and 


injection molding. Write us for full information. 


QUALITY HARDWARE...all from 1 source 


HANDLES + HINGES + CATCHES + PULLS 
DRAWER SLIDES » KNOBS + ALL KINDS OF 
' STANDARD AND SPECIAL PURPOSE FASTENERS 


for GAS HEATING UNITS .. . OIL BURNERS 
AIR CONDITIONING EQUIPMENT . . . STOKERS 
HUMIDIFIERS . . . SPACE HEATING UNITS 


NATIONAL LOCK COMPANY 7 


Rockford, Illinois 
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compound which helped con- 
vert Bessemer’s product into 
steel. 

Bessemer was granted two 
American patents during 
1856, but was soon con- 
fronted by a claim of priority 
of invention by William 
Kelly of Eddyville, Ky. 
Kelly's claim was allowed in 
this country, because he 
showed that he successfully 
used the same pneumatic 
process in 1851, and had 
worked on it as early as 1847. 

Producing steel by blowing 
cold air through molten iron 
in a converter and adding 
controlled amounts of manga- 
nese is now known as the 
bessemer process. The meth- 
od predominated in this 
country until 1908. Now 
about 90 percent of all the 
raw steel produced in the 
United States each year is 
made in open hearth fur- 
naces. 


Proposed Housing Laws 
Would Benefit Dealer 


Up TO THE present time 
many of the public housing 
projects have been multiple 
type dwelling buildings with 
other than central 
warm air heating 
being used. If some of the 
changes planned take place, 
there will be more oppor- 


forced 


systems 


tunities for the warm air 
heating dealer to get some 
of this business. The Na- 
tional Housing Conference 
( a Washington, D. C. lob- 
by) has a program under 
which at least 200,000 new 
units will be built annually 
during the next three years. 

This group asks that pub- 
lic housing laws be changed. 
It wants 1) to permit local 
public housing authorities to 
determine project size, dwell- 
ing types, design, etc.; 2) 
admission of single and 
aged persons; 3) to author- 
ize local public housing au- 
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gives lasting beauty to 


First Presbyterian Church 
Findlay, Ohio, 


From copper-covered steeple to copper flashed slate roof, 
13,900 lbs. of 20 oz. Chase Cold Rolled Copper were used 
on the new First Presbyterian Church, Findlay, Ohio. The 
architects selected easily-soldered, full weight 16 oz. Chase 
Flashing and downspouts, too! 


Chase Sheet Copper, properly installed, adds years of 
trouble-free, water-tight service to any roof! What’s more, 
corrosion-resistant Chase Copper roofing products have a 
lasting beauty that improves with age. Give your next job 
this Chase combination of extra service and rugged beauty! 
Contact your wholesaler or the Chase Warehouse near you 
for all Chase Copper roofing products! 





Specify quality Chase Copper roof- bite, 

ing products for your next job! ' 
Ch : 

aSe " ® | ian 


BRASS & COPPER CO. 


WATERBURY 20, CONNECTICUT + SUBSIDIARY OF KENNECOTT COPPER CORPORATION 


16” x 18” Copper “pans” of easily soldered copper were Sheet Metal Contractor: Fred Christen & Sons Co., 

permanently applied on the horizontal section of the Findlay, Ohio. Architect : Charles Frederick Cellarius. 

roof. Note expansion joints. Engineer: Harry Retlinger. General Contractor: 
Hossler Construction Co. 


The Nation’s Headquarters for Brass & Copper 
Atlanta Baltimore Boston Charlotte Chicago Cincinnati Cleveland Dallas Denver Detroit Grand Rapids Houston Indianapolis Kansas City, Mo. Los Angeles 
Milwaukee Minneapolis Newark New Orleans NewYork Philadelphia Pittsburgh Providence Rochester St.Louis Sanfrancisco Seattle Waterbury 
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thorities to buy houses in 


private and 


1) the 


developments 
elimination of any 


tie-in between new 


public 
housing and the housing of 


families displaced from 
slums 
It these 


fected, the 


changes are el 
number of in 
made avail 


div idual houses 


able 


larger market for the central 


will open up an even 


warm air heating system 


No Need to Fear 
Tightening Credit 


THERE'S BEEN much talk in 
Washington circles on the 
revising of and 
the 
allocated 
credit My 
similar to 
Arthur O. Dietz, 
president, C.I.T. Financial 


controls 
putting ceilings on 
amount of money 
for consumer 
point of vicw 1s 


that of 


Corp., who recently said, 


Continued expansion of the 
American economy which 


the nation’s business, eco 


nomic and political leaders 
will re 
both 


in domestic consumption and 


freely predict 


quire a great increase 


in the use of consumer 


credit Installment buying 


has enabled us to live in 


comfort, cleanliness, ease and 


safety beyond the dreams 


of even the aristocracy of 
past generations 


Neverthel SS 


always 


ther have 


been those who 


viewed consumer credit with 


misgivings. Those who ex 


press concern about install 


ment debt never emphasiz« 


today’s experience and they 


concede the excellence ot 


the record in the past They 


cite some sup positious danger 
something 


in the future 


that might happen but 


never has 
The bulk of 


stallment debt is 


current in 
owing by 


younger middle-income fam 


ilies earning between $3000 


and $7500 a year. They are 


NOW! COOLAIR 
QUALITY AT 
COMPETITIVE 
PRICES! 


Budgetair Attic Fan, Type 
BA, finest in lowest price 
range. More air at lower, 
quieter fan speeds. Rub- 
ber cushions built into fan 
frame. Easier to install. 
Certified ratings. New de- 
sign shutter, ready to in- 
stall, no adjustments 


General Purpose Ventilating 
Fan, Type CQ. Extra-quiet 
for all types of industrial and 
commercial jobs where quiet 
is essential. Exclusive vibra- 
tion-isolators built in. High 
efficiency at low static pres- 


2 NEW 
COOLAIR FANS! 


Greater Efficiency — Low Prices! 


sures 


Coolair fans have been long acknowledged as the 
quality line in the industry. Now new design, en- 
gineering and production methods bring traditional 
Coolair quality to you at prices that fit the job— 
no matter how tight the budget. 


Here’s proof of competitive prices—Coolair fans 
were used on all four U. S. 3rd Army barracks 
rehabilitation projects started in the summer of 
1955, plus many others! 


THE AMERICAN COOLAIR CORPORATION 


Jacksonville 3, Florida 


AMERICAN COOLAIR CORP., 3610 Mayflower Sweet, | 


Jacksonville 3, Florida 
We are interested in Coolair fans for ( ) commercial, ( ) industrial, 


( ) residential or jobs 





(list other) 
NAME____ 





FIRM 





STREET NO 
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the people best able to carry 
debt 


comes, their long-term pros- 


because of their in- 
pects and their valid expec- 


tations for the future 
"Eighty-six 
the 
group, which makes up more 
than half the population, 


have either no debt 


percent ot 


those in middle-income 


at all or 
are making debt repayments 
that total 
cent of 


less than 20 per- 


their incomes 

This, to me, is a clear-cut 
explanation of the situation 
and little 


will 


there is need to 


fear that credit become 


tighter with a resultant de- 


crease in sales 


Expect 1956 To Be 
Record AC Year 


ANNUAL SALES volume pros 


pects for central residential 
air conditioning have been 
getting brighter each 


The 


been 


year. 


ratio of increase has 


about two-thirds over 
each preceding year. To my 
way of thinking, this is a 
healthy rate of growth. Ac- 
cording to records of man- 
ufacturers’ shipments as re- 
ported to the Air-Condition- 
ing and Refrigeration Insti- 
tute, there were 77,150 cen- 
tral 


stalled in 


residential 
1954 
68.5 


systems in- 
and an in- 
crease of percent over 
this figure has been reported 
for 1955, bringing the num- 
ber of central residential sys- 
130,000, 


Sales promotion plans for 


tems to about 


1956 should cause this figure 
to rise considerably and if it 
follows the usual two-thirds 
increase, we can expect to see 
around 200,000 central sys- 
tems sold in 1956 

The 
tioning sales figure for 1955 
that 1,300,- 


were 


window air condi- 


indicates about 


000 units installed 
an increase of about 30 per- 
1954. All of these 


figures show a very favorable 


cent over 


trend by the public toward 
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BE CONFIDENT WITH CENTURY 


‘Our cooling systems are tested 
under operating conditions... 


bar 
EDWIN A. JONES 


Director of 
Engineering 


to do the job for which they’re rated!’’ 


NEW LABORATORY FACILITIES ASSURE ECONOMICAL, TROUBLE-FREE OPERATION... AND PROTECT YOUR PROFIT 


Compressors, condensers, coils, and blowers simply don’t 
perform the same under all conditions. That’s why ratings 
based on optimistic indicated performance of components 
often lead to disappointment in the performance of a com- 
plete system. 


In Century’s modern air conditioning lab, where atmospheric 
condition can be set up and accurately maintained, our 


engineers are not only able to rate according to ASRE 
standards but to determine requirements to secure satisfaction 
under more severe load conditions. This rigid testing under 
actual operating conditions is an important part in the con- 
stant development and improving of all Century products 
...iS your assurance that Century Combination heating and 
cooling systems will perform to your satisfaction. 


SUMMER-WINTER COMBINATION SYSTEMS 


Gas or oil fired 


Factory assembled BASEMENT Model 





Factory assembled 
HIBOY Model 





Factory assembled BASEMENT Model 
(Completely enclosed) 





Factory assembled 
HIBOY Model 
(Completely enclosed) 


“THE-IN" COOLING UNIT... 
for converting forced air heating systems 


In the new Century Air Conditioning Laboratory, varying temperature 
and humidity of air entering the system is maintained in the room 
at the left where the combination unit is operating. Temperature, 
moisture content and quantity of air are measured in the wind 
tunnel at upper right and recorded by the operator. 

The inset photo shows how thermocouples are attached to each 
circuit of the coil to determine its operating characteristics. 


ENGINEERING CORPORATION 
CEDAR RAPIDS, IOWA AA 


Please send me information on the complete Century line. 


[] | would also like a sample copy of the prospect booklet. 


Company___ 





PROSPECT BOOKLET AVAILABLE 


“The Home Owner's Guide to Better Living through Better 
Heating and Cooling’’ is an attractive 16-page booklet written 
for the consumer and available for dealer use. Check the 
box in the coupon for your sample copy. 


Attention___ 


Address__ 


ee ee Oe ee EE Ero 
ee ee ee ee ee ee ee ee ee 


eee 


AmeRICAN ArTISAN, May 1956 





the editor’s 
notebook 


(continued) 





summer cooling. It's my 
opinion that this trend will 
grow stronger each year for 
at least the next 10 years be- 
fore it reaches the sales po- 
tential peak. 


Furnace Manufacturer 
Addresses House 


It’s GOOD to read names in 
the paper and recognize those 
of your industry quoted as 
international experts. For ex- 
ample, I recently came across 
a report of a talk given by 
William L. McGrath to the 
members of a House of Re- 
presentatives Foreign Affairs 
subcommittee. Mr, McGrath, 
who is of course well known 
to our industry as the presi- 
dent of the Williamson Co., 
discussed the matter of com- 
munist disruption of the In 
ternational Labor Organiza 
tion's program. 


More Aggressive Selling 
Needed in Cooling Field 


THE MARKET for air condi- 
tioning just seems to be grow- 
ing by leaps and bounds. The 
750,000 
systems 


mechanical 
installed in 
during 1955 (this 
central residential 
and window 


cooling 
homes 
includes 
systems 
units) equals 
only about 60 percent of the 
total started 
during the same 12 months. 
This means that over 500,000 


housing units 


prospects for air condition- 
ing were added to the exist 
ing market. Our manufactur 
ing and sales organizations 
cannot keep up with the num 
ber of prospects added each 
year. This was brought out 
in a survey conducted late in 
1955 by the Kinetic Chem- 
icals Div. of E. I. DuPont de 
Nemours & Co. In the survey, 
13,441 
metropolitan and urban areas 


persons living in 


were interviewed. Of this 
number only 8.2 percent said 


they had ever been ap 
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ANNOUNCING 


stride 


IN REINFORCED 
PLASTIC 
PANELS 


ae 2 & j 


molded from a special new resin 


GIVES YOU THESE ADVANTAGES... 
@ MORE THAN DOUBLE SERVICE LIFE 
@ TWICE THE COLOR STABILITY 

@ GREATER STRENGTH 

@ BETTER INFRA-RED FILTRATION 


... AND YET IT COSTS NOT A CENT MORE! 


Structoglas now is molded exclusively from a new 
PARAPLEX® modified acrylic resin just developed in 
conjunction with ROHM & HAAS COMPANY. 


Tests prove Structoglas""A” reinforced panels have more 
than double the weather resistance . . . 46.4% less color 
change . . . and support 100% more weight per square 
foot than panels made to accepted industry standards 
from light-stabilized polyester resins. Another exclu- 
sive new additive filters up to 50% more infra-red rays 
. reduces heat as well as glare of direct sunlight. 
WRITE TODAY FOR BULLETIN SL-53 FOR DETAILS. 


6714-1M 


Neg VL las 


division of 
international molded plastics, inc. 


4284 west 35th street + cleveland 9, ohio 


the editor’s 
notebook 
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proached, either personally or 
by direct mail, by a dealer or 
a salesman of air conditioning 
equipment. The survey also 
indicated that only 4.3 per- 
cent of the householders in- 
terviewed said they now 
owned any type of air condi- 
tioning equipment. Yep, 
there’s a great future in this 
market! 

Facts that contribute to a 
bright outlook for this market 
were expressed by Matthew 
M. Lawler, vice president and 
general manager of Worth- 
ington Corp.'s air condition- 
ing division. Mr. 
listed: 

1) All-time high employ- 
ment. 


Lawler 


2) Increased earnings of 
workers without a_ corre- 
sponding increase in the cost 
of living. 

3) Continued high rate of 
new home construction. 

4) Increased activity in the 
remodeling of existing homes. 

5) Continued movement of 
population to suburban areas. 

It's my belief, and it has 
been for a long time, that 
our industry will be the one 
to profit most by this growth 
in demand for comfort. 


Likes to Read 
Artisan at Leisure 


THE RUSH of business often 
makes us postpone some of 
the things that we want to do 
without hurrying. I liked this 
letter from C. S. Brown, Van 
Nuys, Calif., who doesn't 
want to “rush” his reading 
of the Artisan: 

“Attached is my check for 
a three year subscription. 
Please continue to send the 
American Artisan to my home 
address — that’s the only 
place where I have time to 
relax and read it.” 


Clyde In. Barnes 


EpITror 
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“I was installing these Field 
Controls before you were born, son” 


No one knows better than a heating man’s son 
what a problem service calls can be. So, 

this fact is important to him: Field Controls cut 
down service calls. Dad has known it for 

a score of years; more years will prove it to his 
son. On such quality products and quality 
workmanship are built the many father and 


son heating firms in the business today. 


You have put your faith in field | more than 15,000,000 times: 


*, FIELD CONTROL DIVISION of H. D. CONKEY & COMPANY, MENDOTA, ILLINOIS 
2OH :/ Affiliates: CONCO BUILDING PRODUCTS, INC. © Brick, Tile, Stone CONCO MATERIALS HANDLING DIVISION © Cranes, Hoists 


Cen 7 REPRESENTED IN CANADA BY ONTOR LABORATORY LTD 111 TYCOS DRIVE, TORONTO 10, ONTARIO 
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No. 92VHV — vertical 
front bars, horizontal 
second bank bars, vert- 
ical louvers. 
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No. 92HVV — horizontal 
front bars, vertical second 
bank bars, vertical louvers. 


For precise Heating and 
Cooling control, specify 
H&C registers and grilles in 
commercial installations. 











No. 93V Register’. . . 
vertical front bars set 
straight, horizontal 
louvers. 























No. 94A Grille . . . hori- 
zontal face bars set at 
22° angle for up or 
down deflection. 


» 


30! 37 MANUFACTURING CO. 


5 
HOLLAND, MICHIGAN 
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TRIPL- A/RE 


. . » designed to provide any 
air-flow pattern you require. 
Here's the basic line that includes 
260 possible combinations of 
capacity and deflection characteris- 
tics. Twenty-six standard sizes, 
up to 36” x 12”... each available 
in ten variations to provide 
almost any imaginable combination 
of deflections in both horizontal 
and vertical planes . . . plus all 
intermediate sizes up to 36” x 36” 
available on order. Face bars and 
louvers are both adjustable from 
the front of the register, and opposed 
louvers permit absolute volume 
control with equal air distribution 
over entire face. Finished in 

top quality enamel . . . modern 
“Decorator Grey" standard. Get 
complete details from your H & C 
Jobber, or consult our 

current catalog. 


FIXT-A/RE 


. matching return air registers 
and grilles. Perfect companions to 
the TRIPL-AIRE line, these FIXT-AIRE 
units are matched in quality, design, 
and finish. Registers feature the 
same positive volume control with 
opposed louver construction, and 
have a single bank of face 
bars in fixed vertical or horizontal 
position. Grilles are available 
with horizontal face bars set at 22° 
angle for up or down deflection 
where desired. Maximum one- 
piece size: 36” x 30’. 


COMPLETE CATALOG AVAILABLE 


. with full engineering data . . . if 
your jobber can't supply you, write direct. 














HEATING CONTROLS 





NO LEVELING thermostat is designed for a 
wide variety of heating applications and is 
available to heating equipment manufacturers 
in a variety of decorator colors. 

- 


he 
& 


$s 
a + 
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NO ADJUSTMENTS are needed with G-E 
master control which is adjusted perma- 
nently and expertly at the factory. Only 
seven contacts assure dependable operation. 








GENERAL ELECTRIC ANNOUNCES... 


NEW, Low-cost, Outdoor Control 
System with Wide Consumer Appeal 


UNIQUE G-E OUTDOOR THERMOSTAT 
INSTALLS EASILY, CAN HELP INCREASE 
YOUR SALES OF HEATING EQUIPMENT 


The General Electric Appliance Control Department’s 
new outdoor control system regulates indoor temperatures 
with an indoor-outdoor thermostat arrangement—and 
costs from 50 to 70 percent less than electronic systems. 
The simplified G-E system provides the ultimate in 
modern home comfort by constantly adjusting the indoor 
temperature in relation to the temperature outside. In 
operation, the outdoor thermostat tips off the indoor 
thermostat to changing weather conditions. 


Heart of the G-E outdoor thermostat is a small wafer 
of carbon that senses weather changes, then sends a minute 
electrical signal, via a 25-volt transformer, to the indoor 
thermostat. Thus, warned in advance, the indoor ther- 
mostat signals the furnace to deliver more heat. 


SIMPLICITY in design drastically reduces maintenance and 
the G-E control system installs quickly. It gives home 
owners healthier living conditions at the first practical, in- 
expensive price in the industry. 

HEATING EQUIPMENT equipped with the new G-E out- 
door control system, and other G-E heating controls, 


can open the door to greater sales in the ever-expanding 
new home construction market. 


FOR FURTHER INFORMATION contact your nearest Gen- 
eral Electric Apparatus Sales Office or clip and send in 
the coupon below. 


COMPLETE CUSTOMER SATISFACTION 


sa , 


INDOOR THERMOSTAT has a compensating re- 
sistor mounted in back of bimetal blade and is con- 
nected in series with outdoor thermostat being in- 
stalled at left. 


25-VOLT TRANSFORMER completes the simple 
circuit of the G-E outdoor-indoor system and the 
current produces artificial heat inside the room 
thermostat. 


SECTION A740-99 
GENERAL ELECTRIC COMPANY 
SCHENECTADY 5, N. Y. 


Please send me the following detailed bulletin(s) 


GEC-1030 Domestic Heating Controls 
GEC-1352 Outdoor Control System 


Name... 
Company 
Street... 


City Saas Fe Zone State 


THE SAME SWITCH for both fan and limit 
functions simplifies servicing of the combination 
fan and limit control. This control is suitable 
for use with oil-, gas-, or coal-fired systems. 


DEPENDABLE IMMERSION control is used to 
control water temperature. Available either 
normal acting or reverse acting. Bimetal as- 
sembly can be removed easily for inspection. 


GENERAL @@ ELECTRIC 








STANOgROITE 
FITTINGS 


if summer comes, can winter be far behind? 


Lock-Joint Furnace Pipe 
2-ft. and 5-ft. lengths 


Put the heat on high furnace-pipe installation costs! 
Install MitOOR’ curnace Pipe and Fittings 


You save money, because you save time, when you use Milcor 
Lock-Joint® Furnace Pipe and Fittings. All are precision- 
made, all fit together easily and quickly on the job. There is 
no extra time consumed working with special tools, rivets 
or screws. 

There is a Milcor accessory for every condition you find in 
heating installations. Each type of fitting is well packaged 
for easy handling, labeled for quick identification in your shop. 

The Milcor line is complete with all standard sizes and 
gauges approved by the Air Distribution Institute. Get prices 
from your jobber or the nearest branch listed below. 


MitcoR 


ore Mp /ete 





vanizead 


Cees eeeeegeeeeeeeee 


urnace pipe 


90° End Boot 90° Top Takeoff 


INLAND STEEL PRODUCTS COMPANY 
Dept. E, 4023 WEST BURNHAM STREET * MILWAUKEE 1, WIS. 


OFF E N° BAL TIM ’ A A . NCINNATI « CLEVELAND 


DA A * DE ' T N A T et 5 ANGELES «+ MILWAUKEE 
MINNEAP 
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WHAT'S HAPPENING 





AC Symposium Set 
For June 18-20 


A RESIDENTIAL air conditioning sym- 
posium will be sponsored by the 
American Society of Heating and 
Air-Conditioning Engineers, June 18- 
20 at the Shoreham hotel, Washing- 
ton, D.C., during the society’s semi- 
annual meeting. 

The meeting will consist of seven 
sessions during which time 13 papers 
and two symposiums will be _pre- 
sented. The second symposium, con- 
ducted by Professor C. H. Pesterfield, 
will provide ideas and information 
on codes and standards. 

Papers on residential perimeter 
heating will be presented on June 19. 
In another session, consisting of 
papers on air velocities, water vapor 
permeability and effect of unbalanced 
air pressure on permeance will also 
be covered. 

The final sessions on the program 
will include a symposium on resi- 
dential air conditioning with Walter 
A. Grant and L. H. Haeger leading 
the discussion. Papers dealing with 
low velocity forced convection, tem- 
perature and humidity effects on odor 
perception and the indirect evapora- 


tive air cooler also will be presented. 


NWAHACA Technical Meet 
Set for Chicago, May 24-25 


WHAT DOES THE future hold for the 
warm air heating and air condition- 
ing industry? With that question in 
mind, the National Warm Air Heat- 
ing and Air Conditioning Associa- 
tion has scheduled its first annual 
technical conference to be held at the 
Edgewater Beach hotel, Chicago, May 
24 and 25. 

Engineers and technical men will 
gather to exchange ideas and discuss 
trends and directions the industry is 
taking in terms of research in warm 
air heating and air conditioning. 

While most of the conference will 
be technical in its presentation, sev- 
eral of the sessions will try to answer 
some of the questions dealing with 
holds. 


years ahead the knowledge readily 


what the future projecting 
accessible to the industry today in 
order to predict what may come ten 
or 20 years from now. 

Such technical subjects as heat 
gain in air conditioning ducts and 
balancing year “round air condition- 
ing systems in two story residences 
will be presented to the members. 
But in addition such long range sub- 


jects as the impact of the heat pump 


Wholesalers Plan Spring 
Convention for June 17-19 


THE NATIONAL 


HEATING and Air- 
conditioning Wholesalers Association, 
Inc., will hold its spring convention 
in the French Lick-Sheraton hotel, 
French Lick, Ind., June 17-19. The 
convention program will begin June 
8, but association officials urge 
members to attend the social gather- 
ing and buffet supper on June 17. 
Subjects for discussion will range 
from customer credit to wholesaler- 
manufacturer responsibility. The 


panel and round table discussion 


sessions will be open to remarks 


AMERICAN ARTISAN, May 1956 


from the floor. A program for the 
ladies attending has also been ar- 
ranged. 

A panel and round table discus- 
sion involving customer credit has 
been scheduled for June 18. Taking 
part in the program will be a manu- 
facturer, a banker and two whole- 
salers. During this same session the 
audience will participate in a dis- 
cussion on industry problems, devel- 
opments and trends. 

A wholesaler-manufacturer respon- 


sibility conference also is scheduled 





Conference Data 


Where 
Hotel 


Chicago, Ill. 
Edgewater Beach 
When—May 24-25 
Who—NWAHACA members 


and non-members 











on year “round air conditioning, the 
application and utilization of nuclear 
energy in residential heating and 
cooling and solar energy as a source 
for heating will be presented for dis- 
cussion. 

The conference is open to all 
members of the warm air heating 
and air conditioning industry. Reg- 
istration fees for the two-day meeting 
are $20 for each representative of 
NWAHACA members and $30 for 
non-members. 

Other topics for discussion are: 
the association, its manuals and com- 
mittees; how research is used in 
manual development; pressure losses 
in fittings and diffusers; system bal- 
ancing for year ‘round air condi- 
tioning in research residence No. 2; 
physiological adjustments, environ- 
ment and comfort; air conditioning, 
using gas as the energy source; vent- 
ing a furnace; and the value of re- 
search to the heating and air condi- 


tioning industry. 


for June 18, while a demonstration 
of the Wholesalers Integrated De- 
velopment Approach school will be 
given on June 19. The organized 
sessions end with a discussion en- 
titled “Warm Up to Cooling” on 
June 19. 

A golf tournament has been sched- 
uled for 9 a.m. on June 20 for the 
men who wish to stay the extra day. 
Activities on the ladies program in- 
clude a golf tournament, keno games, 


and a style show. 





Famous name and 
like these make 


American-Standard 


AIR CONDITIONING DIVISION 


Presents 6 New Additions to Air-Cooled Line... 
Boosts Dealer Sales and Profit Potentials 
to an All-Time High 


Waterless air conditioning is going over big. Cash in! Sell American- 
Standard ... the line that’s complete... the line that has the new 
products, new features that simplify installation . . . the line that sells 
faster, puts more dollars in your pocket. 


Backed by one of the world’s best known brand names— American- 
Standard—here’s everything you need—air-cooled or water-cooled—to 
meet the demands of the rapidly expanding residential and commercial 
cooling market. Here’s top quality at competitive prices with a full 
margin of profit for you. 





New 5 hp Horizontal Air-Flow Evap- New Cowunterfiow Evaporator Unit New Blower-Equipped Evaporator 
orator Unit for Air-Cooled Systems For Air-Cooled Systems Unit for Air-Cooled Systems 





New Year ‘Round Air-Cooled Unit 


New Year ‘Round Air-Cooled Unit New 5 hp Air-Cooled Condensing 
Equipped for Gas-Fired Heating 


Equipped for Oil-Fired Heating Unit (in addition to 2 hp and 3 hp) 
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NEW PRODUCTS 
selling easier! 


Promotion-wise as well as product-wise, the Air Conditioning 
Division of American-Standard backs you with complete sales 
support. Hard-hitting color and black and white full page 
ads in leading national home magazines . . . liberal Coopera- 


tive Advertising Plan covering newspaper space, radio and TV 


EVERYTHING /or 
air conditioned comfort 


Warm Air Heating a — 


Summer Cooling oo come 
Year ‘round Units oo cuenta 


Orvision 
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time, and local home shows . .. plus a brand new aggregation 
of advertising literature and dealer identification material. 
Act fast — contact your nearest American-Standard Air 
Conditioning distributor...listed under “Air Condition- 


ing” or “Furnaces” in your classified telephone directory. 


American-Standard 


AIR CONDITIONING DIVISION 


ELYRIA, OHIO 





WHAT'S HAPPENING 


(Continued from page 19) 





Senate Urged to Liberalize 
Title | Home Loan Rules 


Tue U.S. SENATE WAS urged to place 
the government’s Title | home im- 
provement loan program on a perma- 
nent basis and to liberalize loan pro- 
visions of the 1954 Housing Act by 
John R. Doscher, executive director 
Home 


when he recently testified before the 


of Operation Improvement 
housing subcommittee of the Senate 
Banking and Currency Committee. 
Mr. Doscher told the subcommittee 
that such changes in legislation “will 
have a great effect in stimulating 
more people to improve their homes.” 
Backing specific amendments pro- 
posed by the Federal Housing Ad- 
Doschet 
mended that the Title I loan pro- 


ministration, Mr. recom- 
gram be made permanent by elimi- 
nating the expiration date, that the 


present loan limit of $2500 for im- 


VA Appoints Local 
Building Analysts 


A STEP TOWARD stricter compliance 
with minimum property requirements 
in the Gl home loan program was 
taken recently by the Veterans Ad- 
ministration. The VA _ said it has 
instructed each regional office to ap- 
point a qualified VA _ construction 
analyst to make sure fee compliance 
inspectors are carrying out their as- 
signments of assuring that builders 
are conforming to plans and specifi- 
cations and VA minimum property 
requirements, 

The construction analysts’ duties 
will include making on-site inspec- 
tions of properties in which the VA 
has an interest; reporting on the 
effectiveness of eat h \ \ compliance 
inspector; determining quality of 
exhibits as established by the com- 
pliance inspector's set of standards; 
and evaluating the effectiveness of 


supervision by the builder. 


provements to a single family home 
be increased to $3500 and that the 
maximum repayment term be boosted 
from three to five years. Also, Mr. 
Doscher asked for elmination of the 
six month residence requirement for 
Title I loans, a $5000 increase in the 
$10,000 limitation on = im- 


provement 


present 
loans for multi-family 
structures and lengthening repayment 
of these loans from seven to ten 
years. 

Mr. Doscher further added that 
availability of credit was vital to suc- 
cess of the Operation Home Improve- 


ment plan. 


Sales of Gas Heating 
Systems Show Increase 


INSTALLATION OF GAS heating systems 
for residences showed another in- 
crease during the 1955-56 heating 
season when 1,439,000 new gas sys- 
tems were installed, the American 


Gas Association reports. The gas 


heating industry expects 3.8 million 
new installations during the next 
three heating seasons, bringing the 
total number of gas heated homes to 
19.2 million by December, 1958, the 
association reports. 

It is expected that new home con- 
struction will account for about 62 
percent of the installations for the 
next three heating seasons, while the 
remainder will consist of conversion 


of other forms of heating, 


Consumer Income Shows 


Increase During 1955 


A GENERAL INCREASE in income was 


experienced among consumers in the 
United States last year, according to 
a survey conducted by the board of 
Federal 


System. Most of the occupational 


governors of the Reserve 
groups showed an increase last year, 
except for farmers. 

About 5 A" 


spending units reported incomes be- 


percent of consumer 
fore taxes of $5000 or more in 1955. 
compared to 32 percent in the same 
income range in 1954. At the same 
time, a smaller proportion was noted 
in the $3000 to $5000 income group, 
which included only 28 percent of 
the consumer spending units last year 
as compared with 31 percent in 1954. 

Along with this general increase 
in the size of paychecks, there was a 
feeling of optimism among the con- 
sumers, the survey showed. Nearly 
two-fifths of the people questioned 
said they expected to be making more 
this year, while less than one-tenth 
figured to be making less. This is 
about the 


same proportion as in 


early 1955. Nearly two-thirds of the 
consumers felt business conditions 
would continue to prosper, while less 
than one-tenth expressed a pessimistic 


These 


more favorable than in other years. 


viewpoint. proportions were 

Self-employed businessmen showed 
the largest increase in a favorable out- 
look toward business conditions, with 
three-fourths of them expressing an 
optimistic viewpoint. Farmers gen- 
erally continued to be more _pessi- 
mistic. The study also stated that less 
than half the farmers expected good 
times in 1956. 

Users of the installment credit plan 
should run less this year, the survey 
About half of the con- 


sumers planning to purchase furni- 


indicates. 


ture and household appliances this 
year intended to use installment 
credit, a few less than the 1955 total. 

Consumers showed a big tendency 
toward spending money for home im- 
provement and maintenance’ with 
22.6 percent intending to enlarge or 


improve their homes in some way. 
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PRE-ENGINEERED e READY FOR THE JOB 


Installations in thousands of homes in the hottest of weather 
have proved— Vornado cools BETTER for LESS! 


VORNADO OFFERS YOU Se ‘ 
Easily installed... at a low price— Vornado opens mass market 


A M ASS M A R K FT sales for aggressive dealers. It’s designed for the 


average home—AND the average budget! 
PRO M OT] 0) N PLA N - Lets you sell for hundreds of dollars less. 
Use dramatic sales-clinching sales promotion aids 
to sell Vornado air conditioning: Field-tested features that Cool Better for LESS! 
* “Salesman-size” scale-model demonstration 
home—with unit actually installed! : COMPLETELY “PACKAGED” Vornado puts air conditioning in 
* Sales Demonstration Manual—tells the \. self-contained, air-cooled package. .. eliminates extra plumbing 
Vornado story graphically, with moving sections water connections .. . outside accessories. Everything in just 

* A “Market Place” display for in-store one compact, sturdy package! 

demonstration! 

* Door Hanger “Estimate” Tags! Window Dis- 
plays! Decals! TV and Radio Spots! Publicity 
“gimmicks”! Early-Season and In-Season Store 
Promotion Plans! 


—And local advertising is backed by powerful TWIN COMPRESSOR UNIT. Two hermetically-sealed, heavy- 
national advertising in Life, Better Homes & duty compressor units. One operates continuously — 
Gardens, American Home, and other leading maintains a cold evaporator at all times... constantly removes 
shelter publications! excess humidity. Second compressor cycles on and off 

now YOU can sell the MASS MARKET... for MASS PROFITS! * as needed for economy's sake. 


PREFABRICATED DUCTS developed by Vornado! Low-cost, 
prefabricated, insulated fiberglas ducts that drastically reduce 
installation time and cost. Pre-scored sheets are 

simply taped together! 


Are ( to : » FULLY GUARANTEED. Factory warranty (backed by the 
PANAMA . Y NADO? “eee experience required to build more than seven million Vornado 
i cooling appliances!) assures satisfactory service. 
Want to hunt wild jaguar in the jungle? Bask in 
luxury at the magnificent El Panama Hotel? Enjoy 
exotic Panamanian night life visit the Canal? 


IT’S EASY TO WIN A TRIP! 
SECOND | G PERIOD 


‘ 


The O. A. SUTTON CORPORATION, Inc. 
1807 West Second Street Wichita, Kansas 


| want complete information on your new low-cost Vornado central 
air conditioner. 





NAME___ 


FIRM 





POSITION. 





Product of THE O. A. SUTTON CORPORATION, Inc. - Wichita, Kansas 
ADDRESS 





city 








NOT THIS! Many heating systems make you uncomforta- 
ble. It’s too cold at the floor, just right in the middle of the room, 


too hot near the ceiling. 


BUT THIS! Waterbury Comrortro.t By-Pass Heating 
gives CONSTANT comfort. Tests have shown less than one degree 


temperature variation from floor to ceiling. 


New kind of heating gives home owners 
the constant comfort they want 





The family at left complains. 
The family at right recommends 
its heating contractor to friends. 
Reason? The family at right has 
the constant comfort every home 
buyer expects. 


To help you deliver constant 
comfort, Waterbury has developed 
COMFORTROL By-Pass Heating. 

COMFORTROL works on a very 
efficient principle. It mixes cool 
air with warm air in a ratio that 
provides the exact temperature 
called for by indoor-outdoor ther- 
mostats. It supplies this warmth 


2 at; 
| 


helps you 
SELL! 


continuously at the same rate it 
escapes through walls and win- 
dows. Waterbury COMFORTROL 
By-Pass Heating takes maximum 
advantage of perimeter heat dis- 
tribution and zone controls. Easily 
adapted to summer cooling too. 


Your customers get constant 
comfort in every room... a con- 
tinuous supply of fresh, clean, 
humidified air... no hot and cold 
cycles or drafts. In tests, temper- 
ature varied less than one degree 
from floor to ceiling. e 


If you’ve ever needed an extra 


Waterbury 


By the makers of world-famous Waterbury furnaces and air conditioners 


feature to close a deal, you'll ap- 
preciate the talking points alone 
of Waterbury COMFORTROL. 


SEND FOR FREE 32-PAGE BOOKLET! 


“It Takes More Than Heat To Be 
Comfortable’’. It’s packed with in- 
teresting informa- 
tion that will help 
you sell more units. 
Write Waterman- 
Waterbury Com- 
pany, 1122 N.E. 
Jackson Street, 
Minneapolis 13, 
Minnesota. 








BY Y PASS HEATING © 
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A Hanging Gutter of Modern Design for Modern Homes 


SHEET COPPER IN GUTTER 
TO BE ANACONDA CORNICE 
TEMPER 


MEDIUM 
20 Oz. COPPER 














Here’s one way to make a hanging gutter match 
the clean, simple lines of modern house design 


Contemporary house design calls for a new kind of 
hanging gutter. The drawing shows a copper gutter 
which can be easily formed on regular sheet metal 
shop equipment and has the straight lines and plain 
surfaces most suited to today’s style of house design. 

The gutter, being copper, can be set dead level and 
is installed tightly against the building or overhanging 
cornice. It is formed so that the apron has the same 
pitch as the roof and so that the outer edge is in line 
with the roof slope. If painted, it will appear to be an 
integral part of the house construction. 

Note that two ways are suggested for forming the 
outer edge and reinforcing it with a copper bar. The 
gutter is supported by copper clips at the apron edge, 
and the outer edge of the gutter is held in line by cop- 
per bars; each bar is fastened to the roof at only one 
point. This method allows the gutter to move freely 
longitudinally during expansion and contraction of the 
metal. The inset detail shows copper sheet thickness 
recommended for three common sizes. 
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Copies of this drawing with suggested specifications 
are available on request. Ask for Modern Gutter Detail. 


5627 


DO YOU HAVE THIS NEW BOOK? Send today 
for your free copy of “Modern Sheet 
Copper Practices” —104 pages of drawings 
and suggested specifications. 


for better sheet metal work 


The American Brass Company, Waterbury 20, Conn. 


In Canada: Anaconda American Brass Ltd., 
New Toronto, Ont. 


Please send “Modern Sheet Copper Practices” 1 
Modern Gutter Detail 0 


NAME 
COMPANY 
STREET 














The first truly scientific diffuser for 








AIR MAGIC IN THE | 

















both heating and cooling 


HOME by 


Although Ingersoll Airline and Borg-Warner 
spent years developing this completely new dif- 
fuser for their own heating and air conditioning 
equipment, it will make any forced air system 
perform better. It eliminates register roar, 
drafts, and air bounce. It delivers uniform tem- 
perature in both heating and air conditioning 
seasons for complete comfort in any room. The 


A WH AND COOLING 





beautiful, modern, streamlined contours blend 
into the baseboard unobtrusively. It’s designed 
especially for perimeter heating and cooling but 
performs so efficiently that it can be used in 
place of any standard register. In a home where 
the later addition of an air conditioning sys- 
tem is contemplated — the Airline Diffuser 
should definitely be installed. 


SYSTEM IN ONE PACKAGE 


The New Airline Diffuser is just one part of a whole new package that Ingersoll is 
offering dealers. Now, from one source, you can order all the parts to make up a 
complete installation. Diffuser, boot, piping, plenum, and all types of heating and air 
conditioning units are all available from Ingersoll Airline. 


AN ACC LTE 
AND <¢ 15 MINUTES 


To tie the whole package together, Ingersoll Air- 
line and Borg-Warner have developed a quick and 
accurate estimating formula that is simple to fol- 
low and understand. You can sit down with your 


prospect to figure out his complete installation 
cost — creating confidence with him and insuring 
adequate profit margins for you. 
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Tell me more about the Airline Plan. 
Name__ 

Company Name. 
Address__ — Se 


Date Airline Representative should call 


INGERSOLL conditioned air division 


BORG-WARNER CORPORATION 
Kalamazoo, Michigan 
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3 ag eth ARE INSTALLING 


WAG VES MIDIFIERS 


I MORE EVAPORATION AREA! 
Ny al PLENUM! 


MORE AND Wore 


MAID-O - MIS! 


Saves half the time to INSTALL! oiwel a 
Has Wwotlrds Less AIR RESTRICTIO 


More Humidity per dollar cost 


Why More and More Furnace Contractors Are 
Insisting on the MAID-O’-MIST Humidifier? 

The reasons are sound. It’s a cinch to install, 
rarely does it require service calls, the cost is 
small and it gives lasting satisfaction to the 
customer. 


You can see in the picture that MAID-O’-MIST 
has no flat bottom pan to block the flow of air 

. that its 4” individual copper troughs are 
spaced an inch apart to allow unrestricted air- 
flow between evaporator pads, giving a third 


In CONVENTIONAI more evaporating surface. 


furnaces Ma 
Perfect for small plenums, it is quick and easy 
to install. What's more, it is the only standard 


unit that fits BOTH conventional or counter- 
flow warm air furnaces. 





Use MAID-O’-MIST and you'll agree . . . it’s a 
very remarkable humidifier . . . at a very re- 
markable price. 


{}/ Less air 
RESTRICTION 
i) IN PLENUM 
{)/ More 
, EVAPORATION 

i} AREA 

() LESS 

INSTALLATION 
t) TIME 


AUTOMATIC HUMIDIFIERS . « « « « « « « WATERLINE CONTROLS 
AUTO VENTS .« « « HEATING AND AIR CONDITIONING SPECIALTIES 


MAID-O’-MIST, Inc. 


3217 NORTH PULASKI ROAD - CHICAGO 41, ILLINOIS 





The only standard unit 
that fits both conven- 
tional and counter flow 
systems 





> imited space in 
Thrifty answer to limit 
: AIR CONDITIONERS 


S 
eee AIR WASHERS 


PAN FILLERS 


FAMOUS No. 50 SERIES 
Compact, precision-designed, you can count 
on MAID-O’-MIST float control valves to 
effectively meet your water-level control re- 
FOR CONVENTIONAL warm air fur- quirements. An acknowledged leader in its 
naces cut opening in plenum and make advanced engineering, they give faithful 
water connections. 9 sizes available performance. 
with evaporation capacities of 1 to 10 No. Bp FLOAT CONTROL VALVE a 
gals. per day. Only 5%, long overall, including copper float 214 
in diameter x 114” deep. Stem and body made of 
brass . . . valve seat of hard nylon, protected with 
fine metal screen. Can be fitted in 9/16” hole or 
screwed directly into tapped opening. Up to 85 Ibs. 
pressure; 1/, gal. per minute at 50 Ib. pressure. 


No. 52 oalry 
Similar to No. 51, but de- ™ 


signed for 1 gal. per min- 


ute capacity at 50 Ibs. pres- 

sure, with pressures to 125 N° 52 

Ibs. Overall length, 8”, 

with 11/4.” x 414” long float 














No. 59 


Valve is vertically mounted 
with special bracket to 
mount on reservoir or pan 
well above water line. Just 
5” long. 








FOR COUNTER FLOW, because of its No. 6917 

narrow trough design, you can install Series Diaphragm Valves 

on either side of furnace having 3” ; 

minimum air passage Heavy duty, large capacity 
water level controls, rug- 
ged and strong. Capacities 


114, gal. to 6 gal. per min- 
ute. 


Get full information from your jobber or write for catalog today! ge Om 


MAID-C)- 


MAID-O’-MIST, Inc. 


3217 NORTH PULASKI ROAD - CHICAGO 41, ILL. 


N° 6917 














Performance 
with Venturi-Flo 


ceiling diffusers 


1 Opposed-blade 
volume control operated 
through face ot diffuser 


Barber-Colman guarantees performance of Venturi-Flo Ceiling 
Diffusers when they are used according to published data. With 
Venturi-Flo you get a high rate of aspiration for efficient dif- 
fusion, quiet operation. Deflection and opposed-blade volume 
controls are quickly and easily adjustable after installation. Rigid 
construction prevents damage during shipping and installation. 
adit Select from a wide range of sizes and styles, both recessed and 
2 Allen head adjusting 


etiniicn siete atu tana ieee surface types. Contact your nearby Barber-Colman Field Office, 
assembly to produce deflections Or write ... 


ranging from horizontal to vertical 
6arber-Colman Company 


DEPT. E, 1106 ROCK STREET, ROCKFORD, ILLINOIS, U. S. A. 
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Tax Relief Bill for Small Business 
Goes into Legislative Hopper 


Proposal asks for amendment to corporation tax bill that 


would increase revenue, but is designed to cut the load 


carried by small businesses 


By Arnold Kruckman 


WITH THE APPROACH of the June 30 
deadline for extension of the corpo- 
ration tax law has come considerable 
discussion of the advisability of re- 
ducing certain tax rates. The admin- 
istration fears that a budget deficit 
would be the result of trimming cor- 
poration and excise taxes, especially 
in allocations for national security, 
administrative expenses and foreign 


aid. 


Secretary of the Treasury Hum- 
phrey estimates that the reduction of 
revenue collections by cancellation of 
the corporate and excise taxes would 
make a hole of more than $3 billion 
in the budget. Mr. Humphrey vir- 
tually gave notice that the White 
House would not accept the reduction 
this year when the subject first came 
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NEW CORPORATE tax 
measure has been suggested 
by Sen. J. W. Fulbright 


up for discussion in the House and 
Senate. 

The most illuminating discussion 
was contributed by Senator Fulbright 
when he introduced his amendments 
to H.R. 9166. Fulbright 


said to the Senate Finance Commit- 


Senator 


tee: 

“On February 3, I introduced two 
bills, S. 3128, cosponsored by Sen- 
ators Sparkman, Capehart, Kennedy, 
Frear, Beall, Duff, Morse, Smathers, 
Lehman, Douglas and Humphrey, 
and S$. 3129, cosponsored by Senators 
Sparkman, Capehart, Humphrey, 
Kennedy, Beall, Duff, Morse, Smath- 
ers, Lehman and Douglas. Both of 
these bills would reduce the impact 
of Federal income taxes on low in- 
come corporations. Since that date 
the House of Representatives has 
passed a bill, H. R. 9166, which 
would extend present corporate tax 


rates for an additional year. The ex- 
tension of these rates was recom- 
mended by the President in his eco- 
nomic report to Congress. I now sub- 
mit two alternative amendments to 
H.R. 9166, which amendments adopt 
the proposals contained in 5S, 3128 
and S. 3129. 

“Under the present law, which the 
President wishes to continue, corpo- 
rations generally are subject to a 
‘normal’ tax rate on net earnings of 
30 percent plus a surtax of 22 per- 
cent on net earnings in excess of 
$25,000. The amendment patterned 
after S. 3129, which appears to be 
more compatible with current esti- 
mates of revenue requirements, pro- 
vides a normal tax rate of 22 percent 
and a surtax rate of 31 percent. Ac- 
cording to the staff of the Joint Com- 
mittee on Internal Revenue Taxation, 
this would result in an estimated in- 
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TABLE 1—DESIRED EFFECT of Sen. Fulbright’s preposal (S. 3129), which includes 
a normal tax rate of 22 percent and a surtax rate of 31 percent, would be to increase 


revenue, decrease load on small business 





Present Tax 
Income subject Liability 


to normal tax (Normal rate 30% 
and surtax surtax rate 22¢ 
$000 $ 
10,000 
15,000 
0, OO1 
25,000 


50,000 


1500 
3000 
4500 
6000 
7500 

0. 500 
100 00% 46.500 
225,000 111 
$00,000 

1.000.000 


$00 
$4 500 
514,501 


$ 


Proposed Tax 
Liability 
(Normal rate 
») surtax rate 31%) 


Change 
22% Amount 
1100 $ 
2200 
3300 l 
4400 
$500 


400 
800 
200 
1,600 
>, 000 


18,750 
45,250 


111,500 
»$7.250 + 
$22 


No Change 
2.750 
+ 7.750 1.5 


hange 
1.1 


50 





TABLE 2 


22 percent and a surtax rate of 30 percent 


ALTERNATIVE AMENDMENT (S. 3128), includes a normal tax rate of 





Present Tax 

Income subject Liability 
to normal tax (Normal rate 
and surtax surtax rate 22%,) 
$000 $ 
10,000 4000 
18,000 1500 
»0 000 O00 
Ss OM 7500 


30% 


1500 


$0,000 
100, 004 


Soo 
sor 
$.000 111 
$4 500 


1,000 001 $14. 500 


S00 
$00 00 


$ 


18.500 
44,500 2 
109,500 
»57? $00 
S12 


Proposed Tax 
Liability 
(Normal rate 22%, 
surtax rate 30% ) 


Chanee 
Amount 
$ 


1100 
2200 
3300 l 
4400 
$500 


400 
800 
200 
1,600 
2,000 
-2?.000 
000 
2,000 
2,000 


SO 2,000 





crease in revenue of approximately 
$20 million. 
“The 


or increased 


benefits. 
under this 
in Table 1. The 


effects can be illustrated by these ex- 


distribution of the 
liabilities, 


proposal are show n 


amples taken from the table. Corpo- 


rations with incomes of $25,000 or 
less would have their tax burden re- 
duced by 26.7 percent. A corporation 
income of $100.000 would be 
given tax relief of 2.7 percent. Cor- 
porations with incomes of $500,000 
and 


with 


over have increased 


l.] 


would tax 


liabilities of from percent up- 


WwW ards. 


‘Break Even’ at $225,000 


“The ‘break even’ point under this 
the $225.000 


amendment occurs at $ 


income level all firms earning less 
than $225,000 would receive a tax re- 
duction, and all firms earning more 
than $225,000 


Obviously 


receive a tax 


this 


would 
increase, redistribu- 
tion of the impact of corporate taxes 
would benefit the low income corpo- 
rations. While the tax relief afforded 
would be modest, [ believe it would 


have a significant beneficial effect on 
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the smaller businesses of the nation. 
“Now. if it should be determined 
that a the 


Senate could adopt my other amend- 


revenue loss is feasible, 
ment which is patterned after S. 31- 


28. 


reverse the present tax rate by pro- 


This amendment would merely 


viding for a 22 percent ‘normal’ tax 
upon net earnings and a 30 percent 
surtax on all earnings in excess of 
$25,000. The staff of the Joint Com- 
mittee on Internal Revenue Taxation 
advises me that the revenue loss from 
this proposal would be somewhere be- 
tween $300 million and $400 million. 
The 
the budget outlook is such that the 
he afforded. The 
effect of this alternative amendment 
the 
shown in Table 2. 

“A healthy 


businesses is 


Senate must consider whether 


revenue loss can 


upon various income levels is 


of 


national 


community small 


essential to 


growth, national and 


prosperity 
political health. We must prevent the 
development of an economic no-man’s 
land for small business. This means 
that of 


must be devised for the modest size 


some form encouragement 
enterprise to enable it to grow and 


remain strong. As I see it, the chief 


competitive handicaps of the small 
business are: (1) great difficulty and 
expense in obtaining equity capital, 
(2) 


rowed money, and (3) insufficient 


high interest rates upon bor- 
funds for management personnel. Our 
tax structure emphasizes and com- 
pounds these discriminations against 
small business. The small businesses 
have three principal sources for funds 
with which to maintain and expand 
production: first, new capital invest- 


borrowing; and third, 


ms 


ment; second, 


business earnings. 


Hard to Get Capital 


“Small business has difficulty in 
obtaining equity capital because it 
does not have the large financial re- 
sources which will guarantee stock- 
holders against severe loss on their 
investment. A small business man 
who needs equity capital usually is 
told that the expense of raising up to 
$300,000 in the market 


averages almost 20 percent and may 


securities 


reach 25 or 30. He may ask why, 
and point to the recent Ford or Gen- 
eral Motors issues where the expense 
was a small fraction of one percent. 
But he must face the uncomfortable 
fact that 10 or 50 


times as much to tap the capital mar- 


it will cost him 


kets as it costs the larger corpora- 
tions. Because of the difficulty in ob- 
taining equity financing, the small 
business man usually must borrow 
money for a short term from a 
bank or other lender to realize his 
capital needs. Long term borrowings 
in the securities markets would be 
subject to the same difficulties as 
equity financing. Interest rates are 
commonly established at 6 percent 
or even higher for the small business 
man. The large corporations may 
either float a debt issue of securities 
or borrow the money at interest rates 
of 314 or 4 percent for long terms. 
This gives larger corporations a com- 
petitive advantage which reduces 
their costs and, therefore, could re- 
sult in lower prices to customers or 
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THE MOST COMPLETE 
YEAR 'ROUND LINE... 


sizes! 
flexibility! 
versatility! 


yes! 


you have them 


all 





$ TON 
Water Cooled Unit 
Burns Either Gas or Oil: 
140,000 or 112,000 Btu 


at Bonnet 


COUNTERFLOW 
Complete Year ‘Round Unit 
Burns Either Gas or Oil: 

2 Ton Air or Water Cooled — 
80,000 Btu at Bonnet. 

3 Ton Air Cooled Only — 
112,000 Btu at Bonnet. 


BASEMENT.-UTILITY 
Air or Water Cooled Unit 
Burns Either Gas or Oil: 
2 Ton—80,000 Btu at Bonnet 
3 Ton—112,000 Btu at Bonnet 





WATER COOLED CIRCUIT 
is installed completely within 
compact combination Cabinet. 

Only Cooling Coil of 
Air Cooled Circuit is 
similarly installed. 


AIR COOLED CIRCUIT 
is pictured with Air Cooled 
Condensing Unit installed 
out of doors and connected 
to Cooling Coil in combination 
Cabinet, with Copper 
Refrigerant Tubing. 























For combination heating and cooling, your best method 
is with a Luxaire complete combination unit. And with 
Luxaire, you have the most complete line of Year "Round 
Air Conditioning Units. 

Why a complete year ‘round unit, rather than just add- 
ing a cooling unit to a heating unit? Because with the 
complete unit, the quantities of cooled and heated air are 
balanced — engineered at the factory to meet rigid stand- 
ards for approval by the accredited testing agencies. You 
are spared tedious, uncertain, on-the-job engineering of 
pieced-together units. 

You save precious installation time, too. Luxaire Year 
*"Round Units are shipped with fewer parts. Luxaire 








factory assembled components are more easily installed. 


You also receive the added bonus of famous Luxaire 
flexibility. Luxaire Year "Round Units burn Gas or Oil 
with equal efficiency and most models use either Air or 
Water Cooling. 


You can install Luxaire Year "Round Units for heating 
only, with full provision to add cooling at any time, and 
without expensive later alteration of ductwork. 


Clearly, the right way, the preferred method of 
year ‘round air conditioning is with a complete Luxaire 
unit. See your Luxaire jobber for competitive Luxaire 
prices, now. 


it} Gas Fired 


Unit Heaters 


Counterflow | ba tars 


or Utility 4 Water Cooled A ‘B Air Cooled 
Units Burn Horizontal Furnaces. Add-On Units. a Add-On 


: 4 Gas Fired se Units. 5 :g 
Gas or Oil. 4 Oil Fired 2, — 5 i. 2and3 2 Gas or Oil. 
Models. , Tons. 


Basement 
Winter Units 
Burn 


Gas or Oil 


Gravity Furnaces 


C. A. OLSEN MANUFACTURING COMPANY 
* 
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Contractors! 


Your ADELTA Jobber Offers 


A COMPLETELY 
CARTONED LINE 


@ material comes to you cleaner 
te (r-rel at balot-Meo) Me l-bast-Ce(-) 


ry. 1) (-) ah Col -300) ¢- Pa -y- 1-3 (=) ab Co Morel bb alt 


ORIGINAL FITTINGS 


@ the one-piece snap-lock cleat 
® universal take-offs 


oa pre-notched collars 


PROMPT SERVICE 


@ complete inventory 
@ immediate deliveries 
@ complete catalog service 


@ prestige line 


Original ADELTA ideas, service and the 
finest in standardized pipe, duct and fittings 
help take the work out of ductwork... 
let you get more heating and air condi- 
tioning jobs done, more profitably. 


See your ADELTA jobber today 


ADELTA MANUFACTURING CO., INC. 


21st & Ellsworth Sts., Phila. 46, Pa. 
PEnnypacker 5-7843 
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higher returns on their stockholders’ investments. 

“By nature, the small business corporation involves 
more risk, less diversification of product, and a smaller 
financial cushion against initial reverses. This is illustrated 
most dramatically by the business failure statistics based 
on companies listed with Dun and Bradstreet. Very few, 
if any, failures are recorded for large corporations. But 
the rise in these dismal statistics for small businesses 
has been alarming in recent years. In 1945 there were 
only 809 failures. In 1953 there were approximately 
8.862. In 1954 there were 11,086. The latest reports for 
1955 indicate that there were almost as many 10,969 

in that boom year as there were in 1954. Either one 
of my amendments will not only permit the retention of 
more capital in the small business, so that less high cost 
financing is necessary; but this retained income will also 
serve as a countervailing pressure against mergers and 
consolidations. The more favorable tax treatment for 
small corporations will enable many of them to survive 
whereas they might otherwise end up among the failure 
statistics. In addition to failures, statistics of the Federal 
Trade Commission show the following trend in the num- 
ber of manufacturing and mining concerns acquired or 
merged during the last 30 years. Beginning in 1922, the 
number of mergers rose steadily from 297 to a peak of 
1216 in 1929. Thereafter, the number of mergers leveled 
off at less than 200 in 1932 and varied within a range of 
from 87 to 419 throughout the forties. However, mergers 
rose rapidly in 1951, reached 822 in 1952 and stayed 
at a high level in 1953 and 1954. 


Merger Helps Carry Loss 


“While I don’t pretend to be an expert on tax matters, 
it is very obvious to me that the ability to carry over 
business losses from one year, to offset profits in another 
year, is a strong factor in this merger movement. It is 
very difficult for the small corporation, suffering losses 
caused in many instances by its smallness alone, to resist 
the eager embrace of the profitable giant seeking a dowry 
of tax advantages to be derived from the prior losses 
of the unfortunate ‘bride-to-be.’ I do not have a solution 
to this problem. But until some solution is found we must 
do whatever we can to strengthen small companies and 
thus make them less attractive to the rich suitor with a 
loss carryover gleam in his eye. My amendments will re- 
duce the taxes on small companies, and the income re- 
tained thereby will contribute directly to the strength of 
these small concerns. 

“Unless some action is taken to reverse the present 
trend, the growth of small businesses will continue to 
lag and their relative position in our economy will con- 
tinue to worsen. And while we are discussing the general 
subject of growth, we should normally expect that as pop- 


(Continued on page 37) 
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a new concept in styling and 
performance sets pace in 
gas-fired unit heating 





...to be sure! 


Here at last is a gas unit heater so 
strikingly beautiful it can be installed 
with pride in the finest commercial, in- 
stitutional and industrial buildings. 
Truly distinctive lines and attractive 
soft green finish are accented by spar- 
kling medallion, grilles and panel of 
polished chrome. Yes, the new Modines 
are in a class by themselves — thanks 
to the skill of famous designer Jean 
Otis Reinecke. 

And the new Modines are as great 
as they look . . . in performance, econ- 
omy and safe, trouble-free operation. 
Check these unmatched benefits: 

New performance — Improved stainless 
steel burners and choice of stainless or 
aluminized steel heat exchangers, with 
combustion air inlets located directly be- 
low, increase heating efficiency, minimize 
corrosion. 

Quieter operation — Lower speed motors, 
new fan design and resilient motor mount- 
ing assure quieter operation at full-capac- 
ity heat delivery . . . provide ample heat 
throw to all areas without hot blasts. 
Lighter weight — Actual comparisons 
show the new Modines to be up to 50% 
lighter than other makes. They are easier 
to install, cost less to ship and handle. 
Wider range of sizes — The new Modines 
are available in eight sizes now, ranging 
from 25,000 to 310,000 Btu. There’s a size 
for every application of natural, manu- 
factured, mixed, LP and LP-air gases. 


For full particulars, see your nearest 
wholesaler or the Modine representa- 
tive listed in your phone book. Whole- 
saler franchises still open in some areas. 


BIG SIZES, SMALL PACKAGES 
25,000-Btu Modine gas 


But there’s more to 


the new Modine 





than meets the eye 





IMPROVED COMBUSTION 


Hooded combustion air inlets di- 
rectly below each tube assure 
higher burning efficiency, mini- 
mize flame disturbance 





SAFETY MEASURE 


Sturdy guard protects against 
hazards of exposed fan and 


SELF-CLEANING PORTS 


Knife-sharp stainless steel ports 
have four times the free area of 
drilled ports. Keen edges resist 
lodging of dirt and scale, main- 
tain uniform flame. 


FASTER, MORE UNIFORM HEAT 


Continuous, uniform flame from 
front to rear of individually and 
directly-fired tubes boosts radi- 
ant heat absorption and uniform 
heat distribution. 





unit heater weighs only 35 Ibs. 
New Modines are ideal for fac- 
tories, offices, laboratories, 
washrooms, garages, service 
stations, stores. 


provides resilient suspension for 
motor and fan assembly, further 
reducing vibration noises. 





CLIP THIS COUPON AND MAIL TODAY 
MODINE MFG. CO. 
1500 DeKoven Ave., Racine, Wis. 


Please send me immediately a free copy 
of new bulletin, “The Magnificent Modine 
Gas-Fired Unit Heater.” 


DE cntecnnanactnidte 
dich hicax 


STI usivcgithnsiidvenkes 
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ulation grows and as business activity 
expands, there should be an expan- 
sion of business opportunity and an 
increase in the number of business 
firms. But look at the record as 
shown on page 231 of the President’s 
economic report. While there was an 
annual increase of almost 55,000 
firms during the period between 1948 
and 1952, the number of new operat- 
ing firms increased by only 28,300 
from June, 1954 to June, 1955. And 
this latter period has been character- 
ized by the booming economy. 


Small Business in ‘Dilemma’ 


“I want to point out some specific 
and significant advantages which 
large corporations have under our 
present federal tax laws. One ex- 
ample involves the accelerated de- 
preciation of new machinery, while 
similar treatment is not available for 
used machinery. It is well known that 
small businesses are the principal 
purchasers of used machinery. Thus, 
the very significant benefits of the ac- 
celerated depreciation tax provisions 
are not available to many smaller 
corporations. Some people advocate 
including second-hand machinery un- 
der the accelerated depreciation pro- 
vision, but I think that this action 
alone would merely accentuate the 
problem. For example, under present 
law a large corporation can, in a 
relatively short time, depreciate new 
machinery to a figure below its mar- 
ket value. The large corporations can 
then sell this machinery for more 
than its depreciated value and treat 
the income as a capital gain. If sec- 
ond hand machinery had the benefit 
of accelerated depreciation, small 
businesses would be more eager to 
buy second hand equipment. Then 
the giant corporations would realize 
even greater profits from the sales 
and greater gain windfalls. The way 
to treat small businesses fairly would 
be to permit accelerated depreciation 
of both old and new machinery, and 
to tax income derived from the sale 
of depreciated machinery at the reg- 
ular rates for corporate incomes. 
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METALBESTOS 


cuts installation costs without 
cutting corners 





ras @ 


Why waste time on makeshift fittings when Metalbestos can 
save far more in labor costs and assure a complaint-free job? This modern 
insulated gas venting travels light... couples gas-tight in seconds... 
includes new round short lengths and exclusive 90° adjustable elbows to 
handle any installation without job-site cutting. It’s safe to save with 
Metalbestos — and you'll finish more jobs for good in fewer man-hours. 


For the latest Metalbestos catalog, see your jobber or write Dept. B-5 


METALBESTOS snson 


Offices in Belmont and Glendale, Calif., Seattle, Denver, Dallas, Des Moines, Blue Springs, Mo., 
Minneapolis, Chicago, Atlanta, Akron, Louisville, Newark, Buffalo. 





Stocked by principal jobbers in major cities. Factory warehouse in Atlonta, Dallas, Newark, 
Des Moines, Chicago, New Orleans, Akron. 





FIRST-4-700 


TO DEVELOP FULL 4 TON CAPACITY AT 105° 
CONDENSING AIR IN ALL MODELS! 


ILLIAMSON 


YOUR FIRST CHOICE IN COOLING EQUIPMENT 
AS WELL AS HEATING EQUIPMENT 


WILLIAMSON closes an Industry Gap! Now it’s 2, 
3, 4, 5 and 7% ton waterless units! Satisfy everyone. 
When your customer needs 4-ton capacity, don’t skimp 
with a3... or push an oversize 5. HERE’S A FOUR — 
right size, right price. No more compromise . . . no 
more lost sales! 








A comalate boating, ule limps 
Tava npost | 
Malad lOO WOW LO CAME YUH 


WILLIAMSON ... . the industry’s most complete line 
of Heating and Cooling Equipment! Rely on this pace- 
setting leader to bring you the very latest in sales- 
making appeals. 
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THE WILLIAMSON COMPANY 
3310-G-5 Madison Rd. Cincinnati 9, Ohio 


Gentlemen: 


Please send me information on the following: 
C Cooling Equipment C) Heating Equipment 
OC) Duct, Pipe and Fittings 





New CINCINNATI 


PRESS BRAKES 


THIRTY TON 


FIFTY TON 


COMPETITIVELY 


t \ 
— 


—n | > 


| 
| 


Front controlled, variable speed drive, 


20 to SO strokes per minute. 


Centerline 
loading 





| M | 


Centerline loading prevents weaving 
of the housings and insures accurate 


bends. 
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Completely enclosed 
running in oil. 











Centralized pressure lubrication system. 


transmission, 


2-30 SERIES 
3-50 SERIES 


PRICED 








Two micrometer indicators, one at each 
end of the ram—easy to read and 
accurately record the amount of adjust- 
ment and tilt. 


Ball end on the ram adjusting screws 
permits tapering of the ram for fade-out 
work. 





> THE CINCINNATI SHAPER CO. 


CINCINNATI 25, OHIO, U.S.A. 


SHAPERS « SHEARS « BRAKES 





2-30 SERIES 


This new 2-30 Series Cincinnati All Steel 
Press Brake has a capacity of 14 gauge x 6’ 
mild steel. 


Look at these unusual standard features: 
214" stroke—12” shut height—9” throat. 


Distance between housings 5’-2”—overall 
die surface, 6’-0”. 


Front controlled, variable speed drive, 20 to 
50 SPM. 4” manual ram adjustment in- 
cluding ram tapering adjustment for fade- 
out work (power adjustment available as 
extra feature). 


Bronze swivel end-guide bearing for accurate 
endwise alignment, even when tilting ram. 


Brushless electro-magnetic brake and clutch. 


Deep bed and ram, planed and drilled for 
534” angles. 


Micrometer indicators on both ends of ram 
for fast, accurate setting. 


3-50 SERIES 


These new 3-50 Series Cincinnati All Steel 
Press Brakes are built in two lengths and 
have a capacity of 10 gauge x 6’ mild steel. 
Investigate these unusual standard features: 
3” stroke—12” shut height—12” throat— 
distance between housings 6’-6” or 10’-6”— 
overall die surface 8’-O” or 12’-O0”"—front 
controlled, variable speed drive, 20 to 50 
SPM. 


5” motorized ram adjustment, including ram 
motor and control, complete with ram taper- 
ing adjustment for fade-out work. 


Bronze swivel end-guide bearing for ac- 
curate endwise alignment, even when tilting 
ram. 


Brushless electro-magnetic brake and clutch. 


Deep bed and ram, planed and drilled for 
534” angles. 


Micrometer indicators on both ends of ram 
for fast, accurate setting. 
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Dealer’s Booklet, Housewares Department 


Draw Prospects to Display Room 


Sixteen page news publication reaches 5000 prospects and former customers; 


special department exposes walk-in traffic to heating, cooling equipment displays 


MERCHANDISING STUNTS of all kinds 
are being tried by warm air heating 
and residential air conditioning deal- 
ers. One business puller that is prov- 
ing worthwhile for Arthur Heaphy, 
Syracuse, N.Y., heating dealer and 
sheet metal contractor, is an 8 X 11 
in., 16 page booklet entitled Heaphy’s 
News which is mailed to 5000 pros- 
customers each 


pects and former 


month. 
The booklet is 


printer who provides all the techni- 


prepared by a 


cal experience for the assembly of 
editorial and advertising contents. 
The ads are varied and cover the 
many products offered by the Heaphy 
company which, as a service to the 
neighborhood and to draw walk-in 
trade into the display room, main- 
tains a small tool and household 


equipment department. 


Ads Are Cooperative 


The advertisements are small 
(about six to a page, three two- 
column and three one-column ads) 
and their cost is 
by the 
agreement between the manufacturer 
and Mr. Heaphy. Some of the ads, 
like the furnace ad that doesn’t spec- 


generally paid 


manufacturer or split by 


ify a particular make of furnace, 
are paid for by Mr. Heaphy, but 
where the name of a furnace is men- 


tioned, the cost of the ad is divided 
under the cooperative plan. Other 
ads point out the necessity of re- 
placing gutters, eave troughs and 
downspouts. 

The ads that specifically draw at- 
tention to the services supplied by 
the Heaphy organization are all two 
column ads. The smaller ads are used 
to develop interest in products that 
a neighbor may be planning to pur- 
chase for his daily use. It is thought 
that neighbors will buy their house- 
hold needs at a convenient location 
and that by getting them to come 
into the display room, there is a 
good opportunity to ask about the 
heating system or find out if they 
are good prospects for an add-on 


cooling unit. 


Editorial Copy Is Useful 


Editorial and advertising share the 
space about equally. The editorial 
content is provided from sources 
known to the printer and is slanted 
toward both the lady of the house 
and the homeowner who does his 
own minor maintenance work. Arti- 
cles with titles such as: Now I Am 
a Mother, You Can’t Understand a 
Woman, Time, and 
Established 
show the general approach to obtain 


It’s Compost 


Caring for the Lawn 


readership. There is also a two page 


department devoted to tried recipes 
and household hints that receives 
good readership, according to Mr. 


Heaphy. 


Customers Get Buildup 


Usually on the back page are a 
few sketches used to illustrate an 
editorial point of view. This page 
is used to show how much the cus- 
tomer is thought of by members of 
Mr. Heaphy’s company. Quotations 
such as the following bring out the 
firm’s points of view concerning this 
subject: 

“A CUSTOMER is the Most Im- 
portant Person Ever in this Busi- 
ness.” 

“A CUSTOMER is not an outsider 
to our business — he is a part of 
it. He is NOT dependent on us - 
we are dependent on him. He is 
NOT an interruption to our work 

he is the purpose of it.” 

“A CUSTOMER is not cold sta- 
tistics but a flesh and blood human 
being with feelings and emotions like 
our own. We are not doing him a 
favor by serving him — he is doing 
us a favor by giving us the opportu- 
nity to do so.” 

“A CUSTOMER is a person who 
brings us his wants. It is our job 
to handle them profitably — both 
to him and to us.” 
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when the job calls for a space-saving horizontal . . . 


WILL PAY YOU 10 INSTALL 


AS A SPACE SAVING 

CENTRAL HEATING PLANT... 

the Southerner can be installed almost 
anywhere . . . crawl space, attic, basement, 
or under the stairs. 


Engineered for fast, economical installa- 
tions, the Norman Southerner is priced com- 
petitively to help you sell the new project 
construction market. 

What's more you get real profit pro- 
tection! ,The Norman Southerner, perfor- 
mance-proved in thousands of trouble-free 
installations, is backed by a 10-year written 
factory warranty. 

The versatile Norman Southerner opens 
the door to more profitable sales than any other 
horizontal, for these important reasons: 

1. Wider range of input capacities 

2. A.G.A. approval as either a unit heater 

or a central heating plant 

3. A.G.A. approval with static pressures up 

to 0.50” (to accommodate larger blowers 
for use in combination with air-condi- 
tioning) 

. A.G.A. approval for temperature rises 

of 70° to 120° F (making it adaptable 
for economical small pipes). 


Write for prices and details plus a copy 
of the Norman Sketchbook, the most profitable 
visual sales tool in horizontal heating. 





se 


1150 Chesapeake Avenue 
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Schoolroom Heaters 


Upshot and inshot Norman 
residential and industrial Conversion Burners 
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The Southerner is the only horizon- 
tal A.G.A. approved as both a unit heater 
and a central heating plant. The simple 
addition of double deflection louvers 
makes a unit heater, thus reducing jobber 
and dealer inventory requirements. 


Manufacturers and designers 
of quality gas heating and 


air conditioning equipment. 


Columbus 71 2, 
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ek 


+f 
1 Y 


« 


Duct Furnaces 





WHAT THE ASSOCIATIONS ARE DOING 





WHOLESALERS WHO HELPED make the program pos- 
sible are (seated, | to r) Otto Zeman, George Primich 
and Charles Bennett; standing, (1 to r) Joseph Kimmel, 
Sr., Elmer Bertossa, P. L. Parker, Rudy Guenther, Rex 
Parker, E. D. Mott and Jim Collins 


DEALERS GET TOGETHER for an after class discus- 
sion to get answers to specific questions: (1 to r) R. C. 
Feltes, D. E. Kildow, Arthur E. Loomis, Chris Tsioutsias, 
Harry H. Campbell, Robert A. Cripe and C. H. Hansen 


Dealers Get Tips at Management School 


AN ITEMIZED ESTIMATING procedure that emphasized the 
importance of including every part used in a heating 
and air conditioning installation was introduced at the 
dealer management course sponsored by Chicago area 
and northern Illinois members of National Heating and 
Airconditioning Wholesalers Association at Northwestern 
University's Chicago campus on March 26-27. Thirty- 


eight dealers completed the two day program which was 


designed to help warm air heating dealers understand 
more about intricate business operations. 

To help in presenting the basis for the sample problem, 
a floor plan of a ranch style house was given each dealer 
who used it to help him follow the recommended pro- 
cedure. This procedure became the basis for developing 
the overall picture and establishing the relationship that 


each business operation has to each other operation in 





what the dealers said: 


‘This is a wonderful review in “The wholesalers’ 


association “A course like this shows that 


management,” said Robert 
Rieder. “I expect to show a 
larger profit after I have fol- 
lowed the things I learned dur 


ing this course 





the fundamentals of business has done a wonderful job in 
J 


presenting the course,” stated 
Bert G. Leininger. “I'll use the 
knowledge I've learned here in 
the everyday operation of my 
business” 


service and installation are only 
small parts of the successful 
business operation,” said Rich- 
ard Bonk. “A person must know 
business fundamentals if he is to 
run his operation successfully” 
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BULLETIN 701 


TYPE “‘R”’ 


FEATURES 


MODERN STYLING adds clean line beauty to any 
home or office. It eliminates out-of-date grilles, 
registers and radiators. The larger floor area offered 
means greater living space and more efficient 
furniture arrangement. 


BUILT TO LAST—KRITZER Air Base is made of 
heavy gauge steel for a lifetime of use. It will stand 
the knocks and bumps of everyday home life with- 
out looking “‘beat up’’. Finished in rust resistant, 
baked-on gray enamel, it can be painted to match 
or harmonize with room decor. 


EASY INSTALLATION—Boot opening can be cut 
any place in unit. Front plate snaps on. Air Base 








can be installed before or after plastering. It is also 





easily adapted to old heating systems for home 
improvement. ‘‘Add-on’”’ features make a full per- 
imeter heating installation feasible in any room. 








HIGHLY EFFICIENT PERFORMANCE-—Air flow 
pattern provides a warm air blanket for true com- 
fort. Proper placement will eliminate chilly drafts 


Me / from windows or cold outside walls and will pre- 
LTT 


vent dust streaking of walls. Cooled air is distrib- 


























FLUSH MOUNTING RECESSED MOUNTING uted with equal efficiency. 


’ f ; COMBINATION DAMPER—Control can be ad- 
KRITZER Air Base can be installed outside ’ : Sige : 
the plaster line or partially recessed to the stud- justed easily to limit opening of shut-off damper to 


Sv-J-O€ VIV 


ding, saving even more valuable floor space. simplify balancing of air distribution. 


RITZER 2901 LAWRENCE AVENUE - CHICAGO 25 


“tere KRITZER, IT’S RIGHT, SIR!’ 





EASY 








Boot should be located as close to center of baseboard 
unit as possible. Mark location on floor and cut opening 
as required, and install boot. 


Cut opening for boot by snipping bottom of Air Base 
from front to back. Bend this tab or section up and break 
off at scored back corner. Fit bottom opening over boot 
and nail or screw backplate in place against wall. Ham- 
mer down and nail boot flanges. 


Baseboard Selection Information 


1 Determine heat loss or heat gain of space by 
standard methods. 
Determine size and number of ducts necessary 
to supply heating or cooling requirements of 
space under design conditions. 
Select KRITZER Air Base in accordance with 
duct sizes shown in Table 1. 


INSTALLATION 





ENGINEERING INFORMATION 





T 





Hook the upper edge of the front plate over the flanges 
on the end plates and snap the lower edge into the slot 
at the floor line. 














KRITZER Air Base is the perfect answer to moderniz- 
ing old warm air heating systems. Just cut and remove 
the old baseboard where KRITZER Air Base will be 
located. Install KRITZER Air Base against wall and 
connect to boot. 





TABLE 1 


+ 
Equivalent Kritzer 
Duct Size Air Base 
Diameter 








275 AB-2 
275 AB-4 
275 AB-4 
275 AB-4 














Note: Duct sizes based on a maximum duct velocity of 600 FPM 





crc 


PACKAGING AND 


SHIPPING INFORMATION 


Kritzer Maximum Maximum 
Air Base Recommended Outlet Delivery 
FPM 


- | | 
— y | Stock No. | Length 


L 


Pressure drop 





| 
| 
| 
| 
| 
Inches of Water pence —_ 


Shipping weight 





275 AB-2 75 800 275 AB-2 | 2’—0" 5 Ibs. 


275 AB-4 800 | 275 AB-4 | 4’—0” | 10 Ibs. 














K" LINE 
BASEBOARD 


SLOPE TOP 
BASEBOARD 


KRITZER 
FINNED TUBE 


STANDARD 
BASEBOARD 


UNIVERSAL 
BASEBOARD 


CONVECTOR, 
SLOTTED FRONT 


Copyright 1956—KRITZER RADIANT COILS, INC. 
PRINTED IN U.S.A. 
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(Continued ) 





STAFF MEMBERS FROM THE SCHOOL welcome 
dealers to the business management course. They are: (I 
to r) William H. Kelley, G, E. Hale, Daniel R. Lang 
and Henry E. Theobald 


the final objective of making a profit. 

Operating a heating-air conditioning business more 
profitably was discussed by Joseph J. Zbornik, Super- 
visor of Business Education, Chicago Board of Educa- 
tion, who advocated listing each piece of equipment, 
whether it be a section of duct or the furnace itself, on 
the job proposal. In that way every cost would be figured 
on the estimate. 


Figure Cost of Sales 


Another business management fundamental pointed 
out by Mr. Zbornik was the computation of cost of sales, 
in which the income from sales, the cost of sales, ad- 
ministrative expenses and other income must be figured 
before the net profit can be determined. 

Legal organization of a business was covered by Ed- 
ward W. Barrett, lecturer in business law at Northwestern 
University, who discussed the pros and cons of each form 
of business the sole proprietorship, the general part- 
nership and the corporation. Financing the business, 
covered by Bion B. Howard, finance professor at North- 
western University, included discussion of the capital 
sources, equity capital and creditor capital; the balance 
sheet (a system of listing all the assets and liabilities of a 
company to determine the net worth); capital planning 
and cost of capital. 

How to file a federal income tax form was outlined 
by George C. Brock, Director of Research and Statistics, 
Chicago Board of Education. Tax accounting, gross in- 
come, tax deductions and tax returns were discussed. 
Illinois taxes were explained by John E. W. Timm, de- 
partment of revenue, State of Illinois. He described the 
retailers’ occupation tax, the municipal retailers’ occu- 
pation tax, exempt sales and purchases tax and the re- 
porting and payment of taxes. 

Liability and casualty insurance was discussed by 
Henry E. Theobald, assistant dean, School of Commerce, 
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VISITORS FROM THE quad-city area (Rock Island, 
Moline, Davenport and East Moline) pause between 
classes. They are: (1 to r) Burr Gabrilson, Kenny Roman, 
Elmer Bertossa, William Born and Ed Edwards 


Northwestern University. Facets of liability insurance, 
including coverage, legal liability hazards, defense and 
settlement, exclusions care, custody and control 
were highlighted in Mr. Theobald’s address. 

Mr. Theobald also covered workmen’s compensation 
and employer's liability insurance. His presentation in- 
cluded history of the compensation law, safety programs, 
insurance requirements and other subjects related to 
workmen’s compensation. 

The need for physical damage and loss of earnings 
insurance was stressed by John T. Even, W. A. Alexander 
& Co. Mr. Even talked about the purpose of this kind 
of insurance, which includes fire, vandalism and mali- 
cious mischief, boiler and machinery protection. The 
importance of having a satisfactory property damage 
insurance policy and loss of earnings insurance was also 
underlined by Mr. Even. 

Charles J. West, W. A. Alexander and Co., Chicago, 
highlighted fidelity and surety bonds in his lecture, dis- 
cussing the factors to be considered in taking out bonds 
of each type. 


Financing, Modernization Pull Business 


Federal Housing Administration Title I loans and Op- 
eration Home Improvement were discussed by Fred Heit- 
mann, Jr., Northwest National Bank of Chicago. Mr. 
Heitmann described the features of Title I loans, the types 
of jobs that can be financed, eligible customers, terms, 
dealer organized loans, credit application and dealers’ 
responsibilities. He also discussed Operation Home Im- 
provement and how it can be used to help build the 
individual heating and air conditioning dealer’s business. 

The importance of good human relations with cus- 
tomers and employees was pointed out by Darrel S. 
Caris, instructor in salesmanship, Northwestern Univer- 
sity. He described the five basic needs of a successful 

(Continued on page 50) 





Dont get bit by the 
“PRICE TALKERS !" 


If the fast-talking “price” boys are snapping up 


profit on every house. There’s no mystery 


the multiple housing or single replacement jobs 
you should be getting, here’s the way to beat 
them! If you handle Perfection Regulaire warm 
air furnaces, you can sell builders without price 


about it. Any house equipped with a Perfection 
Regulaire furnace brings a higher loan ap- 
praisal. This kind of money in the bank for your 
builder customers means you can do business, 


cutting, because they get a guaranteed extra and plenty of it, at a good, legitimate profit. 


You sell the replacement business 
without shaving your profit! 


Perfection’s Regulaire and 3-stage fire gives 
your prospects an incentive to buy that the 
“price talkers” can never approach. And 
Perfection’s new, down-to-earth “kitchen table” 
sales tool makes it clear in no uncertain 

terms why it pays to buy from a Perfection 
guaranteed dealer. So, talk to Perfection 
Perfection Industries, Division of Hupp Corp., 
7705-B Platt Avenue, Cleveland, Ohio AUTOMATIC HEATING « 


SUMMER COOLING + HEAT PUMPS 
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PERIMETER DIFFUSERS 
That REALLY DIFFUSE 


Heating-Cooling-Combination— Air Conditioning 
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This is the last word in DIFFUSER FLOOR 


mechanism (at left) simplifies system-bal- 


REGISTERS. Graduated-angle diffuser bars 
direct the air in the broadest possible way 
to blanket cold glass and wall surfaces. 

New Sector-Wheel Operator (at right) op- 
erates easily by hand or foot. Set-Lock 


No. 410 
No. 105 


BEAUTIFUL T aE U.S. 


The 
new U.S. SIDE- 
WALL PERIMETER ; for 
DIFFUSERS’ give 
you 180° "“even- 
flow" Sunburst Dif- 
fusion. 3 sizes: 10 x 
6; 12 x 6; 14 x 6. 


tems. The 
POWERFUL of All. 
Diffuses Evenly a 
Full 180° 
BURST PATTERN. 


ancing at the register. 

U. S. No. 410 Greystone finish matches 
U.S. A-C sidewall and base registers. 
Made in all practical sizes. See catalog No. 
55-6 for complete description and prices. 


No. 106 


Out-of-Wall 
BASE DIFFUSERS 
Perimeter Sys- 


MOST 


SUN- 


ALL Sizes ready for 


Lowest Cost for the 


immediate shipment. Best Base Register 


Out-of-Wall Systems. 


Send for Latest Catalog No. 55-56 


UNITED STATES 


BATTLE 
MINNEAPOLIS e 
LEADING JOBBERS 


s ’ ’ ‘ 
REGISTER 


CREEK, 
KANSAS 
FROM 


COMPANY 


MICHIGAN 
ciTy ° 
COAST TO 


ALBANY 


SOLD COAST 


BY 
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WITH THE ASSOCIATIONS 


(Continued from page 47) 





dealer as knowledge of merchandise; knowledge of re- 
sponsibilities and company policies; enthusiasm, in- 
terest and proper attitudes; skill in selling; and skill in 
human relations. He also itemized the “frames of mind” as 
even minded (normal); impulse minded (emotional) ; 
rigid minded (professional) ; creative minded (intellec- 
tual); smart minded (sophisticate); and no minded 
(negative). He proposed sound methods for adapting 


selling ideas to these prevailing moods. 


Work on Heating Code for Rochester 


Members OF THE Master SHeet Meta, Furnace and 
Roofers’ Association met recently to formulate plans for 
a heating code for the city of Rochester. Richard W. 
Friday, secretary of the association, is chairman of the 
code committee. 

A refresher course in computing heat losses and proper 
installation of heating equipment was suggested during 
the meeting last month. It was also suggested that a 
planned discussion on the cost of doing business follow 


the proposed refresher course. 


Atlanta Conference Draws 200 


APPROXIMATELY 200 CONTRACTORS and their personnel 
were in attendance at the recent indoor comfort confer- 
ence held by the National Warm Air Heating and Air 
Conditioning Association in Atlanta. The school was un- 
der the direction of Guy Voorhees, technical secretary for 
NWAHACA. Kelly Russom of the Noland Co. was con- 
ference chairman and John Tufts, Conditioned Air 


Engineers, was in charge of registrations. 


NHAW Plans Additional Dealer Schools 


A NUMBER of dealer management schools have been held 
under the sponsorship of the National Heating & Air- 
conditioning Wholesalers, Inc. and others are being 
planned. One was held in Chicago in cooperation with 
Northwestern University, and two have been held in 
Pittsburgh with another scheduled for June 14 and 15 
in cooperation with the University of Pittsburgh. At a 
recent meeting of NHAW wholesalers in the Akron, Can 
ton, Alliance and Mansfield trading area, Leo J. O’Con- 
nor, O'Connor Steel Co., was appointed chairman of a 
group which is to formulate plans for a school to be 
sponsored in cooperation with the University of Akron. 
Walter Burnside, Niles Sheet Metal Supply Co., will 
start plans for a school to be sponsored by the Young- 
stown, Warren, Niles, East Liverpool and New Castle, 
Pa. trading area group in cooperation with Youngstown 
College 


CHIEF COOK AND staff prepare the “fixin’s” for annual 
get acquainted night of Fox Valley association, From 
left are John Rubo, William Klinkey, Burrell Conover, 
Peter Jungles and Clint Maves 


Fox Valley Dealers Entertain Suppliers 


EACH YEAR THE Fox Valley Furnace and Sheet Metal 
Contractors Association of Illinois holds a get acquainted 
night at which time the suppliers and their representa- 
tives are invited to join with association members in an 
evening of fun and good fellowship. The purpose of the 
meeting is to permit dealers and contractors, jobbers and 
salesmen to get to know each other better. The associa- 
tion is host to all who come. The entire cost of the meet- 
ing is paid for from the association’s treasury. One hun- 
dred and five persons registered before the business meet- 
ing opened. 

After President John Rubo had introduced the officers 
and directors, each of the visitors was introduced. Many 
guests were asked to express their points of view on cur- 
rent happenings in the industry. In general these com- 
ments indicated that the rapidly growing summer cooling 
market has many advantages, among which is the smooth- 
ing out of business activity curves for more even work 
flow the year around. 

Officers of the Illinois association and neighboring 
local associations were introduced by President Rubo. 
These officers invited those present to attend the annual 
state convention and their local meetings whenever con- 
venient. 


Sponsor Carolinas Sheet Metal School 


Tue Caroxinas Roorinc and Sheet Metal Contractors’ 
Association in cooperation with the North Carolina En- 
gineering Foundation recently conducted a roofing and 
sheet metal school at North Carolina State College. Speak- 
ers included Carl Timpe of the Barrett Div., Allied Chem- 
ical & Dye Corp.; E. J. Lyons of Johns-Manville: 
Doremus Mills of the Copper and Brass Research Associa- 
tion; and Albert Haskins and Richard Rice, representing 
a firm of architects. 
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In their new line of Seven-Up dis- 
pensers, Victor uses lots of Stainless 
Steel because of sanitation and rust 
problems. Phosphoric acid, for ex- 
ample, is used in soft drinks; and it 
would perforate many other metals. 

The small tanks (which are visible 
inside the dispenser) are formed in 
an ordinary set of curving rolls. This 
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Company uses Stainless Steel 
for 26 years— 


“no fabricating problems” 


at Victor Products Corporation, Hagerstown, Maryland 


is easy because the type 18-8 Stain- 
less is actually more ductile than 
mild carbon steel, although more 
power is required to form it. 

The bottoms are attached with 
conventional heliarc welding, with- 
out difficulty. From one end of the 
shop to the other, Victor handles 
Stainless Steel in a completely rou- 


tine manner, using equipment that 
was designed for carbon steel. 
Stainless Steel is not difficult to 
fabricate, but it is different. The 
information you need has been col- 
lected into our Stainless Steel “‘Fab- 
rication” book. For your copy, write 
to United States Steel, 525 William 
Penn Place, Pittsburgh 30, Pa. 


UNITED STATES STEEL CORPORATION, PITTSBURGH*AMERICAN STEEL & WIRE DIVISION, CLEVELAND 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO * NATIONAL TUBE DIVISION, PITTSBURGH 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. 


UNITED STATES STEEL SUPPLY DIVISION, WAREHOUSE DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


USS STAINLESS STEEL 





SHEETS - STRIP - PLATES 


BARS - BILLETS 


STATE'S 





PIPE - TUBES - WIRE 
SPECIAL SECTIONS 
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PUTTING THE finishing touches on an air conditioning 
market potential chart is Walter E. Keist, Pittsburgh 
dealer 





(Continued ) 


OFFICERS AT WORK are (I to r), Sam S. Hahn, Frank 
Coleman, Elmer Scarborough and Earl W. Liebermann 


Pennsylvania Dealers Talk AC Potential 


WHETHER THE INDUSTRY realizes it or not. the warm air 


heating dealer has been striving since 1920 to become 
a year ‘round air conditioning dealer, according to 
Walter E. Keist, Pittsburgh residential air conditioning 
dealer and sheet metal contractor. This was Mr. Keist’s 
opening comment to the Sheet Metal, Air Conditioning 


and Roofing Contractors’ Association of Pennsylvania. 


It was the basis for a review of the industry’s past 35 
years and a proje tion of the future. 

Officers elected at the eighth annual convention are 
Elmer W. Scarborough, president; R. J. Cronan, first 
vice president; Bernard Lawrence, second vice president; 


SPEAKERS’ DEMONSTRATION equipment is examined 


by (i to r) Louis A. Trost, Albert S. Kleckner and 
John Henke 


Harry Rojohn, third vice president; Earl W. Liebermann, 
secretary-treasurer; and J, E. Harper, Sr., sergeant-at- 
arms. Directors remaining in office for one year are 
Sam S. Hahn, Albert Kleckner and Walter E. Keist. 
Directors to serve two years are Glenn Meyer, Carl 
Ammon and John Henke. Directors elected for three 
years are Gilbert E. Keir, J. C. Stark and A. J. Sabathne. 


Chart Displays Market Potential 


In presenting a chart that outlined previous sales of 


central residential air conditioning equipment, including 


BEAVER VALLEY DEALERS (I to r) J. E. Harper, Jr., 
Frank Cordes, J. C. Stark, J. E. Harper, Sr., and E. W. 
Liebermann discuss combustion testing equipment 
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MORAL: If you want. to keep 
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STANDARD STAMPING @& PERFORATING co. 
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heat pumps and commercial air conditioning, Mr. Keist 
projected the figures to. what he believed the market 
volume would be in 1960. The sales of combination 
central residential heating-cooling equipment would 
amount to about 450,000 units, and the number of heat 
pump systems anticipated would be 100,000 in 1960. Mr. 
Keist used historical background of the warm air heat- 
ing industry to point out how the development of dealer 
operations made them the logical outlet for this mass 
market. He based his opinion on the skill of the trades- 
man in both the installing and servicing fields and sales 
ability of the dealer, commenting that any group of 
people that can sell 1,300,000 central heating systems 
annually must be good merchandisers in spite of some 


comments heard to the contrary. 


Carrying through the theme of the ability and skill 
possessed by dealers in the industry, J. C. Stark, Beaver 
Falls dealer, outlined the acceptance by dealers of engi- 
neering and research data made available by the National 
Warm Air Heating and Air Conditioning Association 
and how wholehearted acceptance has allowed the in- 
dustry to offer the public a type of air distribution sys- 
tem that makes it possible to hold room air temperatures 
from floor to ceiling within very close tolerances (2 deg 
or less) and room-to-room air temperatures to less than 
3 deg. Mr. Stark named the perimeter air distribution 
system as the most effective one for most houses. 


Electric Air Cleaners Cited 


Other equipment sold and installed by the year ’round 
air conditioning dealer was described by Mr. Stark who 
emphasized the value of electric air cleaners. He pointed 
out that many service complaints received by dealers 
could have been avoided if the home owner had taken 
care of the filters in air distribution systems. He felt that 
the sale and installation of the electric air cleaner re- 
moves this problem and more than compensates for the 
cost involved, naming as the benefits obtained, constant 
air volume every day of the year, clean air that reduces 
decorating costs and relief of discomfort due to bronchial 
allergies. 

The instruments used for adjusting air distribution 
systems were described by C. F. Kroshel, Bacharach In- 
strument Co., who compared the latest techniques for 
balancing air flow systems for both summer and winter 
at the time the system is completed to the procedures 
formerly used that required certain outdoor tempera- 
tures to achieve the most desirable balance. Mr. Kroshel 
also described the use of combustion testing equipment 
to obtain the highest efficiency from both gas and oil 
burning equipment. The presentation was made with the 
aid of slide films. 

Business management also received considerable at- 
tention on the convention program. Paul J. Sherwin, 


a safety engineer, described a number of safety devices 
that could be adapted to the sheet metal shop that would 
reduce insurance rates and lost time accidents. Theodore 
A. Serrill, a newspaper publishing association secretary, 
outlined the importance of a good advertising program 
and recommended that each dealer and contractor con- 
sider giving more attention to the building of his business 
volume through this medium. 

The salesmen’s auxiliary of the Sheet Metal, Air 
Conditioning & Roofing Contractors’ Association of Penn- 
sylvania elected the following as officers for 1956: G. I. 
Niccoli, president; Charles Fink, first vice president; 
T. F. Byerly, second vice president; Thomas McCombs, 
third vice president; W. J. Lang, secretary; H. S. 
Criswell, treasurer. 


Minneapolis Group Elects Officers 


AT THE RECENT ANNUAL MEETING of the Minneapolis 
Sheet Metal and Roofing Employers’ Association, new 
officers were elected. They are Harry Quade, Jr., presi- 
dent; Richard Seelye, vice president; Carl Johnson, 
secretary; and William Schlagel, treasurer. Section chair- 
men appointed are Mike Elnicky, Commercial Ventilat- 
ing and Air Conditioning; Olaf Nelson, Domestic Heat- 
ing and Air Conditioning; Thomas Burniece, Jr., Gen- 
eral Sheet Metal; Bernard L. Dalsin, Roofing and Leon 
Larson, Manufacturing. 

Three committees were formed to uncover informa- 
tion that will be usetul to the association on the sub- 
jects of Apprenticeship, Trends of the Industry, and 
Labor Relations. Heading the Apprenticeship committee 
is Leo Nees, with Ken Day, Leonard Aanerud and Waldo 
Carlson assisting. Heading the Trends of the Industry 
group as chairman is William Schlagel, assisted by Bob 
Graving, John Kerner, John Seigel and Deli Bandimere. 
The Labor Relations committee has Leon Larson as 
chairman, with Richard Seelye, Ray Kraus and Harry 
Quade, Jr. as associates. 

A certified adequate heating program is being organ- 
ized by the Minneapolis association. A committee of 
three, Fred Vogt, Roland Blanks and Olaf Nelson, was 
appointed at a recent association meeting to begin work 
on the local program. The committee will meet to set 
up a tentative guide and then report to the members. 
Bob Peterson and Jim Waldron pointed out the advis- 
ability of a well planned newspaper advertising program 
to develop public acceptance and support. 

At the same meeting, Thomas Burniece, Sr. suggested 
that the sheet metal committee of the association study 
use of advertising in local newspapers in promoting the 
sale of replacement gutters and conductor pipe to the 
public. It was suggested that suppliers have an interest 
in this type of promotion and might go along with the 
association in supporting its costs. 
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Cecil Young, Chief Engineer, The Peerless Electric Company, with Peerless motors in new NEMA frame sizes. 


CAN YOU MATCH THIS? 


Peerless is one of the few fan and blower manu- __ products in all fields and are the choice of those 
facturers that builds its own motors. That's one reason manufacturers who insist on specials rather than re- 
why Peerless fans and blowers conform with all petitive models. Is it any wonder that Peerless Electric 
standards—PFMA, NAFM and NEMA. What's more, _ fans and blowers hit such high performance levels. 


because we build our own motors, we can match Select the fans and blowers that meet all industry 


codes—Peerless. Check the Peerless bulletins. SDA- 
We select motor characteristics which give best 160 shows performance data on all fans and forward 


them to fans and blowers for peak performance. 


results. This versatility permits us to equip our fans _— curve blowers. SDA-200 gives complete data on back- 


and blowers with special motors—custom-built for the ward curve blowers. Use the coupon below to get 


jobs they must perform—moving dirty, grit-laden foun- _ your file copy. Dimension prints available on request. 
dry air; working in high heats in electronic cabinets; 
operating safely in hazardous locations where non- 


THE PEERLESS ELECTRIC CO. 
WARREN, OHIO 


[] Send me Bulletin SDA-160. 
[] Send me Bulletin SDA-200. 


NAME 
TITLE 
COMPANY 
ADDRESS 


explosive qualities are needed; and operating without 


failure where uninterrupted service is a must. 


Premium-built Peerless motors power famous OEM 


FAN AND BLOWER DIVISION 


ae THE PEERLESS ELECTRIC COMPANY 


405 W. MARKET ST. + WARREN, OHIO 
FANS « BLOWERS « MOTORS « ELECTRONIC EQUIPMENT 


] 
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MICHIGAN ASSOCIATION'S new president, Charles 
Schartow (center) makes plans for coming year. Offering 
advice are Jack Carman (left) and Nat Wattles 


(Continued ) 


A BUSY REGISTRATION desk does booming business 
in passing out identification tabs and convention informa- 
tion to the association members 


Michigan Contractors, Dealers Told 
To Maintain Industry’s Prestige 


THE RESPONSIBILITY OF maintaining the industry's pres- 
tige and public trust was placed upon the warm ait! 
heating-residential air conditioning dealer and_ sheet 
metal contractor at the 45th annual convention of the 
Michigan Heating and Sheet Metal Association in Detroit 
March 22-23. Every session of the convention was slanted 
to provide the latest information available on the many 
varied divisions of the field so that these responsibilities 


may be more easily borne. 


ON THE “BENCH” are (1 to r) John DeHaan, Fred 
Breitmeyer, Jay Biddle and Dee Cramer, who were re- 


sponsible for putting the convention program together 


Officers elected for 1956 are: Charles Schartow, presi- 
dent; Charles Flynn, vice president; John Colomina,. 
treasurer; and N. J. Biddle, secretary. Directors are Carl 
Ballard, Jack Bullinger, Leonard Schaafsma, Earle Oole. 
whose terms will expire in 1957; and Charles F. Ver- 
Meulen, John Bishop; Robert N. Niven and Walter Ny- 
kanen, whose terms will end in 1958. 


Lawrence E. Gichner, sheet metal contractor who came 


(Continued on page 60) 


DISCUSSIONS, BOTH private and public, make the 
convention a success. Holding a private forum are (1 to 
r) John W. Holwerds, Earle Oole and Lloyd Osgood 
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it's a Credit to the Heating Contractor... 


1,000 Homes “ENGINEERED FOR 
YEAR-ROUND AIR CONDITIONING” 


... with Rustproof Ducts of 


REYNOLDS ALUMINUM 


These buildings in Chicopee, Mass., are a credit 
to the builder—Cyril Gagne. And they are also a 
credit to Swett Bros. Heating & Appliance 
Company, Springfield, who installed aluminum 
ductwork throughout. Ductwork of Reynolds 
Aluminum, including prefabricated fittings 

by Duc-Pac. 


They are a credit because these homes have 
a “future improvement” important to 
homebuyers. Modestly priced, they do not 
now have air conditioning. But they are a 
“ENGINEERED FOR AIR CONDITIONING.” The Finest Products 
‘ , . Made with Aluminum 
Their rustproof ducts can handle cold air without 
damage from inevitable moisture condensation. 


de with 


REYNOLDS G23 ALUMINUM 
Reynolds national magazine and TV advertising 


makes home-buyers want this “future.” Build 
it into your jobs...and put on your ducts 

the emblem that identifies rustproof 

ducts of Reynolds Aluminum. For supply 

of emblems, write on your company 
letterhead to Reynolds Metals Company, 
General Sales Office, Louisville 1, Ky. 


REYNOLDS 88 ALUMINUM | 


See “FRONTIER,” Reynolds great dramatic series, Sundays, NBC-TV Network. 


AMERICAN ARTISAN, May 1956 





From the makers of famous 
Universal Gas Ranges... 


the first 
really new 


home heater 
in 20 years! 


So revolutionary it guarantees constant 
floor-to-ceiling comfort at all times .. . 
just like costly central heating! 


No more customer complaints about cold floors and burning 
hot ceilings. Never another nasty word about drafty-off- 
and-on heat blasts. The new Universal Constant Comfort 
Gas Heater brings the most modern central heating principle 
of constant heat circulation to “space heater’’ homes. Auto- 
matically maintains even temperatures throughout the rooms 
at all times. Yet it costs Jess than some ordinary “‘space 
heaters” and requires no extra installation. 














New sales appeal in every new feature! 


Never in home heating history has there been a heater with 

so many features customers have long hungered for. 

th e n ew Fiberglas insulated cabinet, always cool and safe to 
touch. Beautiful new space-saving design. Complete 

r air filter system—and many more that make the 

newest “‘space heater”’ you've seen old-fashioned. 


Rush the coupon for details today! _ 


Con STA NT National advertising is all set for the early Fall 


selling season. The replacement market alone 


COMFORT will be tremendous plus fast-growing new de- 


mand for use in motels, house trailers, recreation 


GAS HEATER rooms and hundreds of other locations. Youcan’t 


afford to miss a moment of it. So act now. gm 


for LP or city gas 


Cribben & Sexton Co. 760 N. Sacramento Bivd., Chicago 12, Ill. 
Gentlemen: Please rush complete information about the 


special money-saving advantages of placing my Universal 
Constant Comfort Gas Heater order now. 


your name___ 
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from Washington, D. C.., 


that have been developed in sheet metal shops from New 


told about practical shop ideas 


York to Des Moines and have proven helpful to those 
who developed them. The ideas described have helped to 
increase daily production of journeymen and to reduce 
operating costs. Mr. Gichner has traveled to most of the 
large cities in this country, taking pictures of interesting 
and profitable operations. He showed 145 slides, gave a 
running narration of the principles involved and ex- 
plained how the various ideas had paid off for the con- 
tractors who developed them. Some of the subjects 
covered were safety features for mechanical equipment, 
racks, using scrap materials, sheet storage, movable 
tables, good lighting, mechanization and contributions of 
an attractive shop to higher employee morale. 
Information for the heating and cooling dealer was 
presented at a forum session moderated by Edwin A. 
Scott, Jr., Scott-Choate Publishing Co., Inc., with Robert 
Waalkes, Hart and Cooley Mfg. Co.; Eston Swain, C. A. 
Olsen Co.; and Ralph Gonzalez, Airtemp Div., Chrysler 
Corp., as panel members. Mr. Gonzalez outlined the com- 
ponents of an air conditioning system and described the 
functions of each part and its relationship to the develop- 
ment of a good air conditioning system. The interchange- 
ability of various parts such as water cooled condensers, 
cooling towers, evaporative condensers and air cooled 
condensers was briefly outlined. Also outlined was the 
interchangeability of register locations such as floor, high 


side wall, low side wall, perimeter and ceiling. 


Panel Answers Queries 


With this background in equipment functions, the 
panel was opened to questions from the floor. In general, 
the questions dealt with cooling coil location and _ its 
effect on system performance and equipment life. In 
discussing the location of a cooling coil for a new in- 
stallation, it was agreed by all panel members that 
the supply trunk was the most desirable, if practical. 

In discussing the problems involved in the installation 
of a cooling coil for an existing system, it was brought 
out that the addition of approximately 0.02 in. of static 
pressure (resistance of an average cooling coil) to an 
existing static pressure of about 0.02 in. would involve 
exchanging the blower for one of higher capacity or ad- 
justing the existing blower to deliver more volume (if 
possible) by exchanging the motor for a larger one and 
increasing the size of the motor pulley to drive the blower 
at a higher speed 

The skill that goes into the manufacture of galvanized 
sheets was shown by a film presented by E. F. Lundeen, 
Inland Steel Products Co. The film answered many of 
the questions sheet metal contractors have asked them- 
selves about the production of sheet metal. The ability 


of galvanized sheets and coils made by the sendzimir 


process to withstand braking and bending called for in 
the fabrication processes of many product operations 
was described by actual demonstration of tests more 
severe than are ever encountered in a sheet metal shop. 

The Traveling Salesmen’s Auxiliary to the Michigan 
Heating and Sheet Metal Association elected the follow- 
ing officers for 1956: Robert M. Okster, president; 
Ralph Decker, vice president; Jack Carman, secretary- 
treasurer and Jack Tracy, sergeant at arms. 


Ohio Association Runs Ad Series 


THE SHEET Metat, Furnace & Air Conditioning Associa- 
tion of Columbus, Ohio recently published its first news- 
paper ad tying in the activities of its members with 
Operation Home Improvement. Other ads planned are 
designed to bring the association’s name before the public 
and to publicize its members as qualified installers of 
heating and air conditioning equipment well able to ad- 
vise home owners on plans involving modernization of 
their heating systems. 

Speaker at the group’s March meeting was Dale O. 
Bender, chief engineer for the Research Products Corp., 
who discussed the control of humidity in heating and air 


conditioning systems. 


Charlotte Holds Indoor Comfort Session 


More THAN 100 business firms were represented by heat- 
ing and air conditioning salesmen, engineers, mechanics 
and service men from North and South Carolina at the 
Indoor Comfort Conference held in Charlotte, N. C. 
The meeting was conducted by Guy A. Voorhees, tech- 
nical director of the National Warm Air Heating and 
Air Conditioning Association, who lectured on air con- 
ditioning and heating system engineering and installation. 
The Carolinas Roofing and Sheet Metal Suppliers 
Group Indoor Comfort Committee planned the conference. 
Members of the committee were Bruce Leister, chairman; 


J. H. Wilkinson and H. L. Godwin. 


New Officers for Birmingham Group 


HERBERT CHISENHALL will head the Birmingham chap- 
ter of the Roofing, Sheet Metal, Heating and Air 
Conditioning Association of Alabama for another year. 
Other officers elected at a recent meeting were Jack Half- 
acre, first vice president; Larry Cain, second vice presi- 
dent; and Ferris S. Ritchey, Jr., secretary. Directors 
are Fred Ballard, Jimmy Keith, Landis Williams and 
Compton Wright. 
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THE G-E “VEEP” IN ACTION 


How new G-E "Magic Sales-Maker"--a consumer visual sales 
presentation, popularly called "The Veep"--helps increase sales 


for G-E Home Heating and Cooling Dealers 


























How the'VEEP' helped switch sales to me after a 
competitive furnace had already been bought 


Here’s what the “Veep” did for 
Jack Grodzins of Allstate Heat- 
ing & Sheet Metal Co., Inc., near 
Chicago. 

While driving through a suburb 
Jack noticed a new home under 
construction. He went in to see 
if the heating system had been 
contracted. He noticed that four 
register openings had been 
roughed in — it looked as if he 
was too late. But on his way out 
a man stopped him. He was the owner of the property. 
“I explained why I had stopped,” Jack writes. “I 
asked him if he would be interested in air condition- 
ing. He was. I suggested that, before I gave him a 
price on cooling, he should see his own contractor.” 


JACK GRODZINS, 
Allstate Heating and 
Sheet Metal Co., Inc., 

General Electric Dealer 
Chicago, III. 


Turned out that the owner wasn’t too pleased with his 


contractor’s work. Jack then went through the “Veep,” 
not only on air conditioning but also on the G-E fur- 
nace and Air-Wall* System. The owner was so im- 
pressed that he got a release from his original contract 
and signed with Jack for a G-E cooling unit and a G-E 
heating unit with Air-Wall registers. 

Watch for more true sales stories like this one — in 
future G-E advertisements in this publication. They 
all teach the same lesson: —the profit-wise home heat- 
ing and cooling dealer is the one who has climbed on 
the G-E Bandwagon. Want to join up? 


FREE! Sales Secrets That You Can Use. 
Exciting success stories by G-E sales- 
men tell how they broke sales records 
with the aid of the “Veep.” For your 
copy write GENERAL ELECTRIC, HOME 
HEATING AND COOLING DEPT. AA-5G 
BLOOMFIELD, N. J. 


Progress /s Our Most Important Product 


GENERAL < 


) ELECTRIC 


Home Heating and Cooling Dept., Bloomfield, N. J. 
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Grand Rapids Proposes Amendment 


At THE MarcH MEETING of the Grand Rapids Heating 
Association an amendment was submitted providing for 
a change in the by-laws to permit the employment of an 
executive secretary not necessarily a member of the as- 
sociation. The amendment would change Article 5, Sec- 
tion 4 to read as follows: 

“The board of directors by a vote of a majority of the 
members present shall elect from its membership for a 
period of one year a president, a vice president, a secre- 
tary, a treasurer and an executive secretary, if deemed 
advisable by the board of directors, who may or may 
not be a member of the associatiun.” 

A tour of the Inland Steel Corporation mill at Indiana 
Harbor was taken April 17. Association members made 
a complete tour of the Indiana Harbor mill getting first 
hand information on the manufacturing of steel, begin- 
ning with the basic iron ore going through the rolling 
process and ending with the completed galvanized sheet. 

The Grand Rapids association also has named F. FE. 


Ederle executive secretary of the organization. Dues have 
been increased to $15 per quarter starting in April. 


Form Toronto Chapter of NWAHACA 


THe Merropoutran Toronto chapter of the National 
Warm Air Heating and Air Conditioning Association 
of Canada recently held its first meeting, at which time 
it was presented with a charter by Lyle Whealy, presi- 
dent of the national group. Frank Murfin was unani- 
mously elected chairman of the newly formed chapter. 
Directors, in addition to Mr. Murfin, are Paul Lowes, 
Jim Caughlin, Tom Lyons, Bill Tulloch, Al Easson, 
Laddie Kuja, and Dick Oliver. 

After a presentation of the chapter purposes and ob- 
jectives, more than 30 of the heating contractors pledged 
themselves to promote and sell the Certified Bonded 
Heating program sponsored by the national association. 
Headquarters of the Toronto group are in the New 
Building Centre at 12 Shuter St., Toronto. 





May 24-25—National Warm Air Heating and 
Air Conditioning Association, first annual 
technical conference. Edgewater Beach ho- 
tel, Chicago. George Boeddener, Managing 
Director, 640 Engineers Bldg., Cleveland 
14. 

June 3-6—American Society of Refrigerating 
Engineers, semi-annual meeting. Sheraton- 
Gibson Hotel, Cincinnati. R. C. Cross, Ex- 
ecutive Secretary, 234 Fifth Ave., New 
York 1. 

June 11-15—Oil-Heat Institute of America, 
Inc., exposition and annual convention. The 
Coliseum, New York, N.Y. R. H. L. Becker, 
Managing Director, 500 Fifth Ave., New 
York 36. 

June 11-15—Society of the Plastics Industry, 
Inc., Seventh National Plastics Exposition 
and Conference. The Coliseum, New York. 
B. S. Montell, Secretary, 67 W. 44th St., 
New York 36. 

June 12-13——National Warm Air Heating and 
Air Conditioning Association of Canada, 
annual convention. King Edward Hotel, 
Toronto. D. M. W. Wilson, Managing Di- 
rector, 4195 Dundas St., W., Toronto 18. 

June 18-19—National Heating & Air-condi- 
tioning Wholesalers, Inc., summer meeting. 





Coming Events 


French Lick-Sheraton Hotel, French Lick 
Springs, Ind. W. R. Bull, Executive Direc- 
tor, 1200 W. Fifth Ave., Columbus, O. 

June 18-20—American Society of Heating 
and Air-Conditioning Engineers, semi-an- 
nual meeting. Shoreham Hotel, Washington, 
D.C. A. V. Hutchinson, Executive Secre- 
tary, 62 Worth St., New York 13. 

June 21-24—Carolinas Roofing & Sheet Metal 
Contractors Association, annual convention. 
Ocean Forest Hotel, Myrtle Beach, S. C. 
Julian M. McKeithan, Secretary, 1219 Fair- 
way Dr., Wilmington, N. C. 

June 26—Society of the Plastics Industry, 
Inc., Thermoplastic Structures Div., Struc- 
ture Symposium. Roosevelt Hotel, New 
York. B. S. Montell, Secretary, 67 W. 44th. 
St., New York 36. 

July 19-22—Roofing and Sheet Metal Con- 
tractors’ Association of Georgia, annual 
convention. General Oglethorpe Hotel, 
Savannah, Ga. B. L. Noblitt, Secretary, 
P. O. Box 1196, Augusta. 

Dec. 3-5—National Heating & Aircondition- 
ing Wholesalers, Inc., annual convention. 
Deshler-Hilton Hotel, Columbus, O. W. R. 
Bull, Executive Director, 1200 W. Fifth 
Ave., Columbus, 0. 
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Mr. A. D. Nour, President, Nour Refrigeration Co. 
Daytona Beach, Fia., REPORTS... 


“Even Medium Size Dealers 
Can Cash-in on Carload Profits | 
with Westinghouse 


Waterless Air Conditioners!” 





NEEDS NO WATER 


New Westinghouse 
Deliver “More 


MARCH 157TH MARCH 167TH 


Westinghouse 


For Your Comfort 
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| ee ee 
; 1 

Sold and installed in 24 Hours! Here’s Tony Nour in action. Like many other progressive 


Westinghouse Dealers across the nation he’s discovered that waterless units require a minimum of selling effort! 
5 p.m. Thursday, March 15— Mr. and Mrs. R. P. Hammons 


5 p.m. Friday, March 16—Mr. Nour inspects the finished instal- 
get the facts and figures from Mr. Nour convinced, they 


lation at the Hammons’ home at 1185 No. Halifax Avenue, Daytona 
place their order! 


Beach. Thanks to Mr. Nour and Westinghouse the Hammons can 
look forward to years of trouble-free air-conditioned comfort 


WATCH WESTINGHOUSE! 


WHERE BIG THINGS ARE HAPPENING FOR YOU 





Air Conditioners 
Cooling Per Dollar!” 


Read what Mr. Nour has to say: 


‘“‘Personal comparison convinces us that Westinghouse units 
give more value per dollar than any other quality air condi- 
tioner on the market. Performance-wise they’re simply un- 
beatable! Easy dealer financing and fast turnover, we feel, 
make carload economy practical for any dealer. What’s more, 
our sales records prove this to be true!”’ 


Look at these Westinghouse “‘bonus”’ features! 


@ Low Cost Comfort—your customers will 
get “more cooling per dollar” . . . complete 
home air conditioning at the lowest price in 
Westinghouse history! 


@ Provides Year-Round Air Conditioning 
—new waterless models link up easily with 
forced warm air heating systems . . . use 
existing duct-work for additional economy! 


@ Uses No Water—needs no plumbing, no 
expensive water tower installations . . . there’s 
no water disposal problem! 


@ Fully Rated—delivers up to 20% more 
cooling capacity per unit . . . plenty of re- 
serve power—for every room—during peak 
heat periods! 


@ Easy Installation Indoors or Out— 
doesn’t waste valuable living space . . . in- 
stalls in basement, utility room, garage or 
yard! 


@ A Size For Every Need—available in 2, 
3, and 5 hp sizes! 


Westinghouse Dealers get the “‘best deal’’! 


Any dealer regardless of size can profit with 
Westinghouse! You’re backed with powerful 
national advertising . . . in newspapers, con- 
sumer magazines, on network radio and TV. 


More important! There are even special al- 


lowances for local dealer advertising—where 
it counts most for you! 


Here’s your opportunity to share in 
PROFITS BY THE CARLOAD! Your local 
Westinghouse Distributor will tell you how! 


CALL OR WIRE TODAY! DISTRIBUTOR LIST ON NEXT PAGE... 





Call or wire your nearest 
Westinghouse Distributor collect 


ALABAMA 
BIRMINGHAM 
Flint Refrigeration Co. 
127 S. Street 


MOBILE 
Associated . Co 
717 St. J tree 


ARIZONA 
PH ix 

Distributing Co 
21 East Durango Street 


ARKANSAS 


LITTLE ROCK 
are Au + me Co., 
Center S' 


CALIFORNIA 
BAKERSFIELD 


The Isotherm Co. 
605 Williams St. 


FRESNO 
Air Conditioning Sales, Inc. 
2208 Tuolumne Street 
INDIO 
Frank Cavanaugh’s Electrical Service 
45-248 Jackson Street 
LOS ANGELES 17 
Comfort Distributors Corp. 
1709 W. Eighth St., Rm. 1125 


COLORADO 
DENVER 4 


T. C. Alexander 

1100-06 Champa Street 
CONNECTICUT 
BRIDGEPORT 8 


Air Conditioning Corp. of Connecticut 
41 California Street 


FLORIDA 

weet inghouse Electric Supply C: 
esti ric 2. 

3400 N. W. 3ist Street 


TAMPA 1 
Tampa Armature Works, Inc. 
1 Seuth Morgan Street 


GEORGIA 


ATLANTA 
Raymond Distributing Co 
156 Rogers Street, N.E. 


MACON 
Air-Rite Products Co. 
452 First Street 


ILLINOIS 

CHICAGO 44 
Mid-States Air Cond. Egsie.. inc 
4640 West Washington Bivd 


PEORIA 2 
O'Brien Distributing Co. 
100 Walnut Street 


ROCKFORD 


D and F Supply Co. 
604 South Main Street 


INDIANA 


EVANSVILLE 
Evansville Electric Service, inc. 
1025 Reis Ave 


FORT WAYNE 
Westinghouse Electric Supply Co 
New U.S. 30 & Meyer Road 


INDIANA (Cont.) 


INDIANAPOLIS 
610 South New Jersey Street 
IOWA 
DAVENPORT 
Gierke-Robinson Co. 
210-212 E. River St. 
DES MOINES 
yg eye Co. 
107 S. W. Second Avenue 


gy 
it Electric 
sO Laura Street 


KENTUCKY 
LOUISVILLE 4 
- ca 


1019 East Broadway 


LOUISIANA 

NEW ORLEANS 12 
410 Camp 

SHREVEPORT 
The Dykes Cc... Inc. 
1012 Market Street 


MARYLAND 


BALTIMORE 15 
E. Mitchell, Inc. 
Reisterstown Road 


MASSACHUSETTS 
BOSTON 10 


Cartson 
10 High Street 


MICHIGAN 
DETROIT 3 
T Matic inc. 
1 Hamilton Avenue 
GRAND RAPIDS 
West 


inghouse Electric 
511 Monroe St., N. W. 


MINNESOTA 

MINNEAPOLIS 6 
Thomas Air by ——— pd Inc. 
2428 Riverside A 


MISSISSIPPI 

JACKSON 
South Central Htg. & Pibg. Co. 
2666 N. Mill St. 


MISSOURI 
KANSAS CITY 8 
Natkin & Co. 
1924 Oak Street 
ST. LOUIS 
Westinghouse Electric Supply Co. 
5049 Fyler Avenue 
SPRINGFIELD 
Paul Mueller Co. 
1616 W. Phelps 


Air Conditioning, Inc. 


Co. 


Co., 


Co. 


Supply Co. 


OMAHA 5 
Natkin & Co. 
4001 Leavenworth Street 


NEVADA 
RENO 


640 N. Sierra St., P. 0. Box 531 
NEW JERSEY 


— 
Borstein Electric Co. 
415 Broadway 


yy 
IS3t Spr Springheld Ave 


NEW YORK 
BUFFALO 2 
Buffalo Electric Co., Inc. 
75 W. Mohawk Street 
JAMESTOWN 
132 Blackstone Ave. 
— YORK 10 


353 F 


See, B Sette, Co. Inc. 


WINSTON-SALEM 


ees ore. Co. 


Wall-Turner 
487 S. Stratford Road 
OHIO 
CINCINMATI 2 
Co. 


he Kuempel 
jo00 Gilbert Avenue 
CLEVELAND 15 __ 


COLUMBUS 2 
The Kuempel Co. 


2572 High gn Street 
TOLEDO 4 

Air Conditioning Distributors, Inc. 

4322 Garrison Rd. 

PO Box 123 

Station H. 
YOUNGSTOWN 3 

Cartson Electric Co. 

121 E. Boardman Street 
OKLAHOMA 
OKLAHOMA CITY 

Air Engi Inc 

. 26th St. 


ee 
ERI 


shes Ei 
1316 G. Tens ealowin Bidg. 
PHILADELPHIA 31 
Raymond Rosen & Co., Inc. 
Parkside & Sist Street 


PENNSYLVANIA (Cont.) 


SOUTH CAROLINA 
COLUMBIA 


Fe cee S ont Su Co. 
2700 Commerce Drive me Seay 


TENNESSEE 

ag mean nitehdeme 
ennessee Engineering Co. 
Division of Lennon Co, Inc. 
1516 E. Main Street 

KNOXVILLE 
Indoor Comfort Distributors Co. 
520 Van Street 


MEMPHIS 3 
1161 Union Avenue 


Industries 


1611 Fourth Street 
SAN ANGELO ‘ 

Climate Engineering Co. 

2320 Sherwood Way 
SAN ANTONIO 

lac. 
E. Houston St. 

UTAH 


SALT LAKE CITY 1 
Wilhams, Gritton & Wilde 
204 Dooly Boulevard 


VIRGINIA 
RORFOLK 


11-13 Naval Reserve Ave., S.E. 
WASHINGTON, D.C. 

Combustioneer Corp. 

409 Tenth St., S.W. 


WASHINGTON 


SPOKANE 4 
Warren Little & Lund 
W. 609 Second Avenue 


WEST VIRGINIA 
CHARLESTON 

Thrush Refrigeration 

1012 Virginia St., E. 
WISCONSIN 
MILWAUKEE 7 

0. 
924 E. Avenue 


Co. 


STINGHOUSE! 


WHERE BIG THINGS ARE HAPPENING FOR YOU 











Crescent Standard Pattern 
Snip, No. $412, 12”. Also in 
seven other sizes 7" to 14”. 


COMBINATION PATTERN 


panniers CRESCENT SNIPS 


All Crescent Snips are forged of selected steel and 

blades ground on special grinding machines. They are 

HEAVY DUTY SNIPS hardened by Crescent’s own selective induction process 
U416, 16" only. to insure long, satisfactory service. These easy-cutting, 
well-balanced snips are made in four patterns; standard, 
circular cutting, combination and heavy duty. Sold by 


Industrial Distributors and Hardware Dealers everywhere. 


CIRCULAR CUTTING SNIPS CRESCENT TOOLS 


T412, 12”. Also in 7” size. 
Cive Wings to Work 


7 — 


Sign of the Artisan 
— Symbol : of Crccllence 


Crescent is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 
CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
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call 
Ryerson 
for steel 


STAINLESS SHEETS 


CARBON STEEL SHEETS 


PERFORATED SHEETS EXPANDED METAL 


Quick delivery from the nation’s largest sheet stocks 


Need sheet steel in a hurry? Ryerson sheet stocks, cluding cut-to-length lines that quickly convert coil 
always the nation’s largest, have improved, substan- stock to flat sheets of any measure. 

tially. (Galvanized is in particularly good supply.) So 
now you can get quick shipment of almost any type, 
gauge and size in almost any quantity — with just a call 
to your nearby Ryerson plant. 


A single order can cover all your needs—for bars, 
bands, angles, tubing, etc., black and galvanized, and 
more that 20 different kinds of sheet steel. Next time 
you need steel quickly, try this dependable service. 


Do you want your steel prepared for immediate use? 
Ryerson facilities include the most modern, close- 
tolerance equipment for shearing to your order, in- 


JOSEPH T. RYERSON & »N, INC. PLANTS AT: NEW YORK « BOSTON * WALLINGFORD ONN. * PHILADELPHIA * CHARLOTTE, N. C. * CINCINNATI 


CLEVELAND « DET ° . 9H * BUFFALO * CHICAGO «+ MILWAUKEE «© ST. L * LOS ANGELES « SAN FRANCISCO «+ SPOKANE « SEATTLE 


AMERICAN ARTISAN, May 1956 





AMERICAN ARTISAN, MAY 


1956 


Professional Respect — Yardstick of Success 


“I WANT TO BE professionally respected,” a dealer-contractor said at one 
of the recent state association meetings. To us it implies the highest kind 
of objective for a warm air heating-residential air conditioning dealer or a 
sheet metal contractor to strive for. 

The dealer or contractor who achieves professional respect from his 
customers, suppliers and competitors has embodied in his operations all the 
prerequisites of a good businessman. The invaluable business asset of 
GOOD WILL is highest among those dealers and contractors who have 
earned professional respect. 

The more professionally respected members there are in an industry, 
the higher the industry is rated by the public — which in the long run is the 
critic of an industry's products and which makes it possible for the industry 
to grow or to stagnate. 

For a dealer or contractor to be professionally respected calls for much 
more than just being fair to a customer, putting in excellent installations, 
paying his bills on time and treating his employees right. The professionally 
respected dealer-contractor is the business man who becomes an active part 
of his community and contributes to its welfare by entering wholeheartedly 
into civic drives and other worthy causes, making it possible for the public 
to see him often and in a favorable light. As a business man, he of course 
conducts an extensive sales promotional program. He keeps his name con- 
stantly before the public. 

Sales promotional programs begin at home. Every employee — includ- 
ing each laborer and skilled technician — must have an example to follow. 
Thus, the dealer or contractor, through good management, must train em- 
ployees to radiate self-confidence in both their technical ability and the 
products they represent. This attitude is infectuous and tends not only to 
build higher morale in a company but also to improve work quality, with 
the result that fewer callbacks are necessary to satisfy a customer. Each of 
these desirable characteristics is reflected in customer relationships. Good 
customer acceptance soon is recognized by those who supply equipment and 
those who compete. Such recognition causes favorable comment among 
those you are seeking to impress as well as among those who must learn to 
respect the quality of workmanship turned out, and who in turn will see the 
good effect of being professionally respected and should endeavor to imitate 
dealers enjoying this prestige. 

The more imitators of a good example there are within an industry, 
the stronger the industry grows. Professional respect is not only a desirable 
personal achievement, but a decided business asset to the individual firm 
and to the industry of which it is a part. It is not something that once gained 
can be considered as a permanent asset. It must constantly be kept dusted 
off and shown to the public. 





Test Dealer Opens 


His Books 


WHEN WAL 


Hoosier Heating and Sheet 


STEVENSON, owner, 
Metal. 
Inc., Terre Haute, Ind. agreed to un- 
dertake the test city 


lined in the March and April issues 


project out- 
of American Artisan he also gave 
permission to open his books to close 
scrutiny. 

This year Mr. Stevenson is basing 
his promotion expenditures on a 
$270,000 volume. If his rate of profit 
doesn’t justify the additional cost of 
doing this volume of business, he can 
refer to his books to see where the 
greatest expenses were incurred and 
adjust the expenditures to match a 
1957 volume that will assure a fair 
rate of return on his investment. 

The method of keeping the Hoosier 
Heating and Sheet Metal Co.’s set 


of books is known as the corpora- 


KEEPING VOLUME UP by con- 
stant selling effort is the job of Ed 
Shake, sales manager for Hoosier 


Heating 


tion system and differs only slightly 
from the sole proprietorship or part- 
nership method of keeping books. 
The major difference is a heading 
Ledger for 
Capital Stock Account; however, the 


used in the General 
corporation system requires that a 
stock ledger be used to list the name 
of each stockholder and the number 
of shares of stock subscribed for. 
At the end of a fiscal period, the ac- 
counting procedures are the same for 
a partnership, a sole proprietorship 
or a corporation, the only difference 
being in the distribution of the com- 


pany’s profits. 


Accounts Grouped By Number 


The ledger utilizes a separate sheet 
for each account, and to aid in the 
grouping of related accounts a com- 
bination of numbers is used. The 
system used by Hoosier Heating and 
Sheet Metal follows this chart of 


accounts: 
Assets 100-199 


100 Cash checking account 

OL Petty cash 

102 Tax accounts 

105 Accounts receivable 

110 Supply inventory 

115 Equipment (office) 

120 Equipment (shop) 

120A Reserve for equipment depreciation 
130 Truck equipment 
130A Reserve for truck depreciation 
140 Units in construction 


180 =Prepaid insurance 
Liabilities 200-299 


Notes payable 


Accounts payabl 








CHECKING SALES promotional costs 
of the “test city project” are Mary 
Stevenson, secretary of Hoosier Heat- 
ing and wife of Walt Stevenson, and 
John Reock of Mueller Climatrol, who 
has worked closely with Hoosier on 
the promotion program 


How much: to spend for 
sales promotion and how to 
spend it for best results are 
two of the problems faced by 
every warm air heating-resi- 
dential air conditioning deal- 
er. This third report on the 
“test dealer” project outlines 
the accounting system used to 
evaluate the company’s busi- 
ness and to point out the ne- 
cessity of following through 
on each operation. The ac- 
counting system described 
here is helping to guide the 
business to increased volume 
and profits. 


Deposits of customers 
Accrued wages and commissions 
Accrued withholding taxes 
Accrued F.I.C.A. taxes 

Accrued taxes (unemployment) 
Property tax 


Gross income 
Capital 300-399 


( apital stock 


Profit and loss summary 
Income 400-499 


400A Sales (units) 

400B Sales (service) 

400C Sales (cash) 

400D Sales (other dealers) 
415 Purchases 

150 Cost of sales 


451 Cost of sales (freight) 


AMERICAN ARTISAN, May 1956 








CUMULATIVE SIMPLIFIED PAYROLL 
OG ipbccpot iiaena) WNP -ccampaatagusacts ene weil? 
Dept. Date Paid 


7 | 
| | USE THIS SECTION FOR SUMMARY AFTER EACH QUARTER 
2 EMPLOYEE WORKING TIME | 


IReg- CUMULATIVE 
EARNINGS DEDUCTIONS NET EARNINGS 


FROM 








|| Hrs. per Day Hrs. per Wk..... 


° T | li Ov With- | 
NAME | | te y eM | Other A. holding PAID 


: me TT | ye 


Hoosier Heating & Sheet Metal, Inc. i WALT STEVENSON’S 
i Hoosier Heating And Sheet Metal, Inc. 


Phone C-1220 
1256 Lafayette Ave. Terre Haute, Ind. 



























































WEEKLY TIME CARD 








N° 























We had the pleasure of servicing your furnace on 


SHOP ORDER Included in this service were the following: 


Monday 


By . Checked flue 


HOOSIER HEATING AND SHEET METAL CO. . Oiled blower and motor . 
1256 LAFAYETTE AVE TERRE HAUTE. INDIANA 
3. Installed new filter .. 
Ordered by 
. Checked fan control 
Address _— 


. Checked limit control ........ 
Work at — 





Tuesday 


Address ____ . Checked baso control 





Payable by . Checked solenoid valve 


Address : niciainmenimnctelh . Checked thermostat control .... 
Furnace Name and Age -— SEE . Cleaned pilot 


Date Promised eons a 





. Fire tested furnace 





Wednesday 


WORK COVERED BY ESTIMATE . Cleaned protectorelay 





. Oiled motors .......... 


o 








. Cleaned electrodes . 








day 





TIME TICKET . Checked nozzle 
HOOSIER HEATING & SHEET METAL, INC. 


Terre Haute, Indiana 


———[_MPLOYERE NAME | ‘| MONTH” | DAY | YEAR . Cleaned pipes .... 


. Cleaned furnace .. 





. Serviced stoker .... 





__ DAILY SUMMARY 





Ss TIME 
NAME & ADDRESS | Order 


TOTAL . Remarks: .... 
No. Stop |Elapeca) AMOUNT 
































Payroll, billing, work organization and customer service information is 
accumulated through a system of forms. Time cards and shop order 
forms itemize information for transfer to Cumulative Simplified Payroll 
record and other basic forms; list of services is for convenience of custo- 
mer as well as for company service records. Other forms are also de- 


; 


4 
, ’ 


specifically for each phase of the operation 


STtTLTLE 
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INDIVIDUAL work order file 
for each enables 


company to give fast service 


serviceman 


Operating Expenses 500-599 


500 Shop supplies 

S01 Labor 

503 Insurance (general and liability) 

504A Insurance (workmen's compensa- 
tion) 

505 Taxes (F.1.C.A.) 

506 Taxes (unemployment) 

507 Taxes (property) 

508 Taxes (Indiana gross income) 

510 Interest expense 

514 Office expenses (light, rent, etc.) 

515 Tele phone 

516 Petty cash 

517 Advertising 

518 Donations 

519 Travel expens¢ 

520 Truck expense 

521 Entertainment 

525 Legal 

530 Depreciation 


This breakdown of accounts in the 


ledger makes it possible to analyze 


each expense incurred and balance 
it against the income derived. The 
services of a Certified Public Ac- 
countant are used to check the books 


once a month. 


Records Kept Current 


The keeping of daily records of 
income and expenses is handled by 
Mrs. Mary Stevenson, company sec- 
retary, whose basic records of ex- 
penses are the Voucher Register and 
Cumulative Simplified Payroll. The 
Voucher Register is a record of the 
checks written and lists most of the 
accounts shown under the heading 


Operating Expenses. The account 
name and number is shown and the 
amount of each voucher appears 
under the subhead classification as 
well as under a general heading of 


Amount of Check. 


column for 


There is also a 


miscellaneous expenses 


WORK PROGRESS records make billing possible as soon as work is completed 


on each job 


and the account they are to be 
charged to. Other columns _§are 
headed Date, Payee and Check Num- 
ber. Duplicate checks are made for 
each withdrawal. The carbon copy 
aids in the identification of outstand- 


ing checks. 


Payroll Itemized Per Job 


A Cumulative Simplified Payroll 
sheet includes the names of all em- 
ployees, their exemptions, number of 
hours of regular time and overtime 
worked each day, the pay rate of 
each employee and the deductions. 
with a final column showing the net 
amount paid each. The information 
from this sheet is transferred to the 
ledger sheet so each account may 
be charged with the labor and other 
overhead created by employees’ 
salaries. (A separate record is also 
kept for each employee, but the in- 
formation therein is not used to 


evaluate the company s operation. ) 


Each Estimate Checked 


Data for use on the payroll sheet 
and for billing customers is obtained 
from several sources: 1) shop order; 
2) service record; and 3) time ticket. 
Evaluation of the total time spent 
on each job makes it possible to de- 
termine if the original estimate was 
correct. If repeated errors are noted 
formula, it is 
make the 


procedure as accurate as_ possible. 


in the estimating 


altered to estimating 
The accumulated costs of doing a 
make it 


possible to use a variation of formu- 


number of similar jobs 


las, one for each general classification 


such as new house work, moderniza- 
tion in 20 to 30 year old houses, 
modernization in newer homes, addi- 
tion of summer cooling equipment 
to existing systems, conversion jobs 
and commercial jobs. 

Much of the credit for the small 
amount of uncollected money in ac- 
counts receivable is due to the prac- 
tice of sending out a statement as 
soon as the journeyman turns in a 
completed work order. The bookkeep- 
ing system quickly points out the 
unbalance between the outlay of cash 


and uncollected accounts. 


Standards Must Be Set 


With costs of materials and labor 
about the same for every dealer, the 
only opportunity to gain a price ad- 
vantage with a resultant increase 
in profit is through the use of 
techniques that will lower the oper- 
ating costs. However, this is not as 
easy as it may appear. It is neces- 
sary to establish a standard and 
point out to all employees that the 
degree of success the company can 
enjoy will depend on each of them 
and how they treat the customer. As 
a daily reminder to everyone, this 
sign hangs in a prominent place on 
the shop wall: “Our paychecks come 
from our customers — treat them 
nice.” 
srowth of the 
Sheet Metal 


indicates that a combina- 


The continued 
Hoosier Heating and 
company 
tion of good employee relations, an 
accurate bookkeeping system and an 
aggressive sales promotion program 
is a successful formula for building 


business volume. 
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1 WARM AIR RISES toward ceiling from base- 
board register while cold air from exposed surfaces 
drops toward floor, creating temperature variations 
from floor to ceiling 


Use Performance 
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2 GRADIENT CURVES measure room tempera- 
ture variations experienced on a mild day (Gra- 
dient I) and on a colder day where outdoor tem- 
perature is —10 F (Gradient II) 


Standards to Classify 


Room Temperature Differentials 


... from floor to ceiling and from floor to 


the 30 in. level in order to determine what must be done 
to obtain the closest possible temperature balance 


By S. Konzo and H. D. Bareither 


University of Hlinois 


IN THE FEBRUARY and March articles the discussion of 
standards for room air temperatures was diverted to 
the subject of room thermostats and their relationship 
to room air temperatures in the building. 

Resuming the main trend of this series, we return to 
the remaining standards for acceptance of room air tem- 
peratures. Specifically, the standards we propose are for 
temperature difference from floor to ceiling and from 
floor to the 30 in. level. 

Fig. 1 shows a cross-section elevation of a typical room 
with four levels of special interest to the heating dealer: 

Level A is a few inches above the floor. 

Level B is 30 in. above the floor and represents a level 
for a person who is seated. 

Level C is 60 in. above the floor and is commonly 
referred to as the breathing level. 

Level D is within a few inches of the ceiling. 

The arrows in Fig. 1 represent air currents in the 
room for velocities in excess of about 50 fpm. Air cur- 
rents leave the baseboard register located along the in- 
side wall and move rapidly toward the ceiling. The ex- 
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posed wall and the cold glass surfaces create local cur- 
rents of air that drop toward the floor. With a convec- 
tion heating system as shown in Fig. 1, the air tempera- 
tures at level A are low, and gradually become higher 
at the upper levels of the room. This is shown by the two 
curves in Fig. 2, labeled as gradient curves. 


Curves Establish Temperature Differentials 


Gradient I represents conditions that would be ex- 
perienced on a relatively mild day, in which the floor 
air temperature is 69.5 F, the 30 in. level temperature 
is 71 F, the 60 in. level temperature is 72 F and the 
ceiling level temperature is 74 F. The temperature dif- 
ference from floor to ceiling is, therefore, 4.5 F, while 
that from the floor to the 30 in. level is 1.5 F. 

As the weather gets colder the different gradient 
curves tend to rotate about a center at the control level. 
In this case, the rotation occurs about a center at the 
60 in. level at which we assume the thermostat is located. 
Hence, Gradient II is not as steep as the gradient for a 
milder day, indicating that the floor is cooler and the 
ceiling level is warmer than for the milder day. The tem- 
perature differences are 10.5 F from floor to ceiling and 
3 F from the floor to the 30 in. level. 


“J 
y 


TN ievelne 
ceili 


x 


Breathi. level, C 


30 u" 


“J 
S 


F 700, 


2 
& 


—}——} 
_ 
a 


Room air temperature, deg F 
“J 
™ 


BS 
“ 
Ss 


60 50 40 50 20 10 0 -/0 
Outdoor air temperature, deg F 

3 AS OUTDOOR TEMPERATURE drops, ceil- 

ing level temperatures rise when more warm air 

is added to room while floor temperature drops as 

more cold air from exposed surfaces settles down- 

ward 


S 


Class A 


. 


nr 


Class B 


aw 


Class C 


30 in. level to floor, deg F 
yp 


Class D 


70 60 50 40 30 20 10 0 -10 
Outdoor air temperature, deg F 


4 TEMPERATURE DIFFERENTIALS are clas- 
sified according to acceptability from floor to 30 in. 


Temperature difference from 


AS 5) 


level. Examples given in text are plotted on graph 
as (a) and (b) to evaluate the system 
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Outdoor air temperature, deg F 
5 ARBITRARY CLASSIFICATION of differ- 
entials from ceiling to floor plots the given con- 
ditions (c) and (d) in Classes D and A respectively 








Ideal conditions are thought of as those in which the 
gradient curve is a vertical straight line; that is, the 
temperature is constant from floor to ceiling. Actually, 
no proof exists that this constant temperature condition 
is the most desirable. From the standpoint of comfort 
it might be possible that a 70 F floor temperature is just 
as desirable as 72 F. Furthermore, once we pass the 
7 ft mark it is conceivable that a warmer ceiling is more 
desirable than a cool one, since some panel heating effect 
might be secured with a warm ceiling. Since we have no 


proof that a certain gradient is the most desirable how- 


74 


ever, we shall continue to assume that a vertical gradient 
represents an ideal condition. 

Although only two gradient curves are shown in Fig. 
2, actually there is an indefinite number of such curves. 
In fact, a gradient curve can be drawn for any room 
at any time during the heating season, and a different 
curve drawn just five minutes later. In general, the gradi- 
ent curves will have a common point at the level of the 
thermostat, as shown in Fig. 2. 

The effect of weather on temperature variations can 
best be shown by a curve of temperature differences 
(Fig. 3). In this case, the data for Gradient I in Fig. 2 
is shown for an outdoor air temperature of 35 F, while 
the data for Gradient II is for an outdoor temperature 
of —10 F. If a sufficient number of temperature obser- 
vations are made over a wide range of outdoor tempera- 
tures it will be possible to draw average curves of the 


type shown in Fig. 3. 


Temperatures Constant at Thermostat Level 


If the room thermostat is assumed to be located at the 
60 in. level and the effects of thermostat droop are cor- 
rected by manual setting of the thermostat, the air tem- 
perature at the 60 in. level will be constant over the 
entire range of outdoor temperatures. The ceiling air 
temperatures will increase as the weather gets colder. 
This is characteristic of most convection systems. In 
gravity or forced warm air systems the bonnet air tem- 
perature — and the register air temperature increases 
as the heating demand increases. Therefore, as_ the 
weather gets colder the warmer register air rises toward 
the ceiling and tends to stratify. At the same time, as 
the weather gets colder the air currents from the cold 
walls and glass surfaces settle downward and the floor 
air temperature decreases with an increase in heating 
demand. 

Curves similar to Fig. 3 can be drawn for each room 
of a building, as has been done for the studies conducted 
in the Warm Air Heating Research Residences. No two 
rooms, even in the same house, will show exactly the 
same type of temperature differential curves. For exam- 
ple, a room which has a large glass exposure will show 
relatively cooler floor temperatures than will a room 
with little glass exposure. Similarly, a small room such 
as a bathroom will often show relatively high ceiling 
air temperatures. 

In general, air currents from cold wall and glass sur- 
faces fall to the floor and create large temperature dif- 
ferences from the floor to the 30 in. level. Also, if a 
relatively small amount of air is permitted to enter a 
room at high temperature, this air will stratify and pro- 
duce large temperature differentials from floor to ceil- 
ing. For this reason, smaller temperature differentials 
are more likely to be obtained when the furnace and 
blower are adjusted for continuous air circulation than 
for intermittent burner and blower operation. 

Regarding the slopes of the curves shown in Fig. 3, 
experience has shown that straight lines can be used to 
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represent the temperatures at each of the four levels for 
most warm air furnace installations. This fact is not only 
of interest, but also is useful in comparing the results 
from one installation with those from another. For ex- 
ample, it is difficult to arrange tests of different houses 
so that exactly the same weather conditions exist fo 
both tests. When we know, however, that the tempera- 
ture differential will depend upon the indoor-outdoor 
temperature difference, then a comparison can be more 
readily made even when the same data for the two 
houses was taken with different outdoor temperatures 


prevailing. 


Floor to 30 In. Differences Classified 


Fig. 4 shows a proposal for a means of classification 
of temperature differences from the 30 in. level to the 
floor. The following examples are given to illustrate the 
use of the figure. 

Given: The average temperature at the 30 in. level 
in a room is 70 F, and at the floor level in the same 
room is 67 F. The temperature differential from the 
30 in. level to the floor is 70 67, or 3 F. The out- 
door temperature at the time of test was 38 F. The dif- 
ferential of 3 F is plotted in Fig. 4 as point a. Under 
the scheme of classification that we arbitrarily propose, 
the plotted point is barely over the line that separates 
Class C and Class D performance. The implication is 
that although 3 F is not a large differential, it could 
be considerably larger in cold weather. In other words. 
in a better system, the differential would have been small- 
er than 3 F in 38 F weather. 

Given: The average temperature in a bedroom at the 
30 in. level was 69.0 F and at the floor level was 67.0 F. 
a differential of 2.0 F. 


time of test was 15.5 F. This data is shown plotted as 


The outdoor temperature at the 


point 5 in Fig. 4, and the point falls in the region desig- 
nated as Class B performance. It is implied that in mild- 
er weather the temperature differential would be even 


smaller than 2 F. 


Floor to Ceiling Variations Plotted 


In Fig. 5 is shown a proposed classification for tem- 
perature differentials from ceiling to floor. The follow- 
ing examples are given to illustrate the use of the figure. 

Given: The average temperature in a room is 74.5 F 
at the ceiling and 67.0 F at the floor level, a differential 
from ceiling to floor of 7.5 F, when the outdoor tem- 
perature was 24 F. This is plotted in Fig. 5 as point 
c, which indicates that the conditions come under our 
definition of a Class D performance. 

Given: The average temperatures in a study located 
over a furnace room are 73.5 F at the ceiling and 72.0 
F at the floor level when the outdoor temperature is 
8.0 F. The differential of 1.5 is plotted as point d in 
Fig. 5, and according to our arbitrary classification the 
performance comes under Class A. 


The temperature differentials shown in Figs. 4 and 5 


AMERICAN ARTISAN, May 1956 


CLASSIFICATION OF TEMPERATURE 
DIFFERENCES, FLOOR TO 30 IN. 
AND FLOOR TO CEILING LEVELS 


Difference in tem- 


Classification 


Class A 
Class B 
Class C 
Class D 





0.0 F to 0.3 F 0.0 F to 0.6 F 
0.3 F to 0.6 F 0.6 F to 1.0 F 
0.6 F to 0.9 F 1.0 F to 1.5 F 
Over 0.9 F Over 1.5 F 





Example: The ceiling air temperature in 
a given room is 76.0 F and the floor level 
is 70.5 F, giving a temperature differential 
of 5.5 F from ceiling to floor. The air tem- 
perature at the 30 in. level is 72.0 F and the 
outdoor temperature is 27.5 F, giving an in- 
door-outdoor difference of 44.5 F. The room 
temperature differential for each 10 F 
change in outdoor temperature is 5.5 X 
(10/44.5) or 1.2 F. By referring to the last 
column in the above table it can be seen 
that this corresponds to our Class C per- 
formance. This can also be verified by plot- 
ting the differential of 5.5 F against the out- 
door temperature of 27.5 F on Fig. 5. 


can be expressed in terms of numbers, as shown in the 
table of classification above. 

As stated previously, the differentials will not be the 
same in each room of any house. Consequently, an av- 
erage differential for the entire house or an entire floor 
of a house may be more significant than the differential 
for a single room. The value of taking the air tempera- 
tures at two different levels in a space and then plotting 
them against the outdoor temperature is that the heating 
dealer begins to see the correlation between small dif- 
ferentials and certain practices. For example: 

a) Small differentials frequently occur in rooms that 
are located over furnace rooms, in rooms that have ex- 
tensive warm air ducts located below, and rooms over 
heated crawl spaces. Conversely, large differentials oc- 
cur in rooms over cold basements, over cold crawl spaces, 
and over unheated floor slabs. 

b) Rooms provided with warm air floor panel systems 
show extremely small temperature differentials, and 


sometimes negative differentials. 


c) Large differentials frequently accompany overhead 


distribution of warm air from ceiling and high wall 
registers and diffusers. 

d) Smaller differentials are obtained when windows 
are protected with storm sash and weatherstripping, and 
when walls are insulated. 





This is another in a reg- 
ularly-scheduled group of 
articles appearing in 


American Artisan under 


the general heading 
‘* ‘TRAINING PROGRAM’ .. 
IN PRINT.’’ These articles 
are especially prepared to 
help dealers in developing 
know-how in all phases of 
their organizations. Previ- 
ous articles have dealt 
with electrical problems as 
they affect the dealer’s air 
conditioning — installations, 
with humidity control using 
a heat pump, with various 
management techniques, 
with methods of air distri- 
bution for modern homes 
and with air conditioning a 
wet heat house. This month 
we turn to a subject which 
is becoming more and 
more important to sheet 
metal contractors — fab- 
ricating and installing cur- 
tain wall panels on large 


buildings. 





Field Assembly of 
Speeds Work on 


Three man team installs up to 600 sq ft 
of inside sheet, pre-cut insulation and em- 
bossed panels a day on big job where 
shipping costs, manpower and weather 
restrictions are minimized by assembling 
the panels at the job site 


FABRICATION OF curtain wall panels 
at the local level by A. Nabakowski 
Co., Amherst, O. sheet metal con- 
tractors, has recently been completed 
for a 125,000 sq ft, one story build- 
ing for The Humphryes Mfg. Co., 
Mansfield, O. The sheet metal panels 
cover 30.000 sq ft of wall area on 
the $214 million structure, requiring 
148.830 Ib of 0.040 embossed and 
16 ga (0.051) flat aluminum. Alu- 
minum panels were selected for this 
application to prevent possible con- 
tamination of the vitreous china 
sanitaryware which will be produced 
in this building. 

The panels were formed as sepa- 
rate sheets in the sheet metal shop 


and delivered to the job site for final 
assembly. Each panel consists of a 
flat back sheet of 18 ga sheet metal, 
a core of 11% in. glass fiber insula- 
tion batt and an exterior sheet of 
0.040 ribbed embossed skin. The 
flat back panel was developed and 
designed in the sheet metal contrac- 
tor’s shop. 


Joints Are Moisture Sealed 


The design of the panel makes it 
easy to fabricate with standard sheet 
metal machines and provides a 
weathertight joint where adjoining 
panels connect. Mastic type caulking 
compound was used at each joint. 


FLAT BACK PANELS are formed on power brake at contractor's shop 


near building site 
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Curtain Wall Panels 
Ceramics Plant 


FIRST STEP in erecting panel is locating and : 

welding studs on 8 in. centers “ells tininsioes 
BACK SHEET of panel is impaled over studs and 
fastened with speed clips 


@ EXTERIOR EMBOSSED panel is fastened to studs 
by use of a cap held in place by serrations at end 
of stud 





BLANKET INSULATION, cut to size, is 
fastened over studs to provide sandwich 


filling 


5 COMPLETED BUILDING 
SECTION has panels’ with 
flashing, copings and filler clo- 


sures in place 
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Each panel is vented through weep 
holes to the outside of the building. 
Where the bottom of the 


reach the concrete floor, a special 


panels 


sealer strip was specified to prevent 
the aluminum from coming in con- 
tact with the concrete and to keep 
moisture from seeping into the panel 
at this point. 

The panels were not erected until 
the structural steel members had been 
painted and covered with a protec- 
tive coating of chromate paint. 

The flat sheets were trimmed and 
blanked before being handled at the 
brake where the edge shapes are 
formed. Dies for forming these edges 
were designed by the Nabakowski 
company engineers and were ordered 
from a die maker who specializes in 
power brake dies. The pattern at the 
edges of the back sheet 


overlap with the 


forms an 
adjoining sheet. 
This design serves two purposes; one, 
to add rigidity to each sheet and two, 


to form a tight joint between panels. 


q 4 


/ 


Z 


After shop fabrication of the in- 
dividual parts of the panels, the wall 
was erected as follows. The three man 
crew completed 400 to 600 sq ft 
of wall per day. The variation in out- 
put depended upon the weather, 
availability of materials to the work- 
ing area, special problems encoun- 
tered in construction and wall char- 
acteristics. Two men using a 10 ft 
template marked stud locations for 
hanging the panel to the structural 
frame. Studs were located on 8 in. 
centers along horizontal girders. The 
third man followed the markers and 
using a stud welding gun, attached 
stainless steel studs. 

After laying out the stud weld 
spots for a specified section, the two 
man crew returned to the starting 
point and began to install the inside 
flat sheet. This sheet was impaled 
over the welded stud, speeding up 
the operation and preventing damage 
A hard rubber 


hammer was used with a guide that 


to the inner skin. 


slipped over the end of the stud. 
Once the sheet was in place, a round 
speed clip was inserted to hold the 
sheet securely in place. Vertical seams 
in the inner skin were button 
punched and caulked at their lapping 
joints to produce a vapor barrier 


seal. 


Pre-Cut Insulation Used 


Any number of sheets can be in- 
stalled before the second step in the 
panel assembly is begun. The batt 


type insulation was purchased al- 


| p-—— j 


THREE MAN CREW ASSEMBLES and installs components of curtain wall 


panel at the rate of 400-600 sq. ft. a day 


ready cut to exact size prior to the 
assembly operation. The insulation 
for full length panels is generally 
handled in two sections, each being 
firmly fitted against each other and 
those 
The insulation is held in place by the 


against installed previously. 


studs that hold the inside metal sheet. 


Exterior Panels Overlap 


The final operation is the place- 
ment of the 44 in. wide ribbed em- 
bossed exterior panels. Each of the 
embossed exterior sheets is over- 
lapped one full rib and fastened with 
a sheet metal screw inside the rib. 
These panels are also hung on the 
stainless steel studs which protrude 
3@ in. beyond the outer surface of 
the sheet. The panel is drawn tight 
by using a hard rubber mallet and 
a sleeved bushing to pull the outer 
skin against the blanket of insulation. 
The outer skin is held in place by an 
aluminum cap that is driven and 
swedged over the protruding end of 
the stud. (The stud has serrations 
which grasp the cap and hold it in 
place when the cap is driven on the 
stud. ) 


Field Assembly Is Practical 


Fabrication of curtain wall panels 
at the job site has been found to 
provide the most economical type of 
building construction known to in- 
dustry. Shipping costs of the raw ma- 
terials are kept at a minimum, the 
use of expensive manpower has been 
reduced considerably, and construc- 
tion can take place at any time of 
the year. Briefly summarized, the 
use of curtain wall panels makes it 
buildings 


possible to erect more 


quickly and conveniently and _ at 
lower cost than in the past. 
Fabrication and erection of cur- 
tain wall panels by the sheet metal 
contractor provides another service 
to those already offered the building 
owner. In the case of the Humphryes 
Mfe. Co. 


doors, sash, roof deck, kiln hood and 


plant, rolling steel fire 
duct system, interior metal partition 


walls, flashing and rain drainage 
equipment were all supplied and 


erected by the A. Nabakowski Co. 
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How to Solve Engineering 
and Installation Problems 


Trouble Shooting Know-How 


Cuts Service Callbacks 


A case history demonstrates the importance of knowing 


all the facts in order to make the correct analysis of trou- 


ble in air conditioning installations — an analysis that 


pays off in busy seasons when the dealer’s time is at a 


premium 


By S. W. Reid 


Air Conditioning Engineer 
Gilbert Associates, Inc. 


THE SEASONAL nature of summer air 
conditioning work requires that the 
dealer be able to adjust quickly from 
slow periods to times of heavy ac- 
tivity when it may be difficult for 
him to detach himself from the work 
at hand in order to study properly 
problems which 


certain technical 


arise from previous installations. 


These tight situations will not be 


allowed to get out of hand and grow 


through neglect to the point 
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where unnecessary time has been 
spent on callbacks and the dealer- 
become 


customer _ relationships 


strained if the dealer and his serv- 
ice men are equipped with the skill 
required to find the trouble and 
with the awareness that time spent 
in making sure the bugs are out 
is not wasted but used to best ad- 
vantage in the long range picture. 
The story this month is an actual 
case history of an installation in 
which unsolved electrical difficulties 
led one dealer into a tight situation. 
The equipment involved is installed 
in a small diner. The system com- 


prises a 3 ton and a 5 ton refrigera- 


tion circuit connected to a common 
fan. The cooling equipment along 
with a cooling tower is in the base- 
ment. Supply and return ducts carry 
conditioned air to and from the din- 
ing room above. The tower pulls air 
in through an open, screened cellar 
window and discharges it through a 
short length of duct attached to a 
louver at grade level in the basement 
wall. 

The circuits are operated in = se- 
quence under the control of a two 
step room thermostat. Each refriger- 
ating circuit is factory assembled and 
self contained with its own hermetic 


compressor unit, starter and high 


79 





DIAGNOSING TROUBLE begins 
by checking high side and low side 
control settings against recom- 


mended adjustments 


FUSES ARE DESIGNED to pro- 
tect against shorts and grounds, 
not motor overloads. Include a 
fuse size check in each service pro- 


cedure 


HEATER COIL size should match 
motor manufacturer's specifications 
to provide motor protection from 


overloads 


pressure safety switch. Both circuits 
are connected to a single phase power 
line through standard fused discon- 


nect switches. 


Overload Relays Trip Out 


Trouble developed soon after the 
system was put into operation in July, 
1954. The owner’s first complaint was 
inadequate cooling. The service man 
found that the 3 hp compressor 
starter overload relays had tripped. 
When he pushed the reset button 
the compressor started and seemed 
to run satisfactorily. Making only a 
superficial check, he found the cool- 
ing tower water temperature slightly 
higher than normal. Assuming this 
had caused the tripout, he adjusted 
balancing cocks to provide more 
water to the 3 hp unit and left. 

A short time later during another 
particularly hot spell, the dealer re- 
ceived a second complaint from the 
owner. In answering this call, the 
service man found that both the 3 
and 5 hp starter overload relays had 
tripped. Both conditions were cor- 
rected by pushing the reset buttons, 
and both circuits seemed to be op- 
erating satisfactorily while the serv- 
ice man was present. He checked 
voltages at the terminals of each 
motor and found them satisfactory. 
( Low voltage would, of course, have 
increased the motor amperages to 
the point where they might have 
been a factor in the tripouts.) He 
also found head pressures in each 
circuit slightly high. Thinking he 
had found the cause of the trouble, he 


reported his findings to the dealer. 


Relocate Cooling Tower? 


The dealer had wanted to locate 
the tower outside the diner, but the 
owner insisted that it be in the 
basement. The dealer, therefore, felt 
he held a strong position with respect 
to the trouble being experienced and 
did not at first become overly con- 
cerned. He reopened the question of 
tower location but the owner pointed 
out similar installations where inside 
towers were satisfactory. so the dealer 
did not press the point. 


As an alternative, the dealer sug- 


gested a change in the water piping 
which he thought might improve con- 
ditions. He also asked the owner to 
consider providing a larger screened 
openiag into the basement to allow 
more air to enter for the tower. In 
the meantime. he showed the owner 
how to push the starter reset buttons 


should any further tripouts occur. 


Motor Burns Out 


It wasn’t long before the dealer 
was called again. The customer had 
discovered that neither circuit re- 
sponded to the thermostat. On push- 
ing the reset buttons as instructed, he 
was able to start only the 5 hp unit. 
The 3 hp unit hummed but would 
not start. The service man’s check 
this time revealed that the 3 hp motor 
had burned out. Once again the de- 
velopments were rationalized on the 
basis of high head pressure due to 
inefficient cooling tower operation. 

The burned out motor in the 
hermetically sealed 3 hp circuit car- 
ried a 5 year factory warranty and 
had to be replaced without cost to 
the owner. Needless to say, he was 
becoming quite impatient with the 
entire job. By this time, however, 
the peak of the cooling season had 
passed. The dealer arranged to put 
as much water as possible through 
the 5 hp condenser, and the custome 
was able to get through the waning 
season with that unit alone and with- 


out further trouble. 


New Compressor, Same Trouble 


Before the end of the season, the 
replacement 3 hp compressor unit 
was installed and operated briefly. 
Unfortunately, the service man, 
thinking the proposed piping change 
plus the enlargement of the base- 
ment air intake would solve all the 
problems, did not, even at this point, 
make the thorough check that was 
called for. 

When the 1955 cooling season ar- 
rived, the equipment was again put 


into service, and the same type of 


trouble began. doth units periodically 


tripped their starter overload relays. 
The customer's complaints became 


more bitter. The service man made 


AMERICAN ARTISAN, May 1956 





the piping changes, but there was 
no noticeable improvement. As a last 
resort, the service man installed over- 
size heater elements in the overload 


relays in both starters. This merely 


led to several service calls to replace 


burned out fuses. The situation be- 
came so annoying that the service 
man actually left a box of new fuses 
of each size so the owner could make 
his own replacements 

The low point in the deteriorating 


dealer-customet relationship came 
one day when the service man had 
to report that the motor in the re- 
placement 3 hp hermetic compressor 
unit had burned out. If any fuses 
were blown that day. they were the 
fuses in the owner’s patience. He 
consulted an attorney who advised 
him to arrange for an impartial in- 
spection of the job by a qualified en- 


oineer. 


As we 


account, both 


mentioned earlier in this 
units were operated 
on single phase power. Since the 
motors were hermetically sealed, they 
required the usual starting relays and 
found that 


the second replacement unit would 


capacitors. Not until he 


not start did the service man check 
these components. He found that the 
capacitors had failed and that the 
relay contacts were fused. After some 
delay, new starting equipment was 
obtained and installed, and the orig- 
inal, properly sized overload relay 
elements were returned to the 3 hp 
starter. This time the service man did 
take time to check the operation fully 
and found when he attempted to start 
the new compressor that the starting 
relay would not open to break the 
starting winding circuit as soon as 
the motor reached its 


With 


operating 


speed. further checking he 


THIS NEW SERIES, based on actual interviews with dealers, 
covers known problems and suggestions for improved tech- 
niques in engineering, installing and servicing of residential 
air conditioning systems and their components. Previous se- 
ries by S. W. Reid have been published continuously since 
August 1952, beginning with fundamentals and continuing 
through the treatment of specific problems since the funda- 
mentals series was concluded in January, 1954. Highlights of 
the previous discussions and a preview of things to come are 


listed below: 


Previously covered are... 


Details for planning piping systems and selecting pumps 
for cooling tower and evaporative condenser installa- 


tions 


..2ath'ay dab b oe dS de ae ieracn ia es ee 


Methods by which heat gains can be reduced .March 1956 
Modernizing a gravity system to provide year ‘round air 
conditioning in old house .................-Feb. 1956 
Controlling humidity regain with cooling coil bypass when 
the condensing unit is off ................Jan. 1956 
Sizing refrigerant lines for remote installations .Dec. 1955 
Determining if the blower used for an existing warm 
air heating system is large enough for summer cool- 
MD o's. 4 0.0.6.0 00. 800 «Rwy bene eee + 8 68 5 6 Lee 
Eight combinations for arranging heating and cooling 
equipment, the advantages and disadvantages of each 


1955 


Review of air flow patterns for cooling applications with 


recommendations for selecting and 
Serr yy Perr ies ees Se et oe SE! 


On the fire are... 


locating registers 
1955 


Problems involved in converting water cooled equipment 


to air cooled equipment 


Effect of introducing outside air into a residential air con- 


ditioning system 


Effect of oversizing and undersizing cooling equipment 
Important factors to weigh when installing evaporators 
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found, much to his consternation. 
that the original factory wiring was 
incorrect! 

When the service man had finished 
with the repair and had put the sys- 
tem back into service, the dealer was 
able once again to convince the 
owner that he surely had the situa- 
tion under control. It was agreed, 
however, that if any further trouble 
should develop, the engineer would 
be called in. 

Several days went by before the 
owner noticed that the 5 hp unit had 
again blown a fuse. The engineer 
was notified and asked to check the 
job completely. The first thing he 
did was to replace the fuse and start 
both compressors, the cooling tower 


With 


meter he measured both voltage and 


and the pump. a clamp-on 
current in each power line. All read- 


ings were normal and _ closely 


matched nameplate values. 


Pressure Cutout Set Low 


Following through with his check 
of the electrical system of each ma- 
chine, the engineer found in the 5 
hp unit that the overload relay heater 
elements in the starter were con- 
siderably oversize and that the high 
pressure cutout switch had been set 
for a tripout pressure so low that it 
was well within the range of operat- 
ing pressures that might be reached 
on a peak load day. Properly rated 
heater elements were found in the 3 
hp starter, but the high pressure 
switch in this machine was set so 
high it could never trip. It was noted 
that both high pressure switches were 
of the automatic reset type. 

The above observations were 
enough to give the engineer a clue 
to the trouble. With the conditioned 
air fan, 5 hp compressor, cooling 
tower and pump in operation for a 
short period, he opened the discon- 
nect switch for the compressor only. 
Waiting about five minutes, he closed 
the switch and the compressor started 
and ran normally. This procedure 
was repeated, and once again the 
compressor started and ran normally. 
The third time the engineer opened 
the switch he waited only a_ few 


seconds before closing it in an at- 





tempt to restart the compressor. This 





time the compressor hummed very 
briefly, and then a fuse burned out. 

Satisfied that he was making 
progress, the engineer replaced the 
fuse and restarted the equipment. 
After a short period of operation 
during which everything appeared 
to be functioning normally, the engi- 
nee! opened the switch which stopped 
the cooling tower fan. The condi- 
tioned air fan, 5 hp compressor and 
water pump continued in operation. 
Soon the compressor stopped auto- 
matically. Within a matter of seconds 
it restarted automatically and ran 
normally for several minutes. Then 
it stopped again and shortly there- Reference: 
after hummed as it attempted to re- 
start. The final start was never com- 


pleted as a fuse burned out and broke 





What Is 
‘Air Conditioning’? 


The American Society of 
Heating and Air-Condition- 
ing Engineers defines air 
conditioning as follows: 

“The simultaneous con- of protection back to the fuses. 
trol of all, or at least the 
first three, of the following 
factors affecting both the 
physical and chemical con- 
ditions of the atmosphere 
within a structure: temper- 
ature, humidity, motion, 
distribution, pressure, dust, 
bacteria, odors, toxic gas- 
es, and ionization.’’ 


Heating Ventilating 
Air Conditioning Guide 1955, page 
1. Published by the American So- 
ciety of Heating and Air-Condi- 
tioning Engineers, New York. 


condition did not occur early in the 
season because cooler water from the 
tower kept head pressures below the 
pressure switch trip point. 

“When the service man put over- 
size heater elements in the two 


starters he merely threw the burden 


Failure to recognize and correct the 
faulty 3 hp unit wiring led to a 
second burnout of this motor. Over- 
heating in the 3 hp motor was more 
severe and more frequent than it was 


in the 5 hp motor. 


Corrections Recommended 


“Discovery of the faulty wiring 
and replacement of properly rated 
heater elements in the 3 hp unit at 


the time the second motor was in- 








the power circuit. 


Tests Pinpoint Troubles 


The engineer now had established 
all the facts necessary to explain the : : 
difficulties that had plagued the sys- caused it to fail. 
tem since it had been installed. His 
report was as follows: 

“Trouble started early in the first 
cooling season before the onset of 
severly hot weather with the tripping 
of overload elements in the 3. hp 
starter. This is explained by the ab 
normally high current drawn by the 
motor due to defective factery wir- 
ing which caused the motor periodi- motor to draw 
cally to start winding in service when 


it was not needed. Continued manual 


led to repeated overheating of the 3 
hp motor which accelerated deteriora- 


tion of the motor 


“During peak load conditions over- 
load relays in the 5 hp starter also 
began to trip. This is explained by 
the low tripout setting of the auto- 
matic reset, high pressure cutout in 
this unit. The cutout stopped and re- 
started the 5 hp motor unnecessarily 


because of its low setting. Rapid on- 
for pressure equalization allowed the 


rents for a longer than normal time 
sufficient to trip the relays. The 


stalled corrected all difficulties with 
this unit except that the high pres- 


resetting of the 3 hp overload relays sure cutout was found to be set so 


high that it could offer no protec- 
tion. The 5 hp unit continued to give 
insulation and trouble because no steps had been 
taken to set the high pressure cutout 
properly or to reinstall the original. 
properly rated overload protection.” 

The dealer in this case learned a 
lesson costly in time and reputation. 
Needless to say, his service man now 
operates with a check list that re- 
minds him of all the vital observa- 


tions that must be made on service 


off cycling without sufficient intervals calls. Furthermore, he has resolved 


never again to allow himself to be- 


heavy starting cur- come so involved that he neglects 


problems to the point where they 


eet so far out of hand. 


New Building Record Seen for °56 


ANOTHER BUILDING record should be set in 1956 if many 
recent predictions are accurate. Harold R. Berlin, vice 
president of Johns-Manville Corp. and general manage: 
of its building products division figures the nation will 
spend $65.5 billion on construction this year, topping 
the 1955 total by $3 billion. 

Mr. Berlin adds present forecasts indicate $44 billion 
will be spent for new building. while modernization, re- 
modeling, repair and maintenance of existing buildings 
will account for more than $21 billion. 

“Barring developments outside the building field and 
assuming a record total national output of goods and 
services of around $400 billion in 1956, the construction 


industry should account for well over 16 percent of all 


economic activity in the United States,” Mr. Berlin added. 


“Building is now by far the nation’s biggest industry, 


not excepting agriculture or defense. 

“While residential construction in 1956 may drop off 
slightly from 1955’s 1,250,000 new homes to around 
1,200,000 new homes, such a drop will merely build a 
housing backlog for the following year.” 

And new increases can be expected for the next sev- 
eral years, according to Mr. Berlin’s speculations. He 
feels while there might be some minor ups and downs 
in the market in the future, the building market “has 
just begun to hit its stride” in long range terms and even 


more increases can be expected during the next few years. 


AMERICAN ArtiIsAN, May 1956 





A PEEK OVER the shoulder of mythical 
dealer Joe McFlub uncovers the wrong way 
to do everything concerned with installing 
and servicing equipment 


1 day with Joe McFlub shows — in reverse — how to 


Make Every Service Call Profitable 


... by looking further into the underlying causes of the com- 


plaint in air conditioning installations and devising ways 


to prevent duplication of the same difficulty at other locations 


“ONE OFTEN QUOTED saying is ‘Wise men learn by the 
mistakes of others, fools by their own.’ This statement 
might be modified to say, “Wise men learn by their own 
mistakes and the mistakes of others; fools never learn,’ ” 
said William Tyson, technical service manager, Unitary 
Equipment Division, Carrier Corp., in his recent address 
to members of RSES in Atlantic City. 

“Surely most of us at some time cr another must have 
made some mistakes.” he added, “‘and benefited from 
them. Certainly the individual who makes no mistakes 
either does nothing or takes his orders from someone who 
does. As George Bernard Shaw once said: ‘Success covers 
a multitude of blunders.’ This is particularly true of the 
residential air conditioning field, mainly because of the 
tremendous potential and the type of market which has 


attracted many newcomers. 


Market Is ‘Enormous’ 


“The potential market for residential air conditioning 


equipment is enormous. In existing homes alone, it has 
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been estimated that the potential is somewhere in the 
neighborhood of $28 billion. We break it down as fol- 
lows: 

1) Gravity heat About seven million non-apart- 
ment dwellings. Most of these are older homes of which 
about 15 percent are in such condition that they are not 

$6 billion. 

Of the 17 million non-apart- 
ment homes without central heat. some six or seven mil- 


worth improving. Potential 
2) No central heat 


lion must be counted among the good homes of the south 
which use floor furnaces or space heaters. Additional 
homes in other parts of the country can be considered 
$10 billion. 


3) Forced warm air heat in good condition About 


good prospects. Potential 


75 percent of the homes constructed in recent years have 
installed forced warm air heat. The more than five mil- 
lion now in existence with such systems in good condition 
represent the bulk of all new homes. Virtually all of these 
homes are good air conditioning prospects. Potential 
$6 billion. 


4) Worn out forced warm air heating About 





million homes are equipped with warm air units nearing 
the end of their useful life. Most of these can be con- 
$2 billion. 


5) Wet heat About five million non-apartment 


sidered worth improving. Potential 


homes are now equipped with hot water or steam heat 
$4. billion. 


“In addition there are 16 million multiple family 


of one type or another. Potential 


dwellings and new homes under construction which are 


all good prospects for residential equipment. 


Big Market Has Pitfalls 


“As engineers and dealers, you are vitally interested 
in the potential of the market which must be served. 
However, the type of equipment and customer that make 
the market possible are far more important. 

“Most of the pitfalls normally encountered in air con- 
ditioning the home can be avoided by aggressively pur- 
suing improvements in sales engineering, installation and 
service practices as soon as they become known. How- 
ever, one thing that is certain the only sure way to 


avoid the pitfalls is to stay out of the business. 


Meet Joe McFlub 


“Perhaps the best way to impress upon you the pitfalls 
that do exist is to take a reverse approach and point out 
what not to do rather than what to do. In order to do 
this I would like to create a mythical character whom 
we shall call Joe McFlub. This character is quite a guy. 
He has the amazing faculty for doing things wrong as 
you shall see. 

“Come with me, if you will, and follow Flub, as we 
shall call the mythical man, as he delivers an air con- 


ditioning unit and proceeds to install it. There he is, 


a 
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“It looks like we are heading into a good sized resi- 


just leaving the shop. 


dential development. After traveling several blocks we 
pass dozens of new homes under various stages of con- 
struction and finally arrive at our destination. Flub pulls 
into the driveway, and, with his helpers, proceeds to un- 
load the equipment and move it into the basement. This 
is a ranch type home with a full basement in the very 
early stages of construction. Fireplace and chimney are 
erected at one end of the basement with the sub-floor 
partially laid but with no roof overhead. 

“We intentionally remain in the background. watch- 


ing the operation, so as not to influence him in any way. 
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“Working feverishly with hammer and pinchbar he 
finally succeeds in removing the unit from its shipping 
crate. It is a beautiful piece of equipment, painted a light 
red. From our vantage point, we are unable to determine 
the manufacturer, but we do notice a dent and several 
scratches in one panel where the hammer and bar were 


misdirected. 


Who Needs Instructions? 


“Flub then removes the front panel from the unit and 
rips out a packet which had been tied to one of the casing 


screws. He hands it to one of his men, who in turn opens 


glances at the material and chucks it outdoors where 
lands in the mud. Without being noticed we gather 


the material together and try to identify it. This wasn’t 
easy because of its water soaked and muddy condition. It 
consists of an envelope containing installation and oper- 
ating instructions, warranty certificate and warranty 
record card for registering the unit installation with the 
manufacturer. 

“We wait around until Flub completes his very meager 
instructions to the electrician. We then follow him to 
another installation where a conversion summer air con- 
ditioner is being added to a furnace. 

“The installation was completed with the exception of 
interlocking the summer and winter controls electrically. 
Flub is immediately asked for a wiring diagram. We 
hear him remark that he did not receive any information 
with the equipment. We know what happened to the in- 


stallation instructions. 


Flub Creates A Monster 


“This again is a basement type installation with a 
cooling coil section inserted in the sheet metal plenum, 
mounted on top of a forced warm air furnace. The cool- 
ing coil section is mounted off center from the furnace 
opening. There is no canvas connection. This certainly 
is not in accordance with the manufacturer's recommen- 
dations. This not only creates an excessive resistance to 
air flow, but it also affects the distribution of air over 
the cooling coil. Possibly the installation will work, but 
it is a nightmare. The expansion valve is nonadjustable. 
The control bellows is stamped for use with refrigerant 
type 22. The control bulb is loosely clamped on an elbow 
in the suction line. Both the suction line and liquid lines 
rise to the ceiling and follow the joist to the condensing 


unit outside the house. The lines are rigidly secured to 
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the joists. There is no sign of a dehydrator in the liquid 
line. No insulation is on the suction line. 


Uses Wrong Refrigerant 


“We walk outdoors for a look at the condensing unit. 
It consists of a serviceable hermetic compressor, an air 
cooled condenser and a centrifugal fan housed in a beau- 
tifully painted metal casing. It is located in an offset be- 
tween the house and porch. There is a clearance of 1 ft 
between the wall and the unit. The condenser air is being 
discharged against the house. Since the top cover of the 
unit is loose we remove it to get a better look. It is a 3 


hp unit and according to the nameplate it is charged 


with fluorinated hydrocarbon refrigerant type 12. Warn- 
ing tags on the service valves of the compressor caution 
against the operation without first back-seating the 
valves. We are very cautious as we know the electrician 
is working on the controls. We have hardly replaced the 
top cover when the condensing unit starts and runs for 
a few seconds. This cycling continues a number of times. 
We are sure that the compressor shutoff valves are still 
in the closed position. We stand there wondering what 
damage might have occurred. As we walk away from the 
unit one other question is raised. What kind of opera- 
tion could be expected from a system using fluorinated 
hydrocarbon refrigerant type 12 with an expansion valve 
specifying refrigerant type 22? The answer should be 
obvious, and Flub surely will find out later. 

“We then decide to have a talk with the lady of the 
house. She is a very charming individual, soft spoken 
and reserved. In no time at all we find that the instal- 
lation has not been completely satisfactory. She offers 


us the freedom of the house to survey the situation. 


Grille Style, Location Are Worst Possible 


“We start in the living room where the thermostat is 
located. The thermostat is not only mounted on an out- 
side wall but it is directly over a large floor lamp. There 
are three supply air grilles in the living room. They are 
partially blocked by the furniture. All supply air grilles 
with the exception of the bathroom are near the floor 
and are non-adjustable. It is doubtful that Flub realizes 
that adjustable grilles and customer education will be 
necessary before this job will cool satisfactorily. The 
housewife’s major complaints are unequal temperatures 
and duct noise. It is obvious that the ductwork should 
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be examined. Thanking the lady of the house for her 
kindness and hospitality, we proceed to the basement. 

“The unit is located directly under the living 
room at one end of the house. The duct leaving the plen- 
um is relatively flat and wide. It runs the length of the 
basement and narrows as takeoffs to various rooms are 
made, Suddenly the furnace fan starts and the popping 
of ductwork almost scares us to death. Another source 
of noise is a rattling damper. Finally the fan stops and 
everything is peaceful again. 

After a few minutes’ conversation with the electrician, 


Flub is again on the move. 


Flub Gets Into ‘Hot Water’ 


“This time he heads for an older residence. The in- 
stallation in this home is a fan-coil summer air condi- 
tioner. This type was selected because the existing hot 
water heating system was in excellent condition and a 
duct system for cooling was relatively simple to install. 
This system has been in operation for several weeks and 
plenty of trouble has developed. The customer has no 
idea of the extent of his trouble. All he knows is that it 
is not performing correctly. 

“The fan-coil unit is located in the attic space with 
ductwork distributing air to the various rooms through 
ceiling diffusers. The condensing unit is located on the 
floor in an attached garage. This sounds like a simple 
installation where you shouldn’t get into too much 
trouble. However, it can’t be that easy Flub is in 
trouble on this job, too. Let’s watch and listen as he di- 
agnoses the trouble. 

“As he brings his truck to a halt in front of the garage, 
his serviceman, already on the job, greets him. We hear 
them discuss the symptoms briefly. The suction pressure 
is too low. The head pressure is normal. The cooling coil 
is partially frosted. The expansion valve won't pass 
enough refrigerant to bring the suction pressure up to 
normal even with the thermal element heated. But Flub 
has the answer. He drags out a new expansion valve and 
heads for the unit. The system is pumped down, and they 


proceed to replace the expansion valve. 


Insulation Is Inadequate 


“While this change is being made we take the oppor- 
tunity to look over the installation. The air distribution 


system appears to have been well designed. However, in 





checking it more closely, we find that the insulation on 
the ducts is water soaked in spots and actually dripping 
at a few places. The unit is resting directly on the attic 
floor, and the fan belt is very loose showing signs of wear. 
The suction and liquid lines are in direct contact with 
the floor joists, and they are anchored to the house struc- 
ture on their way down to the garage. Obviously here is 
a source for a noise complaint. There is no loop in the 
suction line near the coil outlet nor is the suction line 
insulated. This is always recommended practice on in- 


stallations of this type. 


Wrong Refrigerant Again 


“The expansion valve has now been replaced and the 
unit is back in operation. The results are the same. There 
must be something else wrong. Flub and his helper get 
their heads together again and we go into the huddle with 
them. Apparently the serviceman was suspicious of a low 
refrigerant charge because the head pressure was below 
normal, He had added refrigerant until the head pressure 
came up to what he considered normal. When asked how 
much he had charged into the system he replies, “Very 
little.” At about this time Flub notices a refrigerant drum 
standing nearby. In a gruff voice, he asks his helper if 
this is the refrigerant drum he had used. The reply is 
yes. You guessed it. It is a drum of refrigerant type 22 
and the system was designed for refrigerant type 12. 
After wasting a charge of expensive refrigerant, many 
hours and much conversation, the system is put into oper- 


ation. 


Another Job, More Trouble 


“We've had enough by this time, but we overhear Flub 
say he has to check a unit on the other side of town. It 
has been giving him a fit ever since he installed it. This 
sounds too good to miss. 

“While driving across town we are reminiscing over 
the day's experiences and agree that Flub is gradually 


losing his patience. After all, he has had a pretty rough 


day so far. When we arrive on the job our suspicions 
are confirmed. He immediately starts arguing with the 
customer and condemns the equipment. This is a package 
vear “round air conditioner located in a utility closet. It 
is a very tight installation and difficult to service. 

“When the customer complains about his greasy finger- 
prints on the woodwork, he merely calls her a fussbudget 
and asks to be left alone. 

“The unit will not cool. From the conversation that 
takes place it is apparent that the trouble is mechanical. 
The lady of the house admits that when the unit runs it 
does a beautiful job of both heating and cooling. It is 
a bit noisy, she says. This she would tolerate if it would 
just keep running. In a very short time it is determined 
that the hermetic compressor motor is burned out and 
Flub is on his way to the shop for a replacement. 

“While he is gone we give the installation the once 
over. We find a number of things that should be of in- 
terest. The utility closet is very tightly sealed except for 
a small vent in the bottom of the door. The unit is tight 
against the partition which undoubtedly is the source 
of some of the noise the lady was complaining about. 

“We are just completing our brief survey of the situa- 
tion when Flub appears on the scene with a replacement 
compressor. He barges in and smilingly tells the lady he 
will be through in a jiffy. We just can’t believe our ears 
but he means just what he said. He closes the compressor 
service valve, removes the electrical connections and 
pulls the compressor from the unit in nothing flat. It 
takes him just about that long to slap in the new com- 
pressor, wire it up and open the service valves. The en- 
tire operation is over in less than a jiffy. He puts the 
unit into operation, picks up his tools and bids the lady 
goodby. It would have been better, at least far more ac- 
curate, had he said, ‘I'll see you soon.’ 

“We stand there stunned and after we realize what 
has happened everybody whispers in unison ‘Thank 
heaven, he was a mythical man.’ ” 

This ends the how-not-to-do-it phase of Mr. Tyson’s 
discussion. Next month’s article will tell how to avoid 


some of the pitfalls Flub encountered. 





tion convention 
for new school buildings 


engineering developments 





In next month’s Artisan you'll find... 


> Highlights from the Sheet Metal Contractors National Associa- 
> Some suggestions for selling architects on specifying warm air 


> A case history of a Utica, N. Y. dealer’s pioneering activities in 


> More on making service calls profitable — correcting Joe 





McFlub’s air conditioning blunders 
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HUGH REID'S SHEET METAL PATTERN 


Follow This Pattern for a 


Round Y to Rectangular Branch 


.. . for applications where a split in the 


duct system is desirable, as in this case where rectangular 


FoR THE practical problem applica- 
tion of the month, an exhaust system 
for a carburetor flow test and vac- 
uum pump room is used. The rooms 
were separated by a fire wall and 
cutting through the wall to provide 
for a duct was not desirable. 

The obvious solution to the prob- 
lem was to install a duct on each wall. 
tie both together above the ceiling 
into a common stack, and exhaust 
the fumes outside with a stack fan. 
The round Y to rectangular branch 
is shown as the connecting fitting 
for the system. 

An analysis of the problem shows 
that the fitting is symmetrical about 
the horizontal and vertical cente1 
lines. Thus, the required patterns can 
be developed from a half front view 
and a related line drawn in its cor- 
rect relationship to line PN on the 
half front view drawing, from 
which the horizontal fall distances 
of the corresponding lines A through 
D are determined. The line WY, in 


its correct related position, is shown 


by the dimensions 1] in., Fig. 2B. 
This practical method of pattern 
layout will eliminate repetition of 
views and lines which account for 
much unnecessary cost in sheet metal 
fabrication work. 
The following is a_ step-by-step 


analysis of the pattern problem: 


Simplified Drawing, Fig. 3 — 


a) Draw the vertical center line 
CL and on this line establish the 
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branches were installed on each side of a fire wall 
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point L. From L, measure up the given lengths 34 in. and 
mark the point M. Measure 114 in. above point M and 
mark point N. 

b) From N and L, draw lines perpendicular to the 
center line CL. From N, measure 34 in. to the left and 
mark the point P. 

c) Working from point L, measure to the left 3 in. 
and mark the point S. From S, measure 1% in. to the left 
and mark the point R. Draw the outline PN, NM. MS, 
SR, RP. 

d) With N as center and radius 34 in., draw a quarter 
circle from point P and above line PN. Divide the 
quarter circle into 3 equal spaces and mark the points 
2, 3 and 4, From line PN, measure up a distance equal 
to the given half length of the rectangle (1 in. as shown 
on Fig. 2B) and draw the line XY parallel to line PN. 

e) Through points P, 2, 3 and 4 draw lines parallel 
to center line L4 to intersect lines XY and the %4 in. 
radius line PN. Mark the intersection points of the paral- 
lel lines and line PN as P, 2’, 3’ and 4’. 

f) Working from point R on the rectangle end, draw 
lines to points 2’, 3’ and 4’ on the round end (PN). Mark 
the lines A, B. C and D. Draw a line connecting points 
R and M: mark this line E. The line connecting points 
M and S is labeled F. 

g) Mark the distances from line XY to points P, 2, 3 
and 4 on the quarter circle with the letters G, H. J and K. 


To Lay Out the Half Pattern, Fig. 4 — 


a) Establish the vertical center line CL. On this line. 
establish point L’ and through the point draw a line 
perpendicular to and extending on both sides of the center 
line. From L’, measure to the right and left the given 
length 3¢ in. and establish both points S’. From points 
S’ measure to the right and left 14 in. and establish both 
points R’. 

6) From L’ 
length 34 in. and mark the point M’. Draw the lines 
M’S’ as indicated by the letters F’. 


measure up the center line the given 


c) Draw a right angle: transfer line D from the simpli- 
fied method drawing (Fig. 3) to the vertical leg, and the 
distance K (from point 4 on the quarter circle to line 
XY) to the horizontal leg. The hypotenuse line DK is 
the developed line. With points R’ (Fig. 4) as centers 
and radius DK. draw intersecting arcs and mark the 
point 4. 

d) On a right angle. transfer line C from Fig. to 
the vertical lez and the distance J (from line XY to 


point 3 on the quarter circle) to the horizontal line. 
The hypotenuse line CJ is the developed line. With 
points R’ (Fig. 4) as centers, and radius CJ, draw ares 
to the right and left of point 4. With arc length 4-3 on 
the quarter circle (Fig. 3) as radius, and point 4 (Fig. 
1) as center, cut the ares CJ and mark the points 3. 

e) Transfer line B from Fig. 3 to the vertical leg of 
a right angle, and distance H to the horizontal leg. The 
hypotenuse line HB is the developed line. With points 
V (Fig. 4) as centers and radius HB, draw ares to the 
right and left of points 3. With are length 3-2 on the 
quarter circle (Fig. 3) as radius and points 3 (Fig. 4) 
as centers, cut the ares HB and mark the points 2. 

/) The line A is transferred from Fig. 3 to the vertical 
leg of a right angle, and the distance G to the horizontal 
leg. The hypotenuse line AG is the developed line. With 
points R’ (Fig. 4) as centers and radius AG, draw arcs 
to the right and left of points 2. With are length 2P (Fig. 
3) as radius and points 2 (Fig. 4) as centers, cut the 
arcs AG and mark the points 1. 

gz) With line A (Fig. 3) as radius and points 1 (Fig. 
1) as centers, draw arcs to the right and left of points 
R’. With distance 1 in. (line G, Fig. 3) as radius and 
points R’ (Fig. 4) as centers, cut the ares A and mark 
the points ‘ ¥ 

h) From points R’ and S’, measure down 14 in. and 
draw lines parallel and equal in length to lines S’R. From 
points T and R’ draw lines perpendicular to lines TR’. 
Measure 14 in. and draw lines parallel and equal in 
leneth to lines TR’. 

i) Through the developed points, draw the pattern 
outline and the work lines. 


To Develop the Crotch Pattern, Fig. 5 — 


a) Draw the 2 in. horizontal line UZ. From points 
U and Z, draw lines perpendicular to line UZ. Working 
from points U and Z, transfer lengths F’ and 14 in. as 
shown on Fig. 4 to both perpendicular lines, and through 
the points draw lines parallel to line UZ. 


The Half Collar Pattern — Fig. 6 — 


a) Calculate the circumference of the collar by multi- 
plying the given diameter by 3.14; thus, 3.14 * 1.5 
equals 434 in. Draw a rectangle 434 * 14, in. 

Add allowances for seams and joints, lay out the holes 


and mark the patterns for fabrication. 


New York Court Rules for Employees 


A RECENT COURT action by the New York Court of Ap- 


peals in Albany ruled that fringe benefits such as vaca 


tion pay and sick le ave do not have to be considered as 
wages within the definition of the penal law. 

Basis for its judgement was a case involving a New 
York trucking company which went out of business in 
March 1954. The trucking company owner had a two 


year contract with a teamsters union local. which pro- 
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vided for vacation benefits based on the number of 
months worked during the year. The vacation period 
ran from May to September. Six of the owner’s teamsters 
claimed they had not received accrued vacation pay when 
the business was liquidated, and the complaint was 
brought into court on criminal action. The trucking com- 
pany’s former owner was found guilty and given a sus- 
pended sentence. 





How Would You Heat the Pits 


This was the problem presented to the E. K. Campbell Co.., 


of Kansas City, Mo. Here’s the first hand account of the approach 


used, the engineering features involved and the results achieved 


By E. K. Campbell, President 
E. K. Campbell Co. 


MANY residential heating installations tend to follow a 
pattern because characteristic problems created by build 
ing construction features are similar. This is not so with 
the heating of large buildings. espet ially those built to 
serve specific purposes, such as the service section of the 
Kansas City Public Service Co. street car barn. The pur- 
pose of the service section of the car barn is to perform 
preventive maintenance as well as repairs to the under- 
sides of street cars from service pits below the floor level. 
Heating these pits was the unusual problem faced by 
company engineers. 

Providing sufficient heat for workmen assigned to this 
section was doubly difficult because of the two sets of 
doors, one at the north end and the other at the south 
end of the 10,000 sq ft building. Each set of doors con- 


sisted of five panels each 15 ft. 9 in. high and 11 ft. 6 


90 


in. wide. During the hours of 7 to 8 a.m. and from 6 to 
7 p.m. the doors were open almost constantly to allow 
cars assigned to rush hour service to pass from storage 
areas to the main tracks. Employees were unable to per- 


form their work in the pits during these periods. 


Leakage Estimate Covers Heat Loss from Doors 


Providing an adequate volume of heated air and draw- 
ing off the large quantity of outside air entering the pits 
called for a blower capa ity that would pass the air vol- 
ume through the furnace very rapidly. The building had 
a volume of 256,000 cu ft. Service pits accounted for 
8000 cu ft of this volume. 

The load estimate took into consideration 3700 sq ft 
of glass area (windows and doors), 3100 sq ft of brick 
wall, 10.000 sq ft of ceiling and floor and normal in- 
filtration for the door area. To these loads was added 
a 100 percent leakage factor to provide for the heat loss 
due to the conditions existing when the doors were open. 


Previous use of this leakage factor had been used very 
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in This Street Car Barn? 


satisfactorily for the heating of coal tipples and corru 
gated sheet metal buildings. The total heat loss estimated 
was 1,730,000 Btuh. 


Tunnel Is Ready Made Return Air Duet 


In laying out the air distribution system it was decided 
that the return air system be given the most attention as 
the removal of cold air from the service pits was the es 
sential feature of the entire project. Fortunately, there 
is a tunnel beneath the floor which runs the full width 
of the building. Actually. there are two of these tunnels. 
one at each end of the building. which connect near the 
furnace. A connection was made from the tunnel to the 
fan suction chamber, forming a complete return air sys 
tem, and drawing the return air from the pits. 

At each end of each service pit, an opening was made 
to permit air to flow from the pit into the return air sys- 
tem. The principle of air distribution used here is to take 
air out of the pits faster than cold air from the open 
doors can fall into the pits, thereby pulling warm aii 
into the pits. The air volume handled is 31,000 cfm. Re- 
calling that the pits account for 8000 cfm, it would 
seem that four air changes per minute are taking place. 
This would be quite high by normal requirements for 
most installations, but it should be remembered that much 
of the cold air flows into the pits from the open o1 leak- 
ing doors and directly to the return air intakes. This 
reduces the air flow within the portion of the service 


pits being used by the workmen. It is the continuous 
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supply of warm air from the upper part of the building 
that makes it possible to maintain satisfactory tempera- 


tures in the service pits. 


Layer of Warm Air Blankets Pits 


Supplying the warm air was purely a matter of putting 
a volume of warm air into the room equal to the volume 
of air pulled out of the pits by the return air system. No 
duct distribution system is used. As the warm air is dis- 
charged directly into the room, it travels across the area, 
creating a layer of heated air over the pits. Extending 
across the entire room, this layer provides the supply of 
warm air ready to drop into the pits, replacing cold air 
as it is drawn out. Thus, the heated air, discharged in 
large volume from the furnace, is spread across the build- 
ing. As air is drained from the pits into the return air 
system it is replaced by warm air settling down under 
pressure from more warm air continuously being dis- 
( harged into the upper part of the building. 

Test thermometers placed in the pits and about 5 ft 
above the floor level (a total distance of 9 ft) recorded 
a 4 deg difference. 

The furnace is stoker fired and is automatically 
controlled, with blowers set for continuous operation. 

The satisfaction expected from this special purpose 
heating system has been realized. The owners and the 
employees are quite pleased with its performance and 
its economy after keeping records of performance for 


several complete heating seasons. 





How to Improve 


Your Selling Approach 


..» by following the six basic rules of 


professional salesmanship and helping the prospect arrive 


at the decisions he must make before the sale is closed 


By Robert G. Mihan 


Merchandising Consultant 


PHROUGH THIS series of articles on 
increasing heating and cooling sales 
volumes we have used the term pro- 
fessional salesmanship frequently as 
an essential to building business. 
Turning this month to suggestions 
for improving the selling approach, 
a definition of this term is called for 
as it applies to our goal of convert- 
ing prospects into customers. 

Professional salesmanship is the 
technique of opening the buyer's 
mind to acceptance of the salesman’s 
presentation. 

My mail and conversations with 
dealers bring out an industrywide 
desire for improved selling presenta- 
tions and an exchange of field tested 


promotion ideas. Often a dealer gives 
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me a new slant to a merchandising 
approach which he has found sue- 
cessful. Some of these tested promo 
lions were outlined in last month's 
article on setting up a merchandis- 
ing plan; others will be presented in 
future sales promotion articles. More 
important at this point is considera- 
tion of the willingness of dealers to 
consider new slants on selling which, 
like a cutting tool, must be sharpened 


periodically. 


Followup File Is Starter 


A starter for any sales training 
program is setting up the prospect 
followup file discussed last month. 
Many salesmen who have used this 
system have classified their followup 
file as the most important single sales 
tool in their possession, because it 


contains a complete record of: 1) 


THE AUTHOR, a widely travelled 
merchandising consultant. has a 
background in sales which quali- 
fies him as an outstanding author- 
ity in merchandising. Mr. Mihan 
has served as director of sales 
training and sales manager for 
various large companies in the 
heating-air conditioning and _ re- 
lated fields, and has conducted 
sales development programs for 


dealers across the country. 
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all the sales which have been made, 
and 2) all prospects and the dates 
scheduled for recall. 

From this point on, however, it is 
the presentation that makes or loses 
the sale. Increased sales volume does 
not just happen it is the result 
of planned sales effort. A study of 
the basic principles of selling might 
bring out one or more points the 
salesman has overlooked which would 
have closed a sale. The following Six 
basic steps will serve as guideposts 


along the path to sales success: 





1) Obtain 


favorable atten- 
2) Develop prospect's inter- 
est. 
3) Stimulate prospect's de- 
sire Lo enjoy promised benefits. 
1) Overcome any objections 
to ownership. 
5) Obtain favorable reaction 
and close the sale. 


6) Keep customer satisfied. 











Now let's inspect eac h of these 
points more closely to see how they 
can be 


applied to improve sales 


presentation. 


Build Sales 


Obtain Favorable Attention 


\ professional salesman develops a 
sort of instinct that tells him whether 
or not he has gained favorable at- 
tention. Once you can get the pros- 
pect to listen attentively to your sales 
story, you are on the way toward 
developing the sale. You must obtain 
the prospect’s confidence, first in 
yourself, then in your dependability 
to represent the prospect as well as 
your firm. As you proceed to gain 
favorable attention to your product, 
plus the desire to do business with 
your company, you move into the 


second step in the sales plan. 


Develop Prospect’s Interest 


Once the prospect’s attention is 
gained, his interest is developed by 
showing him how you can solve his 
problems with a product which will 
provide a better standard of living 
for his family. Here again you can 
apply one of the tools we discussed 
last month in our sales promotion 
plan the dealer scrap book. These 
photographs of actual installations 
made in the homes of his neighbors 
will cultivate his interest more effec- 
tively than any verbal picture you 
can paint. Before-and-after pictures 


stimulate the imagination of a pros- 


pect for a modernization job as you 
tell him how your product made life 
more comfortable for one of his 


neighbors. 


Stimulate Prospect’s Desire 


Once the interest is 


aroused, it must be developed to the 


pr yspect’s 


point of enthusiasm for your prod- 
uct and the benefits it will provide. 
Nothing builds enthusiastic accept- 
ance faster than enthusiastic presen- 
tation. The professional salesman’s 
natural pride in his product is con- 
tagious if it is backed by a factual 
and orderly sales story which reflects 
pride in being able to offer his per- 
sonal assurance of quality materials, 
craftsmanship and installation work. 

The more enthusiastic the pros- 
pect’s acceptance of the salesman’s 
story, the easier it will be to close 
the sale. It is the salesman’s entire 
purpose to obtain the homeowner's 
agreement to be converted from the 
status of a prospect to that of a 
customer. 


Overcome Objections 


But the sale doesn’t end with creat- 
ing the desire to buy. The prospect 
may still have some doubts or ob- 
jections about the product, or he 


may have reasons for being unable 


Through Better Promotion 


TRIED AND TRUE merchandising methods based on actual experiences by the author and by 
dealers he has interviewed are presented in this current series of articles as another Ar- 
tisan feature, ‘‘Clinic for Advanced Salesmanship,’’ designed to help dealers build sales vol- 
ume with improved selling and promotion techniques. Comments and suggestions from deal- 
ers and their personnel will be welcomed by the author. Address correspondence to Robert 
G. Mihan, c/o Editorial Dept., American Artisan, 6 N. Michigan Ave., Chicago. Future articles 


will tell how to: 
Train new salesmen 


@ Sell the modernization market 


Merchandise central air conditioning @ Stress quality components and justify the 


Develop sales personality 
Present the health story to increase pro- 
spective buyers’ interest in air condition- 


ing 


Take advantage of the assistance avail- 
able from distributor salesmen 
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price of the equipment you sell 


tail salesmen 


Develop and use visual aids to train re- 


Develop and use selling tools to present 


your equipment to prospects 
Develop sales personality 





Clinic for 


Advanced Salesmanship 


to buy. The well-trained salesman 
who knows his product will be able 
to eradicate any doubts about the 


product, service and anti ipated 
satisfaction from the prospect’s mind 
and concentrate his efforts on ove 
coming any anxiety in the prospect's 
mind about his ability. financial o1 
otherwise, to buy the equipment. 
Here again we turn to last month's 
irticle for an example of an excel 
lent tool for overcoming objections 
based on financial limitations the 


Availability of 


methods so the 


time payment 


plan. 


hinancing salesman 


can offer the equipment for “a few 
— 


cents @ «day is a tested sales 
clincher 

It is at this point too that quality 
should 


emphasized to overcome any price 


of the equipment really be 


objections. Obviously we assume the 


equipment is properly priced, and 


the salesman presents his quality 
story forcefully in showing why his 
company is not attempting to offer 
the lowest price in order to get the 
job. 

Remember to present time pay 
ment plans to make it easy for the 
prospect to buy, but don't sell price 

sell benefits derived from quality 
equipment installed by your men to 
give years olf care tree performance. 

his important step will be dis 
cussed in greater detail in a future 


irticle in this series. 


Close the Sale 


This is the 
time for a letdown in the 


\ hil the 


cl anup step and no 
planned 


presentation utmost di- 


94 


plomacy must be exercised by the 
salesman to keep the prospect from 
feeling he is being railroaded into 
closing the sale, it is the time for 
testing the progress of his presenta- 
tion. It’s similar to the housewife’s 
testing the iron with a wet finger 
to see if it is adequately heated to 
do the 


phase is the direct path to closing 


job. This asking-for-the-sale 


the sale and might go something 


like this: “You would like to have 


this new installed, 
Then, if 


heating system 
wouldn't you, Mr. Jones?” 
the answer is affirmative: “Would 
you like for us to install the system 
next week?” Another favorable re- 
sponse is the salesman’s cue to pro 
duce his ordet book and close the 
sale, This subject of closing the sale 


will be covered further in this series. 


Keep Customer Satisfied 


We have heard and said 
much about the importance of serv 
ice followup after the sale is made. 
We know that in our industry, more 
than in many others, fast and de- 
pendable service is a prerequisite to 
establishing a good reputation in the 
community possibly the most im- 
portant product a heating-air condi 
tioning dealer has to sell. But just 
being available for service calls isn’t 
enough if we are attempting to in- 
crease oul; sales volume by way of 
new leads. The salesman who is on 
his toes the professional salesman 

will pay as much attention to the 
“after sale” as he does to his sales 
presentation. 

The value of 


the dealer or his salesman on an old 


a personal call by 


customer cannot be 
Don't be 


the job was completed six months 


overestimated. 

too choosy about whether 

or a year ago just ring the door- 

bell of one of your old customers. 

isk, “Is the new system my company 

installed operating to your complete 
>99 


satisfaction?” and note the reaction 


If there is any indication of any- 
thing wrong, an immediate adjust 
ment should be made, of course. If 
the customer is satished with every 
further 


of you, I suggest you ask permission 


detail and expects nothing 


to go to the furnace to “determine 


if anv minor adjustments are needed, 
to assure myself that the furnace is 
working to my company's expecta- 
tions, too.” The few minutes spent 
on such a call will not only enhance 
your reputation with the customer, 
it will keep your company’s name 
on his mind so that when he has 
the opportunity to recommend your 
services to a friend he will remember 
who vou are as well as that extra 


personal interest you provide. 


Professional Selling Pays 


We all know that price-cutting can- 
not stand up against quality instal- 
lations, and we need the impetus of 
professional salesmanship to drive 
this fact home to our heating and ait 
conditioning prospects. A dealer 
gains prestige by not meeting price 
to the extent that he must sacrifice 
quality, and the saleman who will 
stand in front of a customer and in- 
sist on giving quality equipment and 
workmanship will gain not only re- 


spect but also increased business. 


Influence Buying Decisions 


There are five basic decisions a 
prospect will have to make when he 
is considering buying heating and 
cooling equipment: 

1) Do I need the 

heating and cooling system? 

2) Which dealer should I select? 


3) Should I buy now or 


benefits of a 


wait ? 
1) How much should I pay for a 
-w heating or cooling system? 
5) What make furnace or cooling 
unit will do the best job for me? 
It is. of course, the salesman’s job 
to help his prospect reach these five 


Here 


salesmanship is required to steer the 


decisions. again, professional 
prospect into the decisions that will 
produce a sale of heating or cooling 
equipment. The professional  sales- 
man will have the answers to these 
questions worked into his sales pres- 
entation so all the problems are 
covered fully and the obstacles fall 
one by one. Once he has finished his 
sales talk and no other questions 


have arisen, the salesman should 


work in his testing process to see if 


he is close to making the sale. He 
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might say, “Mr. Jones, we have fully 
discussed the quality of the XYZ 
brand furnace. Have you any other 
questions you would like to have me 
clear up for you?” If your question 
reveals that any one of the basic 
decisions is not entirely made, a 
more complete discussion of that 
problem is called for. This process 
continues until the prospect is com- 
pletely satisfied and all five decisions 
have been made in your firm’s favor. 

Your selling plan must show the 
prospect, in language he can under- 


stand, the benefits you can assure 


AN EXAMPLE of how the 


him through ownership of modern 


heating and cooling equipment. 


Sell Benefits — Not Parts 


Engineers and service men may 
talk about the many parts, technical 
data and engineering applications 
among themselves, but the nuts-and- 
bolts discussion is taboo in the pros- 
pect’s living room unless the cus- 
tomer himself brings up a technical 
question. 

It is extremely important that if 


the salesman does not have the cor- 


recl answer to a technical question, 
he should not bluff his way through, 
but offer to obtain the answer from 
the engineering staff. The discussion 
about components should be restrict- 
ed to such topics as the relationship 
of the controls to the operation of 
the furnace. We are selling comfort 
and it is an established fact that most 
sales are consummated by sticking 
to the consumer benefits story. 

This series of articles on increas- 
ing business volume through various 
phases of sales promotion will be con- 


tinued next month. 








information de- 


Supplier Uses Test City Patterns in Dealer Promotions 





veloped from the “test dealer” sales promo- 
tion plan can be used came to light soon after 
the first report was published in the March 
American Artisan. 

When Charles R. Bennett, General Manag- 
er, Armstrong Heating Supply Co., Chicago, 
read the report he ordered additional copies 
for each of his salesmen. While awaiting de- 
livery of the extra Artisans, Mr. Bennett 
formulated plans for building his next sales 
meeting around the material presented in the 
article which showed how the program 
helped Walt Stevenson, the Terre Haute, 
Ind. dealer who followed the plan through 
1955, increase his profits nearly 40 percent. 

During the sales meeting, Mr. Bennett in- 
structed his salesmen in how they could work 
with dealers in their territories to help them 
follow the test city sales promotion program. 
It was decided that each of the company’s 
seven salesmen would select three dealers and 
work out a plan whereby the cost of the pro- 
gram (if followed according to the plan) 
would be shared equally by the dealer and 
the Armstrong Heating Supply Co. 

The sales promotion program planned by 
Armstrong Heating Supply Co. includes the 
use of neighborhood newspaper advertising 
rather than advertising in a daily newspaper 
that blankets the entire city of Chicago. At 
first, the strongest effort is to be placed on 


DEALER PROMOTION ideas, patterned after test 
city campaign, are discussed by Charley Bennett 
and his salesmen before launching cooperative pro- 


gram for company’s dealers 


increasing the business in the replacement 
market; later plans will include development 
of the summer cooling market. 

The program will include steps similar to 
those followed by Hoosier Heating and Sheet 
Metal, Inc. (test dealer) in selecting its most 
favorable media for developing leads. Sam- 
pling tests will be used for determining which 
of the media are most effective in the dealer’s 
particular area. The sales promotion pro- 
gram will include neighborhood newspaper 
ads, publicity releases, phone canvassing, di- 
rect mail, a cleaning service offer and a free 
gift offer. 

Regular sales meetings will be held by the 
Armstrong Heating Supply Co. to guide the 
wholesaler’s salesmen in their follow-through 
on this sales building program. 
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| Individual Sections Add Up To 


2 Sturdy Stainless Steel Counter 


. . . for small shops. Sections add 

rigidity, permitting use of lighter gage metal. 
Special cardboard filler prevents 

buckling and denting of top panel 


LAUNDRY AGENCIES, lunchrooms, bakery goods siores resistance to dents. Expensive fabricating procedures 
and many other small business establishments serving have been eliminated as far as possible. 
the public need stainless steel counters which will not The counter shown in Fig. 2 is made of three individual 
buckle under heavy loads and will not dent when side sections. The panels can all be exactly alike or can be 
panels are subjected to minor blows. altered to meet the needs of the individual store. As 
One sheet metal shop has developed a stainless steel shown in Fig. 2, the right and left sections differ only 
counter that is joined together from individual sections in the direction in which the compartment door swings; 
(Fig. 1), providing rigidity and extra support for the the center section contains a drawer and uses a drop 
top panel so that lighter gage metal may be used. A door. 


cardboard filler also is used for additional rigidity and The fabrication process for each section, with the 
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3 CONSTRUCTION DETAILS of the leg (/eft), the rear post (shown with counter top, 
center) and the drawer support (right) show that wherever possible, simple, economical 


fabricating processes are used 


exception of the rear (the open side), is the same. ‘The 
18 in, wide sections, bolted together, determine the length 
of the completed counter. The last step is attaching the 
top, which is made in one piece to cover as many sections 


as can be conveniently joined. 


How Counter Is Fabricated 


To fabricate the section frame (Fig. 1), stainless 
steel sheets of 0.03 in. thickness (22 gage) are used. 
The top is made of 0.047 in. (18 gage) stainless steel. 
Due to the difference in height and depth of the various 
styles of counters that can be fabricated in this manner, 
no dimensions other than the section width (18 in.) are 
given here. The section frame is formed in the brake, 
allowing 18 in. for the front of the counter and 2 in. 
for each of the two rear posts. 


2 in. wide. 


The top flanges are also 


Details of the leg construction are shown in Fig. 3, left. 
The rear post (shown with details of the counter top 


in Fig. 3, center) is formed by bending the metal so that 


HOW TO WELD 


OXxyY-ACETYLENE welding of sheet aluminum can often 
be a tedious operation because it is not easy to see the 
reaction of aluminum to heat; aluminum oxide, which 
forms on the metal, also presents a problem in obtaining 
good fusion, according to Tips, a quarterly publication 
of Linde Air Products Co. 

Aluminum has a low melting point, becomes weak 
when heated, does not change color when it begins to 
melt, and conducts heat rapidly. Since heat is conducted 
rapidly in aluminum, a fairly large welding flame is 
needed to raise the metal to melting temperature. In 
most cases the same flame size used for welding steel of 
the same thickness is satisfactory. Placing asbestos 
sheets on either side of the sheets to be welded will re- 


duce the amount of heat loss. The low melting point, 


combined with the lack of color change, makes it diffi- 
cult to tell when the metal is ready to weld. Too much 
heat causes distortion and may even burn holes in the 


sheet. The weakness of aluminum when heated often 
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a 14 in. lip is left to act as a stop for the doors and a 
fastening lip for the upper and lower horizontal filler 
braces. This 14 in. lip is recessed 14 in. inward from 
the face of the post, which is 1 in. wide. 

The top is laid over whatever number of sections is 
to be covered. An additional 614 in. is added at each 
end to the overall length of the sections to allow for the 
trim and fastening lip. 

A cardboard filler (14 in. deep) is laid over the top 
of the sections before the stainless steel cover is placed 
in position. The cardboard, as has been mentioned, 
serves a twofold purpose. It is designed to act as a 
shock absorber, preventing dents from minor blows that 
occur in everyday usage. It also adds rigidity to the 
cover, eliminating buckling, which frequently occurs 
in cases where long sheets are not fastened between the 
ends. 

Fig. 3, right, shows the dimensions and shaping ar- 
rangement for the drawer support. The drawer and 
doors are fabricated in the usual fashion. 


ALUMINUM SHEET 


makes it necessary to support the parts throughout weld- 
ing to prevent distortion. Carbon blocks, paste or rods; 
asbestos paper; c-clamps; or a vise are among the ma- 
terials and tools that can be used for support. 

Aluminum oxide gives aluminum its resistance to cor- 
rosion. It forms a heavy, thick skin on the surface of 
the metal with a melting point higher than that of alumi- 
num itself. This oxide can be removed by using alumi- 
num flux which combines with the oxide to form a fusi- 
ble slag that floats on the weld puddle. During welding 
this slag can be removed with a paddle made from weld- 
ing rod. 

The amount of oxide formed can be reduced if all 
grease, dirt and oil are cleaned from the metal. Clean- 
ing aluminum becomes an easy job when steel wool or 
a wire brush and hot water are used. A caustic wash- 
ing compound can be used to remove grease that has 


dried hard. 





Now, What About 


Evaporative Cooling 


in Humid Climates? 





It’s not to be overlooked in any climate, 
says the author, if the relationships of 
relative humidity, air temperature and 
air movement are understood and prop- 


erly used 


By R. S. Ash 


International Metal Products Co. 


“It’s NOT THE HEAT. but 


the 


the humidity” is a common 
And this 


cliche uppermost in their minds, many people rule out 


statement during summer months. with 


evaporative cooling except for what they consider to be 
the excessively dry, sun parched desert areas of the south- 
west. The amount of hearsay spoken and published about 
humidity has brought one of the most common miscon- 
ceptions ol evaporative cooling. 

First, let us look into the matter of humidity. If a bow] 
of water is placed in a closed, airtight test room, wate 
will evaporate for a time. Eventually, however, evapora- 
tion will cease. When this state is reached. the air in the 
test room contains all the water it can possibly hold at 
the existing temperature. It is said to be saturated. At a 
temperature of 68 F, if the air in a test room 15 20> 
10 ft is saturated, it contains, in the vapor form, about 
a quart and a half of water. If the air temperature of the 
room is raised, the air will be able to hold more water. 
and more will evaporate from the bow! until the air be- 
At 90 F, this 


same room would contain about three quarts of water, 


comes saturated at the new 


temperature. 


if the air were completely saturated. 


TEMP. In DEG F 


in PERCENT 


2 6 © 612M 2 4 6 8 


PM. AM. 

1 DIURNAL TEMPERATURE and relative humidity 
range from +90 F to +75 F and from +43 to +81 re- 
spectively during representative summer day in Okla- 
homa City 
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RM. AM: 

2 DAILY MARCH of humidity in Panama is from sat- 
uration point around midnight to 63 percent at heat of 
the day 


Fortunately for our comfort, the air in rooms used 
for living quarters or commercial purposes is never satu- 
rated: that is, it can always take up more water. Also. 
it is never competely dry. So we find it necessary to de- 
vise a way to describe the intermediate condition. Such 
a measure is relative humidity. By relative humidity, 
we mean the percentage of the air’s capacity for holding 
water that is actually utilized at any specific temperature. 


When we 


midity) is 50 percent, we understand that the air con- 


read that the relative humidity (or the hu- 
tains only half as much moisture as it would contain if 


it were saturated at that temperature. 


Relative Humidity Is Temperature Factor 


Thus, the relative humidity of the air depends upon 
the air temperature. Suppose on a cold foggy day. when 
outside air is practically saturated, we were to bring 
some of the damp air into the house. Since the air in- 
doors is maintained at a higher temperature than that 
out of doors, the relative humidity in the house conse- 


(Continued on page 110) 
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R. H. L. Becker 
Managing director of OHI 





G. H. Hochstein 
OHI's president 


Fred E. Weldon 


Convention chairman 


R. S. Bohn 


Chairman, Show Committee 








Guide to the 1956 


OHI Convention and Exposition 


A LOOK BEYOND present horizons has 
been promised the oil heating in- 
dustry at the 34th annual Oil-Heat 
Institute convention and exposition 
scheduled for June 11-15 in New 
York Fred 


Weldon, convention and exposition 


City’s new coliseum. 
chairman, promises the program will 
be the most constructive ever offered. 
Convention sessions will include re- 
ports, panel discussions, technical in- 
formation and selling programs that 
should point the way to larger busi- 
ness volumes than ever handled by 
the industry in the past. 
Convention sessions have been 
scheduled only during morning hours 
(9:30 to 12:30) 


interfere with the exposition hours 


so they will not 


which are scheduled Monday through 
Friday beginning at 1:00 p.m. 


Program Tailored to ““Needs” 


Session committees have developed 
programs that will appeal to all seg- 
ments of the industry and to those 
associated with it through their own 
specialties. This means that dealers, 
contractors, salesmen, engineers, 
architects and builders should find 
subjects covered that will make their 
work easier and more profitable. 

One of the programs scheduled 


has every prospect of being the high- 


100 


light of the convention. It is an hour- 
and-a-half Round Table discussion to 
be held in the ballroom of the Park 
Sheraton on Wednesday, June 13, 
where 15 topics are to be covered 
at individual tables. Each table will 
be captained by a chairman well 
versed in the subject under discus- 
sion. The round table discussions will 
deal with problems encountered by 
dealers, such as servicing, installa- 
tion, distribution, record keeping and 
Those 
more than one topic can move from 
table to table. 


many others. interested in 


Films Tell Selling Story 


A premiere showing of a specially 
prepared color television film for con- 
sumer promotion of automatic heat- 
ing is also scheduled for Wednesday 
at 11:40 a.m. This film is scheduled 
to be booked for showings on more 
than 300 television stations and will 
effectively tell the story of advan- 
tages of heating with fuel oil. The 
film, entitled “House Warming 
Party,” is the first national promo- 
tional piece developed for this in- 
dustry. 

Four dealer-members of the Oil- 
Heat Institute are starred in another 
film scheduled for Thursday morn- 


ing. Business practices as followed 


by these four dealers will be ex- 
plained and elaborated upon. The 
film will show how the mechanizing 
of office procedures, such as account- 
ing and billing, can reduce operating 


costs. 


Discuss Air Conditioning 


Air conditioning comes in for its 
share of attention also on Thursday 
morning when a panel discussion on 
this subject will bring out the points 
of view of salesmen, engineers, deal- 
ers, wholesalers and manufacturers 
regarding the selection, installation 
and servicing of equipment for resi- 
dential and small commercial build- 
ings. 

The “Old Timers” will 
jamboree on Tuesday evening at 6:00 


hold a 


p-m. Over 300 members of the aux- 
iliary are expected to attend the 
affair. 





EXPOSITION HOURS 
The exposition will be open: 
Mon., June 11 1:00- 10:00 
Tues., June 12 1:00- 10:00 
Wed., June 13. 1:00- 10:00 
Thurs., June 14 1:00- 10:00 
Fri., June 15 1:00- 6:00 
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Sunday. 


1:00 - 3:00 Show 


Registration 


Committee. 
Desk 


Com- 


p-m. 
Coliseum 
3:30-5:00 


mittee. Sheraton 


p.m. Convention 


Room 


Vonday. iT . | I 


9:00 - 10:00 a.m. Retiring OHI Ex- 
ecutive Committee 

11:00 a.m. 
Board of Directors 
12:00 Annual 
Meeting 

3:00 


10:00 - OHI 


Retiring 


11:00 - OHI 


a.m. 


1:00 - p.m. Annual Meeting 


Accessory Division 


1:00-3:00 p.m. Annual Meeting 


Technical Division 
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1:00 - 


1:00 


3:30- 


6:00 


Booth Layout 
Coliseum 


New York City 


American Artisan’s Booth 


153 No. 


153 


See listing of booths, pages 102-106 





2:30 


Distribution Division 


p.m. Annual Meeting 
- 3:00 p.m. Commercial-Indus- 
trial Engineering Committee 
- 3:30 New 
Division Executive Committee 
New 
Division Board of Directors 
- 9:30 p.m. New OHI Board of 


Directors Dinner 


p.m. Distribution 


5:30 p.m. Distribution 


Puesday, June 12 


9:00 


10:00 


10:30 


12:15 
6:00 


- 10:15 OHI 


turer Division Breakfast 


a.m. Manufac- 

- 12:00 a.m. Engineering-Tech- 
nical Conference 

- 12:00 a.m. Domestic Equip- 
ment and Accessories Manu- 
facturing Conference 

- 2:00 p.m. New Member Party 
- 11:00 p.m. Old Timers Jam- 


boree 














Wednesday, June 13 


9:30-11:35 am. Dealer Manage- 
ment Conference 

10:00 - 11:45 
dustrial Symposium 


11:40 a.m. - 12:20 p.m. T.V. Film 


a.m. Commercial-In- 


June l 1 
9:30 - 10:20 


ment 


Phursday. 


a.m. Dealer Manage- 

Conference 

10:25 - 10:55 a.m. Technical Discus- 
sion Session 

11:00- 12:00 a.m. Air Conditioning 
Panel 

1:00-2:00 p.m. Luncheon, held at 
Sheraton-Astor Hotel, Times 
Square (Grand Ballroom 
Suite) 

2:00 - 2:30 p.m. Awards 

2:30-3:00 p.m. Nationally known 


guest speaker 





EXPOSITION 


Here are the names of the exhibitors who are scheduled 
for the National Oil-Heat and Airconditioning Exposi- 
tion, per latest advice at press time from the exposition 


management. Those listed with information on the prod- 


ACE ENGINEERING CO., 1445 W 
Chicago 8, Ill.—Booths 264-265 


ACME VISIBLE RECORDS, IN¢ 
Booth 240 


, Crozet, Va 


AKRON RUBBER CO., 53 Warren St., New 
York, N.Y Booth 410 
atte ‘ 
C. N. Hart 
Exhibiting 


1 cleaners 


New Product Hea 


ALDRICH CO., Wyoming, Ill.—Booth 209 
I attendance P. M. Stephenson, B. Mulder 


Exhibiting Heat-Pak w pressure steel boiler 
" biol aver 


ner nit 


ALLIED TANK TRUCK EQUIPMENT CO., 
24th & Brown Sts Philadelphia 30, Pa 
Booth 532 

In attendance Da 

Maxwe 


Tank 


ALSTROM CORP 790 | 176th St 
York 60, N.Y Booth 348 
attendance: John A, He 
PI 


AMERICAN ARTISAN, 6 N. Michigan Ave 
Chicago 2, Ill Booth 153 

In atter 
Jack 

Cl 


AMERICAN-STANDARD AIR CONDITION 
ING DIV wo W 10th St New York 18 
N. ¥ Booth 224 

attendane I < H. Baker 


AMERICAN STANDARD PLUMBING AND 
HEATING DIV., P. O. Box 1226, Pittsburgh 
30, Pa.—Booth 226 
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EXHIBITORS 


1Sth St., 


(See layout of exhibit hall on page 101) 


BACHARACH INDUSTRIAL INSTRUMENT 
CO., 7301 Penn Ave., Pittsburgh 8, Pa.— 
Booth 152 

In attendance: R. Ulrich, Joseph Palmer, Johr 
W. Smith 

Exhibiting: Air measurement service 
bustion testing kits, vaporizing bu 
ng kit, temperature and operation rec 
sling psychrometer filter gage Mono 
CO detection system 

New Products 
ture recorder, 


detector 


Tempscribe remote tempera 


Monoxe carbon monoxide 


BELL & GOSSETT CO., 8200 N. Austin Ave., 
Morton Grove, Ill.—Booths 311-312-313-314 
attendance: R. E. Moore, R. A. Pattersor 
W. A. Boone, A. B. Meeg, Frank Gall, J. H 
Hanley, J. A. Ivester, Richard Markel, W. S 
Warner 


Exhibiting: Heating and 


BOSTON MACHINE WORKS CO., 7 Willow 
St., Lynn, Mass.—Bwoths 334-335 
In attendance: Ralph L. Dennis, I. M. Nelsor 
H. Cutter Walters Tony Torris Edward 
Priest, Gordon Chapman, Howard Nunnall 
Walter Briggs, Jack Trac Burt Vickery, Ma 
tin Geraghty, T. D. Walst 
Exhibiting Apthorp True 
Instant-Glo combustior 
owt combustior 
tank gage, draft stabiliz 
wrench, nozzle kits 
Boston Breese he 
tion head Hang-Dow 


New Prod Draft stat 


BRYANT DIV., CARRIER CORP., 48 Monu- 
ment Circle, Indianapolis 4, Ind.—Booths 133 
134 

attendance: Philip ¢ Kosc 
kell, Les Walder 
Exhibiting: Oil-fired 


equipment 


BURNHAM CORP BOILER DIV., 2 Main 
Sc., Irvington, N. Y.—Booths 247-248-249 
ce: V. A. Good, | 
Murray, J W. H. Samsor 
H. Doscher, M. C. ¢ 
Rat Pp 
Exhibiting Base-Ra 
Pace-Pak’’ packaged 
maker and Pace-King 
Away cooling nit 
New Products Pace-King 
Away Air « ed mpre 


BURROUGHS CORP., 6071 Second Ave 
troit 32, Mich.—Booth 333 

In attendance: New York bra 

Accountir mact 


Exhibiting 
sosting and sales dist 


Micro-Twin'’ microfils 


CLEAVER-BROOKS CO., 326 E. Keefe Ave 
Milwaukee 12, Wis.—Booth 262 
attendance: W am DeMut! Howard 
Cx Mel W Frank Wymbs, W. C. Gilber 





AND THEIR EXHIBITS 


ucts they will exhibit and the names of representatives 
who will be in attendance furnished these details direct 
to the publisher. With the booth numbers and the diagram 
of the exhibit hall, exhibitors are easily located. 


Exhibiting: Oil burners, combination oil-gas 
burners, No. 6 oil burning unit 


New Products: No. 6 oil burning unit 


CLEVELAND FUEL EQUIPMENT CO., 1111 
Brookpark Rd., Cleveland 9, O.—-Booth 329 

In attendance: Norman F. Hahn, J. C. Wein 
berg, J. P. Metz, O. A. Reiter 

Exhibiting: Indicating instruments, furnace pres 
sure regulators, combustion controls, air safety 
switches, indicators and controls, panel boards 


and control cabinets 


COLLIN STREET BAKERY, P. O. Box 836, 
Corsicana, Texas—Booth 318 
In attendance: Mr. and Mrs. J. Dave Walker 


Exhibiting: Fruit cakes 


COLUMBIA BOILER CO. OF POTTSTOWN, 
Box 230, Pottstown, Pa.—Booths 141-142 

In attendance: A. J. Loughney, F. I. Boarman 
R. W. Boarman, John G. Howley, E. J. Gal 
agher, W. Garry, E. Beswick, R. Flora, V 
Beno, J. Meade 

Exhibiting: Steel high and low 


| irners, baseboard radiation 


COMBUSTIONEER DEPT., STEEL PROD- 
UCTS ENGINEERING DIV., KELSEY- 
HAYES WHEEL CO., 1205 W. Columbia Sr., 
Springfield, O.—Booths 119-120 

attendance: H. \W Shirey, O. J. Puckett 
H. McCoo! 
Exhibiting: High and low pressure 
l-fired furnaces, autumatic humidifiers 
New Products: Oil-fired furna 


COMMERCIAL FILTERS CORP., 2 Main St., 
Melrose 76, Mass.—Booth 453 

In attendance: E. S, Stanley, H. C. Cor H 
A. Wilsor 

Exhibiting Fulflo’’ oi 
hiters, truck loading platforms 

New Products: Visual efficiency den 


burner hiters, tr 


CRANE CO., 836 §. Michigan Ave., Chicago 5, 
Ill.—Booth 534 
In attendance: ( Towner, George 
Jr J. F. Wise 
Exhibiting: Heatir 
Sunnyday 


Bergeron 
air conditi 
packaged 


baseboard 


CRISE CONTROLS DIV., ACRO MFG. CO., 
2040 E. Main St., Columbus, O.—Booths 135- 
136 

attendance: E. V. Bishoff,. L. R. Preslan, W 
M. Sheehar T. A. Smit R. V. Clark, F 
J. McCloskey 
Exhibiting: Heating contr 
New Products: Zone 


mostats, limit control 
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CROTTY MFG. CO., 133-15 35th St., Flushing, 
L. I., N.Y.—Booth 344 


DAVIS ENGINEERING CORP., 1064 E. Grand 
St., Elizabeth, N. J.—Booth 215 

In attendance: R. Lisson, M. Savoy, T. Bancala, 
W. Lampe, S. Dvorak, L. Nigro, C. Smith, R. 
Daubner 

Exhibiting: Industrial fuel oil heaters, suction 
tank heaters, gas fired fuel oil heater, oil leak 
detection system 


New Products Thermofilm’’ fuel oil heater 


DECKER BROTHERS, 300 Lincoln Ave., Haw- 
thorne, N. J.—Booths 109-110 


DEGREE DAY SYSTEMS, 39-30 58th St., 
Woodside 77, N. Y.—Booth 522 

In attendance: E. S. Bergman, S. S. Bergman 

Exhibiting: Forms for degree day systems, steel 
filing cabinets 


DELAVAN MFG. CO., 811 
Des Moines, lowa—Booth 544 

In attendance: D. T. Morgenthaler, William J 
Thurston, Lee J. Beardsley, C. K. Elder, John 
Elder, H. L. McNally, E. O. Olson, R. E. 
Keene 


4th St., West 


Exhibiting: Oil burner nozzles, flame inspection 
mirrors, nozzle service kits, nozzle changer, 
nozzle boxes, nozzle racks. 

New Products: Type ‘“W’"’ 
kit. 


nozzle, serviceman’s 


DELCO PRODUCTS DIV., GENERAL MO- 
TORS CORP., 329 E. First St., Dayton 1, 
O.—Booths 116-117 


DELTA HEATING CORP., 1 Cole St., Tren- 
ton 8, N. J.—Booth 236 

In attendance: W T 
Sowinski 


Goldsmith, Stanley A. 


Exhibiting: Furnaces, fuel burners 
ing equipment 


summer cool 


New Products: Direct fired unit heater 


DETROIT CONTROLS CORP., 5900 Trumbull 
Ave., Detroit 8, Mich.—Booth 223 


DIELECTRIC PRODUCTS CO., INC., 125 Vir- 
ginia Ave., Jersey City 5, N. J.—Booth 147 


In attendance: Henry Carey, Phil Krueger, Ted 
Roman, Leon DiNicola 


Exhibiting: Oil burner ignition electrodes, igni 
z 


tion cable, bus bars and fittings, stack relay 


helix coils, pu gaskets, transformer bush 
ings. 
New Products: Adaptor 


for electrodes 


and protective bushings 
transformer nuts 


THE DOLE VALVE CO., 1933 Carroll Ave., 
Chicago, Il!.—Booths 341-342 


ECKHART MFG. CO., INC., 931 Lehigh Ave., 
Union, N. J.—Booths 432-433 

In attendance: Arnold Eckhart, Sr., Arnold Eck 
hart, Jr., Walter E. Eckhart, William D. Bos 
well, C. H. Lyons 

Exhibiting: “Silent Korth’’ 
ities, 0.75 to 20.0 gph) 


burners (capac 


New Products: Improved combustion head for 
oil burners up to 3.0 gph 


ECONO PRODUCTS CO., ING 
Conn.—Booth 550 


.. East Haddam, 


In attendance: John F. Glump, William Her 
man, J. D. Wilson, Irwin Schulberg. 

Exhibiting: Hot water circulators, float type low 
water cutoffs, steam and water air valve, mani 
folds, alarm systems, flow valves 

New Products Electro-Larm”’ low water cut 
ott, hot water circulators 


EDDINGTON METAL SPECIALTY CO., P. O. 
Box K, Eddington, Pa.—Booths 250'/2-251-252 
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ELECTRIC FURNACE MAN INC., Emmaus, 
Pa.—Booths 351-352 

In attendance: W. A. Thoresen. 

Exhibiting: Oil-fired boiler units, oil-fired fur- 
nace units, conversion burners. 


New Products: Oil-fired boiler line. 


ELECTRONICS CORP. OF AMERICA, COM- 
BUSTION CQNTROL DIV., 718 Beacon St., 
Boston 15, Mass.—Booths 211-213 


EMERSON ELECTRIC CO., 8100 Florissant 
Ave., St. Louis 21, Mo.—Booth 343. 


EMERSON RADIO & PHONOGRAPH CORP., 
14th & Cole Sts., Jersey City, N. J.—Booths 
346-347 


EMPIRE CHEMICAL PRODUCTS CO., 10 
Longworth St., Newark 2, N. J.—Booth 353 

In attendance: Micky Travisano, Al Berger, Ted 
Galayda, Jess White, Fred Sevison 

Exhibiting: Domestic and industrial vacuum fur- 
nace and boiler cleaners 

New Products: 55 gal industrial vacuum cleaner, 
domestic furnace cleaner. 


EUREKA WILLIAMS DIV., HENNEY MOTOR 
CO., INC.—1201 E. Bell, Bloomington, Ill.— 
Booths 137-138-139-140 


FEDDERS-QUIGAN CORP., HEATING DIV., 
Hancock & Lalor Sts., Trenton, N.J.—Booth 
115 

In attendance: T. L. Arnold, J. D. Daly, J. 
Quigley, J. Weeden, J. Zoning. 

Exhibiting: Residential boiler, model “‘L’’ base 
board, convectors, remote heating and cooling 
unit. 

New Products: Combination fire tube and water 
tube boiler 


FIELD CONTROL DIV. OF H. D. CONKEY 
& CO., Mendota, Ill.—Booth 246 

In attendance: E. A. Field, C. W. Potter, Henry 
Remsberg, H. J. Potter 

Exhibiting: Furnace and boiler draft controls, gas 
controls, incinerator draft controls. 


New Products: 6 and 8 ir R-C’’ draft controls 


FITZGIBBONS BOILER CO., INC., 101 
Park Ave., New York 17, N. Y.—Booth 509 


GENERAL CONTROLS CO., PERFEX DIV., 
801 Allen Ave., Glendale, Calif.—Booth 244 

In attendance: J. Ray, F. Weldon, M. Eastin, 
J. McGuire, R. Horan, H. Cameron, B. 
Lerch, D. Barger, J. Crandley, D. Gallagher, 
I Hodgins, D. Horan, B. Kurrasch, D 
Shafer, G. Williams, B. Roecker, B. Allen, 
B. Darrah 

Exhibiting: Two piece recycling and non-recy 
cling burner mounted primary controls, 
matched thermostats, hot water and warm air 
limit control, oil valves, draft controls. 

New Products: Recycling stack control, two 
piece oil burner primary control 


GENERAL ELECTRIC CO., 1 River Rd., Sche- 
nectady, N. Y.—Booths 154-155-156-157 

In attendance: W. F. Brunner, J. E. Slavin, P. 
D. Fitzgerald, J. C. Crawford, D. J. Harring 
ton, R. D. Andrews 

Exhibiting: Fan and blower motors, room ther 
mostat, master control systems, indoor-outdoor 
controls, warm air limit switches, complete 


line of controls 


GENERAL ELECTRIC CO., HOME HEATING 
& COOLING DEPT., 5 Lawrence St., Bloom- 
field, N. J.—Booths 411-412 

In attendance: F. J. Van Poppelen, Joseph J 
Heffernan, Albert V. Lowe, John S. Beldon 
Eugene Gardner 





Exhibiting: Oil-fired furnaces, ‘‘Air-Wall’’ heat 
ing system, summer cooling equipment, con- 
version burners, oil-fired boiler, indoor-out- 
door control system, clock-radio heat control. 

New Products: ‘‘Air-Wall’’ heating system, 
summer cooling equipment, clock-radio heat 
control. 


GENERAL FILTERS, INC., 43800 Grand River 
Ave., Novi, Mich.—Booth 508 

In attendance: Robert G. Gregory, Roland A 
Redner, Robert P. Redner, Mrs. Grace Redner 

Exhibiting: Fuel oil filters, humidifiers, water 
traps for fuel oil tanks, soot remover. 


GENERAL FITTINGS CO., P. O. Box 151, East 
Greenwich, R. 1.—Booths 324-325 


GENERAL HEATING PRODUCTS CO., 7426 
State Rd., Philadelphia 36, Pa.—Booth 108 
In attendance: William H. Bunten, Paul H 

Bunten, Walter S. Wisniewski. 

Exhibiting: Oil-fired boilers, winter air condi 
tioners, baseboard and convector radiation, 
“Pre Pak"’ units. 

New Products: Boilers, winter air conditioners, 
baseboard convector. 


GERWIN INDUSTRIES, INC., THERMO- 
BASE DIV., 214 Spring St., Michigan City, 
Ind.—Booth 143 

In attendance: L. C. Cotts, Dick Cullom, Dan 
Lynch, A. L. Yeager. 

Exhibiting: ‘“Thermo-Base’’ extended baseboard 
air distributors 

New Products: Lever type damper for baseboard 
air distributors 


GILBERT & BARKER DIV., ESSO STAND- 
ARD OIL CO., 15 W. Sist St., New York 
19, N. Y.—Booths 148-149-150 

In attendance: W. Hazeltine, H. J. Lanyon, P 
S. Atkinson. 

Exhibiting: Oil heating equipment 

New Products: ‘‘Watchdog”’ 


summer cooling equipment 


control system, 


GROSS FURNACE MFG. CO., INC., 146 W. 
Fourth St., Salem, Va.—Booth 414 

In attendance: J. J. Gross, S. Gross. 

Exhibiting: Oil-fired furnaces 

New Products: Oil-fired gun type burner for 
shallow floor furnace, horizontal gun type 
burner for oil-fired furnace, 


GULF OIL CORP., P. O. Box 1166, Gulf Bldg., 
Pittsburgh 30, Pa.—Booths 337-338-339 


HAGO PRODUCTS, 1120 Globe Ave., Moun- 
tainside, N. J.—Booth 111 


SID HARVEY INC., 100 E. Mineola Ave., Val- 
ley Stream, L. I., N. Y.—Booth 525 

In attendance: Sid Harvey, Joseph R. Ziminski, 
A. A. Lazar, Robert C. Bernard, William C. 
Archer, John J. Deyo, Leslie W. Algar, M. 
P. Bernard, Peter P. Kollet, Henry Wollwerth, 
Walter L. Bernard, Leslie E. Lewis, Robert 
W. Mitchell. 

Exhibiting: Line of rebuilt fuel units, controls, 
motors, transformers, relays, pre-heaters. 

New Products: “E-G universal replacement 
transformer body, suspended unit pumper. 


HAYWARD OIL BURNER CORP., 86 Kirk- 
land S:., Cambridge, Mass.—Booth 449 


In attendance: Roland W. Campbell, Otto Mul- 
ler, Raymond Skladzier 


Exhibiting: Rotary atomizing burners in three 
sizes ranging from % to 12 gph 


New Products: Rotary burner units 


HEAT-TIMER CORP., 657 Broadway, 
York 12, N. Y.—Booth 220 





In attendance: Edward J. Zeitlin, Albert Fowler, 
Alvin Arnell, Howard Berger, Eugene Wolsk 


Exhibiting: Electronic heating control, heat re 
corder-totalizer, combustion control, electronic 

smoke alarm, vent radiator valves, thermo 

static radiator valves, main line vent valves 

motorized valves immersed motors 

New Products bot Eye combustion con 
trols, smoke dicating alarms 


THE HEIL CO., 3000 W. Montana St., Milwau- 
kee 1, Wis.—Booth 542 

In attendance: George Hochstein, John Huber, 
Alex Eunson, Warren Edwards, Lee Daniel 
son, Harold Wilkinson, Karll Mould, Fred 


Zwanzig 


Exhibiting: Lowboy, highboy and counterflow oil 
furnaces; pack 


aged oi! boiler; high and low 

pressure conversi« | burners; air cooled 
summer cooling 

New Products summer cooling 
equipment, cooling coil ng for eyaporator 
coil, oil-fired interflow fur 


naces 


HOMEWARD PRODUCTS CO., 34-20 S. W 
9th St., Des Moines, lowa—Booth 332 


JEFFERSON ELECTRIC CO., 25th & Madison 
St., Bellwood, Ill.—Booth 131 


S. T. JOHNSON CO., Church Rd., Bridge- 
port, Pa.—Booths 258-260 
attendance Dd I Johnsor A 
Robert P. Jol 
Harlache 
Raymon 
Exhibiting 


Dimick 
nstor Ww Lees, W. S 
, Frank Scalia 


and indus 
trial on | De r or ii-ga burning 
eq 


New Prod 


KAUSTINE FURNACE & TANK CORP., 1492 
Washington Ave., Perry, N. Y.—Booth 524 
In attendanc J I now, Sr J. B. Moll 
now, J R. E. Preine, Harry 

Oxenreide ed y olfe 


Exhibiti 


H. LIEBLICH & CO IN¢ W. 66th St., 
New York, N. Y Booth 219 

In attendance Hans Lieblict Murray Lieblict 
h, Robert Weiner 

in maintenance 


ping, boilers 


LINDY HEATERS ING 2370 Hoffman St., 
New York 58, N. Y Booth 523 

In attendance: Otto Lindy, Budd Lindy, Lawsor 
R. Mor G Wieland, Sandy 
Morty zer, Dav 


Silbersteir 
d Guttmar 
Saucer tankless heater 


heat exchangers 


MANVILLE BOILER CO INC., Stiger St., 
Hackettstown, N. J.—Booths 104-105 

In attendance: Benedict Mandelburg, Hervey I 
Mandelburg, Alex Frank, Edward P. Quick 
Richard A. Cavan 

Exhibiting Be 
diation 


200 Patterson Plank 


MARCOIL HEATER CO 
’ Booth 336 


Rd., Union City, N. J 


MARIETTA METAL PRODUCTS CORP., P 
O. Box 66, Marietta, Pa Booth 547 


Hancock, John (¢ 


A. M. MATTHEWS & CO., INC 
St., Orange, N. J.—Booth 452 


, 532 Freeman 
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In attendance: R. G. Matthews, W. G. Shan- 
non, Wallace Quimby, John Rinklin, Carl 
Bergman, James Hansen. 


Exhibiting: ‘‘Epi-Seal’’ resin process, armored 
storage tank, pipe repair, tank truck repair, 
weatherproof electrical wire splicing, repair of 
tankless heater. 

New Products: Armored storage tank, pipe re- 
pair, tank truck repair, weatherproof electrical 
wire splicing, repair of tankless heater. 


McDONNELL & MILLER, INC., 3500 N. 
Spaulding Ave., Chicago 18, Ill.—Booth 229 

In attendance: E. N. McDonnell, N. W. Swan- 
son, George La Roi, J. W. Ramsay, Howard 
Peary, Richard Berry 

Exhibiting: Boiler water feeders, low water cut- 
offs, pump controllers, liquid level regulators, 
relief valves 

New Products: High pressure pump control and 
low water cutoffs, low water cutoffs and boiler 
water feeders 


McGILLIS STONE BASE TANK LINER, 73 
Prescott St., Reading, Mass.—Booth 447 

In attendance: L. James DeWolfe, Helen B 
DeWolfe, Lawrence McGillis 

Exhibiting: Stone base tank liner, safety valve 
oil cap and adapters for fill lines on storage 
tanks 


THE MERCOID CORP., 4201 Belmont Ave., 
Chicago 41, Ill.—Booth 501 

In attendance: Hugh Courteol, J. W. Owens 
W. E. Jones, R. F. Fisher, W. K. Stauffer 
W. Colterjohn, Earl Sarson, John Shedder 
R. Martinson, J. Byrne, J. F. McCauley, J 
A. Johnson, R. Greene, F. W. Ayers 

Exhibiting Mercury switch equipped controls 

for heating, air conditioning, refrigeration and 

various industrial applications 


METALMASTER CORP., 66 Elm St., Newark 
5, N. J.—Booth 326 

In attendance: E. M. Peters, Ray Harnetiaux 
Warren DeLancey, Charles I. Bacheller 

Exhibiting: Oil burners 


New Products: High efficiency 


MINNEAPOLIS-HONEY WELI 
CO., 2753 Fourth Ave., S., 
Minn.—Booths 512-515 


In attendance: Paul B. Wishart, Tom McDon 
ald, Kent Wilson, Karl Schick, Tom Reed 
Herbert D. Bissell, Arnold Michelson, Fred 
Kaiser, Herbert Williams, William Brown 
William Dobie, Russ Keppel, Al Koch, Johr 
Dorsey, Gunnar Hayes, Charles Cochran, D 
J. Peterson, George Hoeffel, Hank Evans, Dor 
Grant 


REGULATOR 
Minneapolis 8, 


Exhibiting: Residential air conditioning controls 
zone control, electronic ‘‘Moduflow’’, ele« 
tronic flame safeguard controls, primary con 
trols, limit controls, ‘“Aquastat 
lays, thermostats. 

New Products: Round ‘‘Time-O-Stat,"’ ‘‘Aqua 
stat’’ switching relay combination, ‘‘R-478 
Protectorelay,’’ residential cooling panels 


switching re 


MONARCH MFG. WORKS, INC., 2501 E. 
Ontario St., Philadelphia 34, Pa.—Booth 517 

In attendance: T. W. Murphy, E. B. Frame, J 
M. Carroll, R. F. Stone, J. ¢ 
Cc. E. Fink 

Exhibiting: Oil burr 
sories 


Underwood, 


er nozzles and burner acces 


THE MORSE-SMITH-MORSE CO., 165 Dexter 
Ave., Watertown 72, Mass.—Booth 132 
Robert P. Johnston, John (€ 


Edward B. Lingel, Edward H 


In attendance 
Dieselman 
Ruppert 

Exhibiting: ‘'‘Firomatic fusible valves, non-fu 
sible valves, fuel oil filters, tank valves, tank 
filter valves, vent caps, thermal switches, fill 
boxes, fill caps, electric 
off 


probe low water cut 


New Products: Electric probe low water cutoff 





MOTOROLA COMMUNICATIONS & ELEC- 
TRONICS, 4501 Augusta Blyd., Chicago 51, 
Ill.—Booth 543 


OIL EQUIPMENT MFG. CORP., 169 Derby 
Ave., New Haven, Conn.—Booth 328 

In attendance: Arnold J. Alderman, Sidney J. 
Horton, Richard J. Duckwall. 

Exhibiting: “‘King’’ gages, “‘OEM’’ vent caps 
and fill boxes. 

New Products: ‘‘King’’ fill-alarm 


THE C. A. OLSEN MFG. CO., Elyria, O.— 
Booths 527-529 

In attendance: Edward P. Hayes, W. H. Olsen, 
James Crombie, James S. Garber, A. J. Ritter, 
E. J. Marre, Jr., J. P. Cullin, C. L. Grand 
staff. 

Exhibiting: Oil-fired year ‘round air conditioning 
units, air and water cooled add-on summer air 
conditioners, oil conversion burners. 

New Products: 5 ton year ‘round air condition 
ing unit; 2, 3 and 5 ton weatherized remote 
air cooled condensing units, counterflow year 
round unit 


J. V. PATTEN CO., 550 DeKalb Ave., Syca- 
more, Ill.—Booths 349-350 

In attendance: Don C. Patten, John H. Patten 

A. Boyle, Shepard Herman 

Exhibiting: Lowboy oil-fired furnaces, water and 
air cooled summer cooling equipment 

New Products: Lowboy oil-fired furnaces, water 
and air cooled summer cooling equipment. 


PENN CONTROLS, INC., 
Booths 123-124 

In attendance: Jack Searls, A. B. Barr, Robert 
Eichman, William Kasé, George Sander, R. 
H. Luscombe, James Garrett, A. Boyd Ralph, 
Philip C. Pestow, John McCaffrey, O. E. 
Johnsonbaugh, F. M. Halloran, Howard 
Costello. 


Goshen, Ind.— 


Exhibiting: Automatic controls for heating and 
air conditioning. 

New Products: Stack control, air conditioning 
control centers for heavy duty applications 


PETRO DIV., IRON FIREMAN MFG. CO., 
3170 W. 106th St., Cleveland 11, O.—Booths 
330-331 

In attendance: Jess R. Crews, James O'Donnell 
George Martinik 

Exhibiting: Rotary industrial burner, commercial 
and domestic burners 

New Products Rotary 
burners 


combination  gas-oil 


PREFERRED UTILITIES MFG. CORP., 1860 
Broadway, New York 23, N.Y.—Booths 217- 
301 

In attendance: J. S. Kaplan, W. H. Bohn, R 
G. Bohn, Joseph Arden, Arthur Swensen 

Exhibiting: Unit steam generator, horizontal 
rotary oil burner, draft adjuster, combination 
gas-oil burner, pump and heater sets, oil 
burning accessories. 


New Products: Water wall extension front. 


PRICE & RUTZEBECK, P. O. Box 30, Hay- 
ward, Calif.—Booth 454 

In attendance: John D. Rutzebeck, William A 
Crosbie, Earl T. Peck, Charles E. Mangieri, 
Richard Weigert 

Exhibiting: ‘‘Planetor’’ feed boring bits, “Grips 
Rite’’ angle head, angle saw 


PULLMAN VACUUM CLEANER CORP., 25 
Buick St., Boston 15, Mass.—Booth 151 

In attendance: Robert J. Berns, Edgar A 
Green, Harold Goodwin, Alex McCall 

Exhibiting: ‘“‘Never-Clog’’ boiler and furnace 
vacuum cleaner. 


New Products: ‘‘Never-Clog”’ secondary filter 


PUROLATOR PRODUCTS, INC., 970 New 
Brunswick Ave., Rahway, N. J.—Booth 238 
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In attendance: George H. Owens, Gerard W. 
Ahrens, A. K. Lawrence, Robert A. Weber. 

Exhibiting: Fuel oil filters, filter replacement 
elements, boiler water filters, fuel and water 
separators. 

New Products: Micronic replacement elements 
for fuel oil filters, boiler water filters, fuel 
and water separators 


QUIET AUTOMATIC BURNER CORP., 33-35 
Bloomfield Ave., Newark 4, N. J.— Booths 
421-422 

In attendance: J. G. Kaveny. Joseph Prince, 
George Stern, Ed Hill, L. F. Flamm. 

Exhibiting: Oil burners, furnaces, oil heating 
equipment. 

New Products 
burner unit 


Quick Heat'’ packaged boiler- 


QUIET MAY DIV., PENN BOILER & 
BURNER MFG. CO., Fruitville Rd., Lan- 
caster, Pa.— Booth 315 

In attendance: R. W. Payton, J. O. Miller, E. 
R. Schuelke, F. R. Gifune 

Exhibiting: Oil heating equipment, summer 
cooling equipment 

New Products: Warm air furnaces, boilers, com 
bination heating-cooling unit 


RCA, Front & Cooper, Camden, N. J.—Booth 
310 


RADIANT UTILITIES CORP., 8817 18th Ave., 
Brooklyn 14, N. Y.—Booths 320-321 

In attendance: Arthur A. Marcus, J. 
Julius S. Goldberg 

Exhibiting: Oil burners, oil-fired water heaters, 
sump pumps, laundry tray pumps, winter air 
conditioners. 

New Products: Glass and copper lined oil-fired 
water heaters. 


Bloom, 


RAYFIELD-STAFFCO BURNER CO., INC., 
2066 S. Canalport, Chicago 8, IIl.—Booth 340 

In attendance: Fred Ravnsbeck, Fred W. Ravns- 
beck, T. J. Connor, E, A. Freudiger. 


Exhibiting: Rotary oil burners, gun type burners 


RAY OIL BURNER CO., 1301 San Jose Ave., 
San Francisco 12, Calif.—Booth 218 


REIF-REXOIL, INC., 37 Carroll St., Buffalo 
3, N. Y.—Booth 545 

In attendance: R. A. Sanderson, J. H. Brock- 
way, H. F. Robinson, H. G. Greene. 

Exhibiting: Oil burners, warm air furnaces, 
boiler-burner units, hot water heaters. 


New Products: Oil burner (0.5 to 1.5 gph). 


REVCOR, Carpentersville, Ill.—Booth 221 

In attendance: John Reichwein, Joseph Koch- 
evar, Robert McCall, Richard Trumble, 
Michael Fabbri, 

Exhibiting: Blower wheels, housings, venturi 
rings. 

New Products ‘“Blastaire’’ blower wheels, 
backward curved bladed blower wheels. 


RHEEM MFG. CO., 7600 S. Kedzie, Chicago, 
Ijl.—Booths 423-424 

In attendance: R. B. Gilbert, Runo Anderson, 
Walter C. Blatt, Jr., James H. Curfman, 
John B. Meyer, Paul J. Fetzek 

Exhibiting: Highboy, lowboy and counterflow 
oil-fired winter air conditioners; summer cool- 
ing equipment, 

New Products: Oil-fired winter air conditioners 
and summer cooling equipment 


RICHMOND RADIATOR CO., 16 Pearl, 
Metuchen, N. J.—Booth 548 


In attendance: John J. Hail, George B. Chand 
less, Jr., L. S. Maehling, R. C Shelton, 
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A. E. Cohen, J. W. Shea, Harold Zeamer, 
R. N. Barratt, W. G. Davis, J. B. Felton, 
T. C. Gillen. 

Exhibiting: Warm air heating units, oil-fired 
boiler, central cooling unit. 


ROCHESTER MFG. CO., INC., 100 Rockwood 
St., Rochester 10, N. Y.—Booth 415 

Hastings, John W. Ker- 
shaw, William J. Debler, Sr., William J. 
Debler, Jr., Daniel Freedman, S. Skner, 
Martin Brown, P. N. Grant, J. M. Brown. 

Exhibiting: Liquid level gages; oil burner 
test kits; high temperature, regular and in- 
dustrial thermometers; vacuum and pressure 
gages. 


In attendance: C. I 


S O S$ PRODUCTS CO., INC., 346 Cumber- 
land St., Brooklyn 38, N. Y.—Booth 448 

In attendance: G. G. French, J. Gitler, I. S. 
Piyor. 

Exhibiting: Chemicals, refractories, combustion 
chambers, baffles. 


SCAIFE CO., TIMKEN SILENT AUTOMAT- 
IC DIV., 26 Ann St., Oakmont (Pittsburgh 
District), Pa.—Booths 205-207 

Watres, M. F. 
J. Morro, T. J. Callahan, T. D. McCarthy, 
S. T. Ramey, R. E. Loebell, W. J. Chappell, 
F. M. Jordan, A. V. Murray, T. A. Crawford, 
C. E. Johnson, E. H. Haugen. 

Exhibiting: Automatic oil furnaces, conversion 
burners, air conditioning equipment. 

New Products: Air coolers. 


In attendance: C. E Robbins, 


SCULLY SIGNAL CO., 174 Green St., Mel- 
rose 76, Mass.—Booths 126-127-128 

In attendance: Frank P. Scully, Sr., Carl God- 
dard, William Rowell, Robert Scully, Arthur 
Gray, Harold Forrest. 

Exhibiting. ‘‘Ventalarm’’ signal, gages, oil de- 
livery nozzle, oil hose swivel, ‘‘Throtlator,”’ 
spouts, safety vent caps, electrode gage kit. 

New Products: ‘“‘Unifil’’ system (tight connec- 
tions for oil delivery), ‘‘Falesafe’’ monitor. 


SHELL OIL CO., 50 W. 50th St., New York, 
N. Y.—Booths 106-107 


SILENT-FLAME MFG. CO., 807 Zerega Ave., 
Bronx 61, New York, N. Y.—Booth 250 


SINCLAIR REFINING CO., 600 Fifth Ave., 
New York 20, N. Y.—Booths 419-420 

In attendance: R. H. Nightingale, J. T. Hughes, 
W. P. Hallacy, A. G. Withers, C. A. Rich- 
nond, S. Smythe, J. P. Canning, C. R. 
Haughey, J. A. Gaddis 


Exhibiting: ‘‘Superflame’’ fuel oil. 


SKUTTLE MFG. CO., 150 W. Summitt, Mil- 
ford, Mich.—Booth 145 

In attendance: R. W. Geisler, K. M,. Four 
nier, J. A. Webster, G. J. Selby. 


Exhibiting: ‘‘Vapoglas’’ humidifiers. 


SLANT-FIN RADIATOR CORP., 87-49 130 
St., Richmond Hill 18, N. Y.—Booth 413 

In attendance: Al Buschel, Milton Brooks, 
Les Ogrin, Art Appelbaum, Harold Susswein. 

Exhibiting: Commercial finned-tube radiators, 
copper and steel baseboard radiators 

New Products: 3%” baseboard unit, “‘Low-Line’’ 
enclosure. 


H. B. SMITH CO. INC., 64 Main St., West- 
field, Mass.—Booths 256-257 


SPENCER HEATER, LYCOMING  DIV., 
AVCO MFG. CORP., 652 Oliver St., Wil- 
liamsport, Pa.—Booths 121-122 

In attendance: E. I. Boardman, C. W. Shaf 
fer, K. E. Schooley, C. R. Miller, L. B. 
Gorman, R. R. Adams, E. L. Mahl, H. R. 
Crisman, M. D. Vicchiarelli, D. Reinhardsen, 





N. M. Cott, R. F. Fagan, J. L. Pinter, H. A. 
Marchione, D. M. J. Guano, H. J. Fick. 
Exhibiting: ‘“LW’’ divided low waterline 
boiler, “‘R'’ oil-fired residential boiler, ‘*19"' 

oil-fired packaged unit. 


New Products: ‘‘19"’ oil-fired packaged unit. 


SPI-ROL-FIN CORP., 133 Greenwood Ave., 
Pequannock, N. J.—Booths 402-403 


In attendance: James McGinnis, Robert Cot- 
trell, Hugh Higgins, Sidney Schwartz, Morris 
Portnoy. 

Exhibiting: Residential steel boiler-burner, resi 
dential baseboard radiation, industrial-com- 
mercial fin-pipe radiation. 

New Products: Pre-wired, packaged residential 
steel boiler-burner. 


WILLIAM STEINEN MFG. CO., 43 Bruen St., 
Newark 5, N. J.—Booths 322-323 

In attendance: Robert W. Hundley, Neil Began, 
Jesse Tankel. 

Exhibiting: Oil burner nozzles, draft regulators, 
ignition electrode assemblies, flame inspec 
tion mirrors, nozzle kits and cabinets, nozzle 
adapters, nozzle wrench. 

New Products: Ignition electrodes and porce 
lain insulators. 


STEWART-HALL CHEMICAL CORP., P. O. 
Box 66, Fleetwood Sta., Mt. Vernon, N. Y. 
—Booth 549 

In attendance: L. D. 
S. A. Stickle. 


Exhibiting: ‘‘Odorgon’’ aerosol fuel oil odor 
neutralizer, ‘‘Sootspray'’ aerosol soot re- 
mover, ‘‘Steamaster’’ tablets (boiler water 
treatment), ‘“‘Tank-Life’’ tablets (fuel tank 
corrosion inhibitor), ‘“‘Surgemaster’’ (boiler 
water treatment), ‘“‘Desludgit’’ heavy fuel oil 
additive. 


Miller, H. H. Hessel, 


New Products: ‘‘Sootspray’’ aerosol soot re 
mover, ‘‘Steamaster’’ tablets (boiler water 
treatment), ‘‘Desludgit’’ heavy fuel oil ad 
ditive. 


STEWART-WARNER CORP., U. 5S. MA- 
CHINE DIV., Lebanon, Ind.—Booth 232 

In attendance: Herman E. Winkler, Walter E 
Blake, Carl Riddle, Merle Webster, Robert 
Skarda, Edwin Kenerson, Maurice Smith, Les 
Funk, Will Moore, Henry Gabel, John 
Phelan, Wilbur Zehr, Norman Gill, Gerald 
F. Deer, W. E. Judd. 

Exhibiting: Summer cooling equipment, oil 
fired steel and cast iron boilers, oil-fired 
warm air furnaces and oil conversion burners. 

New Products: Air conditioning units, cast iron 
boiler, oil-fired warm air furnaces. 


SUNDSTRAND ENGINEERING CO., 1325 
Seventh St., Rockford, Ill.—Booth 450 

In attendance: R. H. Gustafson, Matt Miller. 

Exhibiting: Oil burner. 


SUNDSTRAND HYDRAULIC DIV., 2210 
Harrison Ave., Rockford, Ill.—Booths 429- 
430-431 


Griffey, 


In attendance: B. L. 
WwW. Kiefer, C. W. Lang, L. H. Schuette, 


Soderberg, J. F 


B. F. Olson, F. E. Carlson, J. F. Nelson, 
R. E. Stevens, R. W. Erikson, J. R. Holmin, 
A. H. Swenson. 


Exhibiting: Single and two stage high pressure 
fuel units, low pressure air-oil fuel units. 


SUN-RAY BURNER MFG. CORP., 139-24 
Queens Blvd., Jamaica, N. Y.—Booths 254- 
2 

In attendance: Gabe Marin, Alfred Metzger, 
Alfred Luft, Hugh Mallard, Martin Sones, 
Jack Maxwell, Joseph Bierwirth, Robert Ad- 
cock, Burt Vickery, Emmons Nickerson, 
Marvin Hendler, Meyer Bressen, William 
Oliver. 

Exhibiting: High pressure gun type oil burners, 
oil transfer pumps. 

New Products: High pressure gun type oil 
burners, oil transfer pumps. 





TACO HEATERS INC., 1160 Cranston St., 
Cranston 9, R. 1.—Booths 101-102 

In attendance: R. H. Chaffee, W. E. Johnson, 
J. Balter, R. Tesar, E. J. Conley, J. P. 
Burns, W. T. Robinson, H. I Lucas, E 
Pollenz rf Sliney H Lisowski, E. W. 
Leonard, V. Callahan, R. P. Babcock 
Exhibiting: Hot water heating specialties, water 


heaters, pumps 


THATCHER FURNACE CO., Center § St., 
Garwood, N. J.—Booths 403-304-305-306 
In attendance: ¢ Sahler, R. Cook, M. Beard, 
S. Leigh, D. Buckley, J. Leeson, J. Sheehan, 
J. Keefe, W. Bowra, R. Chambers, R. Eyers 
Exhibiting: Oil-fired boiler, winter air condi 

tioners, summer cooling equipment 
New Products 
oil-hred winter air conditioner, summer cool 


Oilmaster oil-fired boiler, 


ing equipment 


THOMPSON & SONS, LTD., 8130 W. 47th 
Sc. Lyons, Ill.—Booth 437 


H. A. THRUSH & CO., &h & Jefferson, 
Peru, Ind.—Booth 537 

In attendance: R. E. Lund, Wilfred Hoenninger, 
Fred L. Williams, E. D. Noland, George H 
Fox, J. A. Johnston, G. O. Johnson, W. J 
Johnson, L. D. Grose 

Exhibiting Water 
automatic filling valves, one pipe tees, air 


circulators relief valves 


eliminator, automatic air vents, flow con 
trol valves, tank drains, manifolds and bal 
ancing valves 

New Products: High pressure relief valves, im 
proved air elimination from hot water heat 
ing systems, improved methods of balancing 
radiant panel temperature 


TORIDHEET DIV., CLEVELAND STEEL 
PRODUCTS CORP., 16025 Brookpark Rd., 
Cleveland 11, O.—Booths 503-505 

In attendance Robert J Lucas, Duane W 
Rouse, Carl H. Strack, Louis F. Dienst 
Edwin Hoey, Leslie Clough, Kenneth Bratt 


Exhibiting Wall Flame furnaces and boilers, 





air conditioners, water heaters, conversion 
burners. 

New Products: Cast iron ‘“Wall Flame’’ boiler, 
air cooled summer cooling equipment. 


THE TORRINGTON MFG. CO., 
Conn.—Booths 129-130 

Lindstrom, D. B. Robin- 

Hohmeister, T. Oliver, C. I. 


Torrington, 


In attendance: L. € 
son, ae 
Crawford. 

Exhibiting: ‘‘Airotor’’ blower wheels, ‘‘Air 
istocrat’’ fans, center lock wheels 


UNION ELECTRIC & MFG. CO., 1057 Sum- 
mit Ave., Jersey City 7, N. J.—Booth 242 
In attendance: Charles Rapiport, Sidney S 
Blackman, Henry Winston, Louis J. Newman. 


Exhibiting: Ignition transformers 


UTICA RADIATOR CORP., 2201 Dwyer Ave., 
Utica 2, N. Y.—Booth 144 

In attendance: James R. Cassidy, Edward F. 
Kelly, Clayton J. Koehler, Thomas Rafferty, 
Harold N. Jones, Carl A. Sawade, Irving 
Melnick, Harry B. Osmundsen. 

Exhibiting Starfire’’ cast iron oil burning 
boiler, cast iron baseboard radiation, radiant 
radiation. 


New Products: “Starfire Ace’’ boiler. 


VACO PRODUCTS CO., 317 E. Ontario St., 
Chicago, Ill.—Booth 345 


VAN-PACKER CORP., 1049 State St., Bet- 
tendorf, Ia.—Booth 317 

In attendance: L. P. Brown, O. E. 
C. M. Montgomery. 


Collins, 


Exhibiting: Prefabricated masonry chimney, pre 
cast smoke stack. 


WALKER MFG. & SALES CORP., 1701-17 
Penn St., St. Joseph, Mo.—Booth 230 

In attendance: E. J. Colley, R. D. Bitzer, 
Andrew Ziph, Raymond Denning, E. S. 
Cushing, Carl Forve, Bob Bitzer, James 
Connelly 


Exhibiting: Automatic draft regulators, double 





swing draft regulators, venturi top chimney 
cap, combination draft inducer-draft regu- 
lator, gravity roof ventilators. 

New Products: 
draft regulator. 


Combination draft inducer- 


WEBSTER ELECTRIC CO., 1900 Clark St., 
Racine, Wis.—Booths 201-203 

In attendance: H. C. Stacey, B. T. Wiechers, 
Louis Ehrich 

Exhibiting: ‘‘Delaytrol’’ oil flow controls, fuel 
units, ignition transformers. 

New Products: ‘‘Service-Saver’’ single and two 
stage fuel-unit designed to eliminate clogging 
or cleaning of strainers. 


WEIL-MCLAIN CO., Blaine St., Michigan City, 
Ind.—Booths 307-308-309 

In attendance: P. R. Stockwell, Walter Kern, 
C. A. Wolff, M. J. Newman, J. C. Puls, 
J. A. Ney, G. S. Williams, J. T. Lim. 

Exhibiting: Oil-fired package boiler, boiler for 
rotary oil burners, baseboard panels. 

New Products: No. 72 boiler. 


WESTINGHOUSE ELECTRIC CORP., P. O. 
Box 2278, Pittsburgh 30, Pa.—Booth 327 

In attendance: W. M. Brown. 

Exhibiting: Oil burner motor. 


WHITE-RODGERS CO., 1209 Cass Ave., St. 
Louis 6, Mo.—Booths 425-426-427-428 

In attendance: R. A. Sherer, E. C. Robinson, 
E. Ball, A. Petersen, E. E. Harwood, R 
Weber, E. Hartnett, H. G. Campbell, F. 
Crawford, F. Ouweleen, R. Schmitz, P. 
Randall, P. McTeigue, E. Wechsler. 

Exhibiting: Automatic controls for oil heating 

New Products: ‘‘Decorators’’ room  thermo- 
stat, ‘‘Equipment-Mounted’’ primary oil 
burner control. 


WINDMASTER DRAFT CONTROLS, 43 
Vine St., Columbus 15, O.—Booth 125 

In attendance: N. S. Hearn, Jack Figgins, L. 
F. Cooper, Wendell Franks, William Ferry. 


Exhibiting: Barometric draft control 


For additional information about exhibitors, products and representatives, 
call at American Artisan’s booth no. 153. 
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In the Fig. 1 detail cleats for a batten seam 
roof are placed across the top of the batten 


and secured with one nail. whereas with 


eon 


CLEAT DETAIL 
BATTEN SEAM ROOF 


With the nail placed on top of the 
nail is subjected 
the nail placed on 


to a straight 


In Fig. 2 detail cleats are placed on the side 
of each batten and each cleat is secured by 
two nails. 

While the method shown in Fig. 1 might, at 
first, seem easier and quicker, it must be re- 
membered that the wind blowing over a roof 
causes a suction or up-lift on the roofing pans. 


batten, the nail is subjected to 

action that does not tend to loosen 

It is always advisable to use tw 

singe nail never provides a-good fastening. 
OTE: The job of attaching the cleats to the 

side of the battens is made easier if this is 

done when battens are on the ground. 
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We do not wish to presume to tell you how to install gutters, leaders, roofs, 
flashing, coping covers, etc., because there are many, methods which you 
no doubt have found to be satisfactory. The purpose of this advertisement 
is to point out the methods of installation that have been proved by many 
years of use, and backed by more than a century and a half of experience in 
working with copper, to be the most satisfactory techniques. You will find 
these methods in Revere’s 110 page brochure, “COPPER AND COMMON 
SENSE.” Send for a copy today. And remember: Revere has a staff of spe- 
cialists known as Technical Advisors, whose experience qualifies them to 
render valuable service and advice regarding the use of metals in the 
building field. Feel free to consult with them at all times regarding the use 
of Revere Copper; you incur no obligation. Revere Technical Advisors 
may be contacted through the Revere Office nearest you, 


AME! 


REVERE COPPER AND BRASS INCORPORATED 
Founded by Paul Revere in 1801 
230 Park Avenue, New York 17, N.Y. 
Mills: Baltimore, Md.; Brooklyn, N. Y 
and Joliet, Illy Detroit, Mich.; Los Angeles and Riverside, 
Calif.; New Bedford, Mass.; Newport, Ark.; Rome, N. Y. 
Sales Offices in Principal Cities, Distributors Everywhere. 


Chicago, Clinton 
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INDEPENDENT 


SIDEWALL MODEL 


Style No. 149 sidewall diffuser register for flush 
mounting blankets the outside wall. The circulating 
air is evenly distributed in a fan-shaped pattern 
and moves out and up closely paralleling the wall 
surface. Furnished in 10 x 6, 12 x 6 and 14 x 6 sizes. 


et 
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No. 149 BO 


Style No. 149 BY—designed for out-of-the 
baseboard installation—consists of two parts 
—register face and mounting frame. A rubber 
gasket on the register face seals fhe face to 
the frame. The solid back frame fastens to the 
wall. A stack head is unnecessary since the 
bottom of the frame is cut for boot or fitting. 
Furnished in 10 x 6, 12 x 6 and 14 x 6 sizes. 


Write for Price List 


_ The Independent Regi 


No. 149 


BASEBOARD MODELS 


Style No. 149 BO—designed for haseboard installation 
—is flanged on top and both sides with a %-inch flange. 
Fins are set at same angles as the No. 149 style and pro- 
duce the same air-flow pattern. Furnished in 10 x 6,12 x 6 
and 14 x 6 sizes. 





No. 149 BY 


ster Co. 3747 E. 93rd St., Cleveland 5, Ohio 
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See how easy it is to make 


wiring connections in the Series 
" IT A f N 753 ... both line and low 
voltage terminals are easily 


accessible in this “clean-cut” 


CONTROL SIMPLIFIES WIRING ~~” 


In the new Penn Series 753 air conditioning control center, all functions 





are centralized in one compact unit. There are 14 low voltage terminals 
for both heating and cooling . . . so all wiring is simplified by centering 
it into one unit. There is no need for additional connection or junction 
boxes. Also reducing wiring problems are the built-in high and low pres- 
sure Cut-out controls. 

And, there are advantages for the manufacturer, too. For example, the 
Series 753 has detachable bellows which permit pre-assembly of pressure 
elements into hermetic systems. To be sure you're getting the best, look 


for the Penn Series 753 on the self-contained package air conditioning 
units you buy and install for either residential or commercial applications. 


PEN ni C0 NTR 0 LS, in C. Exterior view of Series 753 


Goshen, Indiana residential air conditioning 
control center. 





Automatic Controls For Heating, Refrigeration, Air Conditioning, 
Gas Appliances, Pumps, Air Compressors, Engines 


Evaporative Cooling Lowers Effective Temperature 


(Continued from page 98) 


quently becomes considerably less than the relative hu- 
midity of outside air. This difference is particularly 
marked in the winter when the difference between inside 
and outside temperature is great. For example, use a day 
when the outside air temperature is 28 F and is 50 per- 
cent saturated. When the outside air enters the house 
through infiltration and is warmed to a temperature of 
70 F, the relative humidity becomes 10 percent. 

This same principle is responsible for the effectiveness 
of evaporative cooling in the more humid areas of the 
country such as Oklahoma City, Dallas, and Atlanta. 
Relative humidity usually is highest just before sunrise. 
As the day progresses, although more water may pass 
into the air, with the increasing temperature the capacity 
of the air for holding water increases rapidly — so 
rapidly that the relative humidity decreases and reaches 
a minimum in early afternoon. Fig. 1 gives the diurnal 
march of humidity on representative summer days in 
Oklahoma City. Since cooling is desirable when the out- 
side air temperature is 90 F or higher, only the relative 
humidity for this portion of the day interests us when 
considering the effect of evaporative cooling on room 
relative humidity. Between 11 a.m. and 7:30 p.m. when 
the temperature was 90 F and higher, the relative hu- 
midity averaged less than 50 percent, sufficiently low to 


give good cooling by evaporation. It is interesting to note 


that the humidity actually rose as high as 80 percent 


early in the morning. Even in very humid tropical re- 
gions of the world, such as Panama, the relative humidity 
during the day may be less than 70 percent. Fig. 2 shows 
the daily march of humidity for the Isthmus of Panama 
near the Canal Zone. Although the relative humidity may 
be as high as 100 percent at night and condensation 
actually takes place, during the heat of the day the hu- 
midity falls as low as 63 percent. 





To summarize the relationship between a 
change in temperature and relative humid- 
ity when the grains of water per pound of 
dry air remains the same: 

a) A rise of 10 deg in air temperature 
will cause the RH to drop to about three- 
fourths its original value. 

b) A rise of 20 deg in air temperature 
will cause the RH to drop to about one-half 
its original value. 

ce) A rise of 30 deg in air temperature 
will cause the RH to drop to about three- 
eighths its original value. 

d) A rise of 40 deg in air temperature 
will cause the RH to drop to about one- 
fourth its original value. 











This drop in relative humidity with a rise in tem- 
perature on hot summer days enables evaporative coolers 
to reduce temperature to a satisfactory level. 

If evaporation of water makes it possible to lower the 
air temperature but in doing so increases the relative 
humidity, then the question is raised, “What effect does 
the increased relative humidity have upon the comfort 


condition in the space served by the evaporative cooler” ? 


Four Ways of Losing Body Heat 


We know that we suffer more from high humidity than 
from low humidity. The reason is that our bodies have 
four ways of losing heat. Three conventional means of 
transferring heat are radiation, conduction and convec- 
tion. The fourth way is through perspiration. The body 
secretes perspiration, which is largely water, through mil- 
lions of sweat glands; and in evaporating this water, 
heat is taken from the body. However, if the air is nearly 
saturated, evaporation takes place very slowly so that 
very little cooling is achieved by this means. The beads 
of perspiration which trickle down our noses are only 
the symptoms of our discomfort and not the cause of it. 
This would be the condition resulting from evaporative 
cooling in the more humid parts of the country were it 
not for air movement created by the cooler’s blower. The 
blower removes saturated air from the vicinity of the 
individual and replaces it with air that possesses an 
additional capacity to hold moisture. (Evaporative coolers 
are engineered to avoid completely saturating the air.) 
If the evaporative cooling system is properly sized and 
installed so people will not sweat, they are unaware of 
the humidity and obtain relief from high temperatures. 
(Research findings by F. C. Houghten and Carl Gutberlet 
reveal that many people interpret as humid any condi- 
tion where they perspire freely. Such reactions have been 
recorded when the relative humidity is actually as low 
as 30 percent!) No limitation need therefore be placed 
on relative humidity, providing the air is moving freely 
and the conditions do not result in sweating. 

In regions of higher humidities, increasing the air 
movement often will nullify the effect of high humidity. 
For this reason evaporative cooling systems should be 
designed to change the air every minute or two. Even in 
areas of low humidity, such as Arizona, this is desirable 
for there are days when the humidity is as high as that 
in the more humid parts of the nation. A lower effective 
temperature always results from evaporative cooling, re- 
gardless of the outside relative humidity the cooler 
decreasing the dry bulb temperature with no increase 
in the wet bulb temperature. There are times, however, 
when it may be advisable to limit the relative humidity 
in the occupied space because of its affect on the furnish- 
ings. The relation between the amount of moisture in 

(Continued on page 114) 
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AMERICAN 


LEADERS RELY ON LAU 


25 Years Building Better Blowers 


Special engineering, special manufacturing 
developments and highest standards of 
quality have kept Lav ahead for the past 
25 years. And now, during our Silver Anni- 
versary Year, Lau continues to set the pace 
in the air-moving equipment field. 
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THE TRIUMPHANT TRIPOD 


THE LAU BLOWER COMPANY 


2000 Home Ave. * DAYTON 7, OHIO 


Other pl 
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ELECTRO-WHEEL LAU-PAK ant 
BLOWER BEARING oe 


ants at Kitchener, Ont., Canada, and Azusa, California 


This exclusive Lau-designed and patented bearing bracket 
didn't just happen! The problems of strength, rigidity, posi- 
tioning, alignment and permanent attachment all had to be 
reckoned with. And there had to be a minimum impediment 
to air flow inlet. Our Bearing Bracket insures concentricity 
of shaft and wheel to blower housing. It's a three-point sus- 
pension ‘‘tripod"’ design. It is positively attached to the scroll 
side by both mechanical lock and spot welding. It's superior 
to any other on the market. Another example of why Lau 
Builds Better Blowers. Ask us how we might handle your air 
handling problems, write Dept. M. 


WORLD'S LARGEST MANUFACTURERS OF of si wl ONING BLO\ | 


ART 
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SAY J. P., HOW'D YOU 
EVER BUILD SUCH A 
TERRIFIC BUSINESS ? 


Sam--° 


N\A 
—— 


Ss 


FL SOON 

















OU eee 
e\\ ¥ 


4 w “I started in the heatin’ business with a dingy little shop, 
st crammed it full of equipment, picked out a couple pretty good 
e units and figured I'd make a fair living. But things are different 
now. Just look around the office Sam—takes money to have a aS 
place like this. Why I'd still be in that same dingy little shop, 
sellin’ folks those same old units if I hadn’t run onto Armstrong. Folks know I've 





got the exact unit for their home, no matter what size or style it is. They know this 
because I tell ‘em. I tell ‘em I've got Armstrong's complete line of summer and winter 
air conditioners. And there's a terrific line of Armstrong heavy-duty furnaces, too, 
for industrial and commercial installations. Take another look around Sam. . . the 
shop's not crammed full of furnaces, is it! No siree, my Armstrong wholesaler takes 
care of all my warehousing—I just pick up the phone and the unit's on its way. Take 
it from me, son, Armstrong can build your business, too!” 


. | 
Sa Y « wish I'd known this a long time ago. I’m gonna call that Armstrong 
wholesaler right now!” 


And why don’t you? Your Armstrong wholesaler can give you the whole 
money-making Armstrong story. Call or write today. 





Yep, 


it sure is nice bein’ an Armstrong dealer. 


jut look ai ale tte advanitigee... 














A complete line of furnaces ~\" Prospect-catching promotional 
and air conditioners “+ material 

Wholesalers who do your ~" Service and product meetings 
stocking for you ** in the field 

National advertising in top *\<. Dealers heating and air 

consumer magazines ** conditioning schools at the factory 


? 


J K And you're selling quality equipment 


ras Armationg Fanmenen 


AND AIR CONDITIONERS 


YOUR ARMSTRONG WHOLESALER COLUMBUS 8, OHIO 


ready to assist you... all-ways 


Use Coolers for Ventilation When Humidity Is High 


(Continued from 


substances and in the air surrounding them can be im- 
portant. In winter, when the humidity inside a home is 
low, the occupants’ skin is being dried out rapidly and 
chapped hands and lips often result. Wood gives up its 
moisture and shrinks; cracks appear in the furniture. 
On the other hand, if the air is too humid or nearly satur- 
ated, the surroundings tend to take up moisture. Then 
wood swells and warps and any surface that is cooler 
than the air becomes coated with a film of condensed 
moisture. The reaction of paper, leather and other hygro- 
scopic materials to humidity increases rapidly when the 
relative humidity rises above 80 percent. Many materials, 
such as tobacco, sugar and cereal products which con- 
tain moisture, have a critical relative humidity at which 
they remain in equilibrium and retain their properties. 
At higher humidities they absorb moisture, often result- 
ing in deterioration. And if kept for too long in a high 
relative humidity, many organic substances become 
moldy. 


Ventilation Prevents Humidity Concentration 


Consequently, it may be advantageous to operate the 
cooler as a ventilating unit at night. Although a high nat- 
ural humidity (as shown in Figs. 1 and 2) during the 
night hours cannot be lowered by air circulation, the 
movement of air will prevent concentration of humidity in 


any one section by distributing it over the whole area. 


his is especially important, since condensation may oc- 


cur on objects as they lag in temperature behind the 


page 110) 


ambient air temperature, if circulation is inadequate. 
(Molds and bacteria favor a damp or wet surface for 
spore germination.) It has also been observed that if 
during night hours the dry bulb temperature approaches 
within a few degrees of the wet bulb temperature (rela- 
tive humidity 80 percent and higher), minute solid par- 
ticles of water picked up by the blower in the cooler 
may tend to collect and form water droplets instead of 
vaporizing, which, of course can aggravate the condi- 
tion. For these reasons, it is usually advisable to operate 
the cooler as a ventilating system on those nights when 
the outside humidity during the late evening and night 
hours reaches 80 percent and higher a time when 
the temperature is low enough to give comfort by 
straight mechanical ventilation. 


Shut Off Water Supply 


To operate evaporative coolers as straight ventilating 
equipment it is necessary to provide a means whereby 
the water can be shut off from its distributing system. 
If the water distributor is supplied by a direct connec- 
tion to the building’s water system, it will contain a 
hand operated water valve. For night cooling by ventila- 
tion alone, the hand valve must be closed each evening 
and opened each morning. 

When a recirculating pump is used, a separate switch 
is used to start and stop the pump, depending upon 
whether the cooler is used as an evaporative cooler or 
as a ventilating fan. 





Selling Aids Offered 


THe Nationa Warm Arr Heating and Air Condi- 
tioning Association has launched a new service aimed 
at helping industry members merchandise high qual- 
ity comfort in warm air heating and air conditioning. 
This new service consists of a series of consumer in- 
formation booklets which talk about performance 
rather than equipment, results rather than applica- 
tions. They discuss the warm air heating and air con- 
ditioning system from the standpoint of the buyer, 
pointing out that a “system” is made up of a number 
of component parts and that the value of a system 
and the results it can produce are dependent on the 
skill and integrity of the dealer-contractor who installs 
it. Here are the folders being offered: 

Isn't It Amazing What Can Be Done ?—Directed 
toward the heating modernization prospect, this book- 
let shows how, in addition to obtaining the comforts 
of automatic heating, the homeowner can gain more 
living space in his basement by installing a modern 


heating system in an out-of-the-way section. 





to Warm Air Dealers 


Are You Paying Too Much For Your Heating? 
This pamphlet is intended for distribution by the heat- 
ing dealer to new home builders. It points out that 
cheap, poor performing heating systems reflect on the 
integrity of the home builder and emphasizes the fact 
that a builder actually pays heavily in customer ac- 
ceptance for a cheap heating system. 

Air Conditioning: Key to New Family Living Pat- 
terns—This article appeared originally in the asso- 
ciation’s bulletin. The material was developed through 
research into the reactions and experiences of fami- 
lies who are living in the Air Conditioned Village. 

Air Conditioning for Relaxed Living—This is a 
companion piece to the one above. It tells how air 
conditioning affects dispositions and attitudes. 


The folders are priced at 7 cents each if ordered 
in quantities of less than 25, Twenty-six or more 
copies may be purchased at 5 cents each—National 
Warm Air Heating and Air Conditioning Association, 


640 Engineers Bldg., Cleveland 14. 
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3 or 2 Ton 


Stop shopping Laer ie 


Gas or Oil Fired. 


around...save time... |"" i ie 
Save money 


GET SET with alnfiog fear Rewnd 


Gas or Oil Fired. 


The RIGHT 
| Bice ANSWER for ANY 
Fal  ' |S CFA bol wn Orolo) bb ets 


Counterflow Year "Round 
Air Conditioners. Either 


Ganon Ol Fired pos Year ’Round | 
ae Tete be V-Gb amt Oey etebintesebbetes 


. 
Summer Air I Get_jr-HOE-AALedel 
af 2 Everything you need — 
for your heating and air conditioning 
jobs! 
You'll find it at your Moncrief Whole- 
saler’s — built better, priced right and 
backed by Moncrief’s 60 years of manu- 
Son ® Teas facturing experience. 
a You'll find you can’t beat this one- 
Summer Air — stop service. : et Utility Type 
Mey shee And whether it’s Year “Round or ine Winter Air 
' a e ae : / Conditioners. 
5 Summer Air Conditioners; Furnaces that | Gas or Ol Fired. 
burn Gas, Oil or Coal; Gas Unit Heaters; 
Gas and Oil Conversion Burners; or Fur- 
nace Pipe and Fittings — you'll also find 
Basement Type that you can’t beat Moncrief for a more Soarvtey Mieieiten 
Be meine i complete selection, ease and speed of in- Gas or Oil Fired, 
Gas or Oil Fired. stallation, trouble-free performance and . | 
competitive pricing! </ 


You'll follow the leadership of thou- 


4 ° ‘ Horizontal 
sands of successful heating and air con- Furnaces. 
; diti si t t if ze ill k i 4 Gas Models. 
Gas Fired itioning contractors, if you will make 4 Oil Models. 
Unt eater. this one, important step toward simplify- ——— 


ing your business and assuring greater 


‘ ounterflow profits: Ss ¥ 
r Pee neath Contact your nearest Moncrief Whole- MONCRIEF UREFI, | 


Gas or Oil Fired. 


ko saler, today! Pipe, Fittings, Elbows and Ducts | 


THE HENRY FURNACE COMPANY «x Medina, Ohio 


— —_—__—_ 
HEATING AND AIR CONDITIONING UNITS f MONCRIEF FURNACE PIPE AND FITTINGS 
WME 189 


———— 


AMERICAN ARTISAN, May 1956 








e Electric ignition at the touch of a finger 


— long-lived platinum coil ignition — is 





now available for your gas appliance. 
Platinum glow coil will give thousands 
and thousands of lighting cycles but is 
replaceable in seconds if necessary and at 


a reasonable cost, too. 


Safelighting is inherent in the system. 
No gas can reach the main burner until 


the pilot is burning. 


for your 


GAS APPLIANCE 


—— cmp 


Replace your present pilot burner with an 
Annulair® pilot burner and glow coil assembly. 


Install a small MGSCo No. DB1 transformer 
to supply coil current through a No. 89B lead 
connector. 





Insert in the automatic gas valve circuit either 
a No. 339-1 switch (if you have an electric 
contactor automatic pilot) or a reset-switch 
assembly (which replaces the reset assembly 
on a Baso® or Basoid® valve automatic pilot) 
and you're in business. 


] any customers 
Give your © 
the bo and safety 
of MGSCo Electric 


Ignition: 


MILWAUKEE GAS SPECIALTY CO. 


Dept. AA-11 





MILWAUKEE 1 ° WISCONSIN 
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How to get — Busine 
two sales out 
of a single 
remodeling job 


COOLS IN SUMMER 





Guess how much money will be spent on 
remodeling this year. Five billion? Eight? 
Ten? Some experts predict even more. 

You can get big remodeling profits your- 
self with Crane’s Year "Round Air Condi- 
tioner. That’s the air conditioner that lets 
you get two sales out of a single remodeling 
job. 

Here’s how. If a prospect doesn’t want to 
put out the money for the complete Crane 
Year ’Round unit in one lump sum—sell the 
heating section now, and the cooling later. 
It’s made so that the refrigeration unit can 
be slipped in... anytime. 


Either way, you’ve got terrific selling fea- 
tures. This Crane product is pre-assembled. 
It’s easily installed. It’s compact enough to 
fit in the snuggest spot. Cooling system is 
hermetically sealed. Built-in damper gives 
simple heating-cooling change-over. 


Crane offers a complete line of Year ’Round 
Units competitively priced—in both 
Counterflow and Hi-Boy models. Gas and 
oil fired—air or water cooled, two-, three- 
and five-ton sizes. 

Your Crane Branch or Crane Wholesaler 
can give you complete details. Why don’t 


you call right now? What's behind the remodeling boom? Two things. 


A CTI O N—a civic agency publicizing the need for remodeling. 
CRANE CO. 


OPERATION HOME IMPROVEMENT—<o privately financed (200 
General Offices, 836 South Michigan Avenue, Chicago 5, Illinois million dollar) promotion for home improvement. Together, they're 
VALVES + FITTINGS «+ PIPE - KITCHENS + PLUMBING + HEATING building a gigantic remodeling market for you. 
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‘Make Anything’ Contractor Builds 
Good Will with Specialty Jobs 


Long range planning is based on made-to- 
order items which may not produce imme- 
diate profit but add satisfied customers to the 


list of potential business 


THE REPUTATION for being able to “make anything” 
keeps a steady flow of customers coming to James J. 
Permende, sheet metal contractor of Troy, N. Y. Mr. 
Permende says, “Some jobs are so small I cannot charge 
my customer the full amount of work I put in on them, 
but they are good will builders and eventually the satis- 
fied customer brings in an order that is profitable. I 
consider the small jobs, where there is no profit, as sales 
expense.” 

The shop has specialized in “made-to-order” equip- 
ment. Among its variety of customers have been the 
Department of Agriculture and Markets, State of New 
York; privately operated charities; scientific instrument 
manufacturing companies; hospitals; and the neighbor- 
around-the-corner. The company letterhead bears _ its 
motto: Sheet metal work of any description—copper, 


NURSING BOTILE WASHER has revolving rack and aluminum, stainless steel or monel. 


a stainless steel tube for the electrical heating element (Continued on page 122) 
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FOR THE Register for Residential Use 


FIRST TIME! 
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NEW NARROW 
STACKHEAD 
fits all reside 
Lite| Mella arela. 


assures full 








relate Mell a@malehy 


ALL the top quality commercial grille 
features for far superior performance ‘ by 
AT NO EXTRA COST! des tgned 


NEW GREATER ADJUSTABILITY 


This Titus Style S-274 multi-shutter register, 
with individually adjustable louvers—pro- 
vides air control NEVER BEFORE ACHIEVED 
in home air distribution. Makes any forced 
air heating or cooling system perform with Bs 
superior efficiency. Multi-shutter damper for toy Ss. « 
complete shut-off. 
AMAZING NEW SOLID SECTION = 
EXTRUDED ALUMINUM LOUVERS 

Solid aluminum, streamlined louvers give 
super air control. Won't rust—corrode—or 


freeze up EVER! Quickly, simply, easily ad- 
justed from face of grille—by anyone—for 


ANY air pattern desired. WRITE FOR FREE LITERATURE TODAY 


NEW EASIER INSTALLATION 
Simplest in the world to install. Just 2 easy TITUS MANUFACTURING CORP. WATERLOO, IOWA 


steps (1) Fasten grille in place with screws Gentlemen: Rush me latest literature, price lists & discounts on 
(2) Adjust louvers for correct air patterns. your NEW PROFESSIONALLY ENGINEERED 


DON’T jeopardize the performance of RESIDENTIAL AIR CONDITIONING OUTLETS. 


your heating or cooling installations with Name 
inflexible stamped registers. THEY SIMPLY 
CAN’T BEGIN TO COMPETE! Underbid 
your competitors—and at the same time 
give your customers quality that cannot 
be duplicated BY SPECIFYING NEW TITUS Address 
PROFESSIONALLY ENGINEERED RESIDEN- 

TIAL AIR CONDITIONING OUTLETS. Write City 
for complete details now. 


Company 


AMERICAN ARTISAN, May 1956 





“USS GALVANIZED 
STAND UP DURING 


Mr. Stephen Kuznia, foreman, says, “USS Galvanized Steel Sheets hold together 
well in our spot welding process. The sheet resists flaking when going through 
extreme forming and looks good as a finished product.” He is shown here holding 


housing scroll. 


This Carrier workman is putting USS Gal- 
vanized Sheet through a forming opera- 
tion. The finished form will be the heel of 
@ fan housing. 
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STEEL SHEETS 


f f 





says Mr. Norbert A. Wiesnet 


Carrier Corporation, Syracuse, New York ul 


The finished fan housing is just one of the many products of the Carrier 
Corporation designed for home and industrial air conditioning and heating. 
Carrier is the oldest air conditioning firm in the country and has thousands 
of pieces of equipment in use in such notable buildings as The Pentagon 
Building, the hotels in the Hilton Chain and in the United Nations Secretariat. 


“USS GALVANIZED Steel 
Sheets have given satisfactory per- 
formance in the Carrier stamping 
department,” continues Mr. Weis- 
net, Buyer of Galvanized Sheets, 
“because the zinc coating adheres 
tightly to the steel. Our percentage 
of rejects with USS Galvanized 
Steel Sheets is low.” 

The ability of USS Galvanized 
Steel to resist flaking is important 
in brake press operations, too. Un- 
less the sheets used here have good 
flaking resistance, zinc flakes could 
fill up the V-die, causing damage to 
sheet sections and loss of man- 
hours, 

USS Galvanized Steel Sheets 
form easily under extreme condi- 
tions; they do not corrode when 
used for drip pans; they hold 
strong, tight welds; they are eco- 
nomical to use; and they make a 
neat, good-looking end product. 


For more information on USS GALvAN- 
IZED STEEL SHEETS, and details on what 
this quality product means to you, just 
write or call the nearest United States 
Steel district sales office. They'll be 
happy to give you any information you 
may require. 


UNITED STATES STEEL CORPORATION, PITTSBURGH © COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. +* UNITED STATES STEEL SUPPLY DIVISION, WAREHOUSE DISTRIBUTORS, COAST-TO-COAST 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


USS GALVANIZED STEEL SHEETS 
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Contractor’s Special Orders Set Up Future Jobs 


(Continued from page 118) 


¢ ‘ 
of 
Lie ‘: 
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MAXIMUM STERILE CONDITIONS are maintained in 
dry box designed by Mr. Permende for medical labora- 
tory experiments 


Instrument Case Gets Commendation 


Recently the state of New York installed a 100 ft gold 
inlaid calibrating instrument for surveyors’ and engi- 
neers’ tape in its Education Building, Albany. This in- 
strument has only three counterparts in the United States, 
one each in Washington, D. C., Boston and Chicago. The 
instrument is capable of measuring within 0.01 in. It 
must be protected from dust, moisture and other con- 
taminating elements. A stainless steel glass topped case 
using interlocking covers was designed and installed by 
Mr. Permende, who proudly displays a letter of apprecia- 
tion from a grateful government official. 

Another specialty item is a 31 ft stainless steel hood 
for an institution’s kitchen. The hood had to be designed 
to provide an exhaust opening to the fan at one end. To 
assure equal capacity throughout the entire length, spe- 
cial baffles were placed strategically along the air chan- 
nel. The baffles were 32 X 26 in. with 3 in. openings 
into the air channel. 

The entire hood was made in the shop and transported 
to the job site in one piece. Chrome plated hangers were 
used and spaced every 5 ft. It required 240 man-hours 
to fabricate and 14 man-hours to erect the 700 lb, No. 
302 stainless steel, 24 ga. hood. (See illustration, page 
118.) 


A surgical instrument company commissioned the Per- 


SMALLER DRY BOX was also designed for individual 
tests. Door at right has an arm opening so a second 
technician can assist in the work 


mende firm to develop a “dry box” for experimental 
laboratory work. Specifications called for 14 ga. gal- 
vanized iron construction. The round openings (see illus- 
tration) were for attaching rubber gloves which per- 
mitted the laboratory technicians to handle the subjects 
under observation. The glass windows were permanently 
sealed. The doors were gasketed to make the interior 
air tight during experiments. A smaller model dry box 
was also developed for the same company. Specifications 
for the smaller box called for 18 ga. stainless steel. 

A hospital which needed a nursing bottle washing 
machine contacted Mr. Permende. Specifications required 
all interior parts to be of stainless steel with a control 
that would maintain temperature within one degree. The 
bottles were to be placed in a revolving rack. The water 
quantity was to be maintained at 63 gallons. The sample 
submitted is shown in the photograph of the bath box 
before the cover was attached. After the cover was as- 
sembled, a motor was mounted to the right end, and 
the revolving rack was connected by V-belts to the motor 
pulley. The rack pulley is above the 63 gallon solution 
level. The coils containing the electric heating elements 
in the bottom of the box are of stainless steel. 


These are samples of some of the work that comes to 


a shop that is widely known for its ability to “make any- 


thing.” 


Check Pulleys When Replacing Multiple V-Belts 


SEVERAL POINTS should be observed 


When a belt 


worn out. the new belt, or at least that they be 


checked for wear to increase life ex- 


when replacing multiple V-belts be- 
cause of wear if the dealer expects 
to obtain good service from the re- 
placement belts, engineers of the 
Thermoid Co., Trenton, N.J., advise. 

Usually the original belts are se- 
lected and, in some cases, installed 
by the original manufacturer in sets 


matched for equal length 


sheaves or pulleys also will be notice- 
ably often completely worn 
out. Many times the new belts are 
installed on the badly or unevenly 
worn pulleys which will cut the life 
expectancy of the new belts. 

To eliminate this condition, the 
engineers recommend that the pul- 


leys be replaced when installing a 


pectancy of the new belt. 

The grooves should be checked for 
uneven wear. To do this, move the 
matched belts from groove to groove 
to check for difference in play. If 
there is uneven tension, the pulleys 
should always be replaced by new 


ones. 
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Yorks new training program 
~ unlocks the door to big profits 
in home air conditioning 


It took years to develop, but it was worth it! 
Because York now offers you a training pro- 
gram head and shoulders above anything 
else in the industry. It’s designed for quick 
action . . . to get you into the rich residential 
field fast, and help you get more out of it once 
you’re in! Only York, with over 70 years in 
the cooling field, could bring you such a 
course. You’ll be taught by factory-trained 
experts, using methods that have been thor- 
oughly tested and proved to work. And you 
don’t have to be an engineer to follow what’s 
going on. This is your chance to get in on 
the ground floor of the booming home air 
conditioning industry. Don’t miss out! Call 
your nearby York distributor for complete 
details, or mail the coupon today! 


York teaches you how... 
makes installation easier... 
gives you more to sell! 
® York Home Air Conditioners are engi- 
neered and factory-assembled for quick, easy 
installation. Electrical controls pre-wired at 


the factory . . . you make only a few simple 
connections. York gets you in and out—fast! 


® Each cooling system hermetically sealed. 
No belts, pulleys or gaskets—no nuts or 
bolts to leak, squeak or break. Oil and Freon 
are sealed in, no field charging, no tubes to 
run. Your profits don’t go down the drain 
in costly service calls! 


® Simple capillary tube feed controls flow of 
refrigerant. No summer-winter changeovers 
required. There’s nothing to wear out—no 
tricky expansion valves to get out of order. 


York has the models, too! 


Waterless and water-cooled, “add-on,” year- 
round, gas and oil-fired, remote systems, 
handsome packaged units. . . there’s a York 
Air Conditioner for every need. Across the 
board, York gives you more . . . more train- 
ing, more quality, more models, more profits! 
Get in touch with your York distributor 


today. (pr mail this coupon. 


RRR 2.92 SE 


ols 


refrigeration 
air-conditioning 


the quality name | 


in air conditioning | 
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Manager of Sales, Commercial Division 
York Corporation, York, Pa. 


Rush me complete details on York’s new Training 
Program and what it means to me. 





Company 








City Zone State 
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POWER DRAFT 
WITHOUT FANS 
OR MOTORS IN 
SMOKE LINE 
Exhaust line can’t 
be blocked by 


power failure. 











Ouickdraf 


COMPANY 


Dueber-Hampden Building 
P.O. Box 87-D 
Canton 1, Ohio 


N-306-QD 


THIS... 
CAN HAPPEN 


LET 


Quickdraft 


ASSURE YOU 
CONSTANT DRAFT FOR 
COMPLETE COMBUSTION 


Because of natural draft troubles, more and more heating 
plants are operating at low efficiency and spilling combustion ; 
gasses into buildings. Intermittent firing makes it all but im- 
possible for ordinary chimneys to handle increased volumes 
of heavy and cooler by-products of combustion. Better fuels 
produce more carbon and sulphur dioxides (CO: is 55% and 
SO: is 225% heavier than air). Improved furnaces and boilers 
let less heat escape into chimneys. 

Modern fuels and heating equipment need full and constant 
draft. Turned “on” and “off” automatically with the fire, 
Quickdraft power draft units prevent noxious concentrations 
of deadly fumes and dangerous accumulations of explosive 
gasses from escaping into buildings. 

Quickdraft cures heating-plant draft deficiencies . . . without 
wasting heat to “warm-up” the stack. With or without a chim- 
ney, it assures the constant draft required for burning all fuels 
efficiently and economically, It keeps chimneys dry and elimi- 
nates chattering, smoking and sooting. Write today for com- 
plete engineering data on the power draft unit that assures ' 
complete and economical combustion for health and safety. 


ANYWHERE! 





Commercial models for 
smoke outlet 
diameters 12, 14, 
16, 18, 20, 22, 
24 and 30 
inches. 


Residential 
models for 
smoke outlet 
diameters 4, 6, 
7,8,9 and 10 
inches. 


me 
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SCC... 


THE ADVANTAGES OF AUER 


@ The Auer Perfusaire perimeter register, with 
built-in damper, cuts installation time and costs 
up to 50% on heating, cooling and combination 
heating-cooling jobs. 





Only 18 inches long, but with the capacity of 4 
to 8 foot units, Perfusaire fits snugly against wall 
surfaces without unsightly gaps. Ready-to-install 
Perfusaire goes into the job without time-con- Auer “Perfusaire”’—fits 2%" x 12 and 24x 14” duct openings 


suming fitting, cutting or use of filler strips. without cutting or fitting. Ideal for heating, cooling or combination 
heating-cooling systems. 


Perfusaire is designed for quick, low-cost instal- 
lation in or against plastered walls ... inside or 
outside the baseboard...in new or old construction. 
Look into the cost-saving advantages of Auer 
Perfusaire . . . see how you can minimize instal- 
lation time . . . look to greater profits. Write 
for bulletin P-54. 


Auer DRP floor perimeter registers with built-in dampers. 
Available in 24% x 14 inch size and in sizes 4 and 6 inches wide, 
10, 12 and 14 inches long. 


yee THE AUER REGISTER COMPANY 


frac) see =6“REGISTERS AND GRILLES FOR EVERY HEATING AND COOLING NEED” 
6602 CLEMENT AVENUE e¢ CLEVELAND 5, OHIO 
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1 DUST IS PICKED UP at head and conveyed through the duct at a velocity of 
3500 fpm to unit collector. In separator, dust settles into removable drawer for 


disposal 





Here’s Pattern for Grinder Exhaust System 


..- Which returns heated air to 


the working area after removing contaminants 


By Hugh B. Reid 


THE Necessity for providing an exhaust system for 
certain manufacturing operations is well known, but 
often the removal of dust, fumes and other undesirable 
substances from the air creates a problem of providing 
sufficient heat to that part of the building under evacua- 
tion, 

One way of solving this problem has been to salvage 
the heated air by removing the contamination and re- 
turning the heated air to the working area. An example 
of how to accomplish this for a building using an ex- 
haust system to remove grinding particles is to install 
dust collectors near the collecting area and provide a 
means by which the collector’s filtering material can 
be easily changed on a predetermined schedule. The 
piece of equipment shown in Fig. 1 is suitable for dry 
exhaust systems. 

Dust collecting systems such as the double grinder 
system used in one of the large automobile plants use 
the salvage system for heat recovery. In this system, the 
dust is picked up at the hood and conveyed through the 
duct to the unit collector at a velocity of 3500 fpm. In 
the separator the dust settles in the movable drawer 


section which provides a convenient means of disposal 
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and the conveying air passes through the cloth filters at 
a low velocity, back into the occupied portion of the 
building. Fig. 1 gives specifications for the unit dust 
separator in detail. 

The minimum cfm requirements for the various types 
of grinding, buffing and polishing wheels varies with 
their diameter and width. All related information perti- 
nent to air volumes, velocities, duct sizes, ete. can be 
obtained from the Heating, Ventilating and Air Condi- 
tioning Guide, 1956 edition. 

Hoods for grinding, buffing and polishing operations 
should be close fitting, yet provide easy access for chang- 
ing the wheels. The door section, which is the upper 
part of one side of the guard, is designed for that pur- 
pose. In this type of installation the dust control hood 
and all sheet metal elbows should be a minimum of 
two gages heavier than the straight duct section. The 
round duct should be connected to the intake end of 
the fan with a split sleeve drawband collar one pipe di- 
ameter long but not under 6 in. This will provide access 
to the fan for inspection. A belt takeup unit is recom- 
mended for the motor base and noise isolation mats 
should be installed under both fan and motor. 
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ll: EVERY refrigeration 
application! 


OVER 50% OF THE CENTRAL SYSTEMS 


USE Jecumseh COMPRESSORS 


sfERE’S WHY! Tecumseh offers the central systems manu- 
facturer the only complete line of hermetic compressors spe- 
cifically designed for year around air conditioning, featuring: 
* The economy, flexibility and scope of 7 basic models. 
: * The ideal compressor for split or zone systems, add-on or 
as Eee package units and remote snavalingions, Sodais 


A horsepower range from 11/, to 5 H.P. with BTU ratings JB200—2 H.P.—24,000 BTU 
from 16,500 to 62,500. _ oe ae —seaoe 
Internal twin and four cylinder compressors. 
Single or three phase models for either air or water cooled 
applications. 
* A choice of Freon 12 or 22 in the 114 and 2 H.P. range. 
An oil sight glass to check oil level and flange valves for 
easy compressor exchange, as optional equipment. 
Compressors that will deliver full rated capacity in 90° 
ambient with a 45° coil and continue to operate in 120° 
ambient, even cool on 90% of rated voltage. 
You just can’t be more specific when you specify the Tecumseh 
Hermetic Air Conditioning Compressor that is best suited to 
your application. Write your nearest Tecumseh District sabe 
Office today! a 2 H.P.—24,000 BTU 
H.P.—22, 
THREE PHASE Jes 2 H.P.—36,000 BTU 
Model FBS00 
5 H.P.—62,500 BTU 


Model B74T16 
2 H.P.—19,500 BTU 


Mode! JB150 
1 H.P.—16,400 BTU 


COMPLETE LINES — VOLUME PRODUCTION — PRICED RIGHT 


OVER 25,000,000 COMPRESSORS IN USE TODAY 


. The World's Largest Producer of 
| Compressors for the Refrigeration Industry 


TECUMSEH PRODUCTS CO. Marion, Ohio 


Tecumseh, Michigan 


EXPORT DEPT.—P. O. Box 2280, 24530 Michigan Ave., W. Dearborn, Michigan 
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y why 
take the 
blame ? 


ice] mmlar-Col-lelel-uc-mlar-lell-tdlolaitg 
\ 
\ 


\ 


‘\ 


cut down customer complaints by recommending an application of 


SILVERCOTE 


we ee cn Soa LAE 


Much of the pain of customer complaints can 
be ended before it starts—before you even start 
to make an air conditioning installation in a 
id -s-tlel-sahtr- imei mmerelilial-iaeit-lmollileliare 
Make sure the building is properly. insulated 
Tolar limorelarelidcelalialermacctrellinl-lalem- lame) eliter-lilela 
of Silvercote Reflective Insulation. It reduces 
summer indoor temperatures up to 10°, taking 
Dale cous Mme) am (al -mm or-leLeaela-t-L diate mal:r.} au ley- lemme) imme) mm al- 
air-conditioning equipment. And it saves fuel 
warmth in winter, too. 
Silvercote is a natural insulation for the air 
conditioning age. Fifteen layers of millions of 
tiny aluminum flakes, bonded to a heavyweight 
sheet, give it the heat reflective power of a 
SILVERCOTE Products, Inc. million miniature mirrors. Moreover it's a natural 
161 E. Erie St., Chicago 11 ‘‘breather'’ sheet. Available on rolls, or as a 
Proase send noe" PREE booklet with complete information iF Vontale melamele-lalemarclialcmoli-lal.c>)@arcieit-helelal-mm a aati: 
SILVERCOTE Reflective Insulation. : 

for our free booklet and get all the important 


facts on Silvercote. 


FIRM NAME 
ADORESS 


CITY __ZONE a 


SOSH HSESHEHSSHESHEHEESESESEEEEESESEE 
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YOU AND THE LAW 


When Is Warranty of Fitness Implied? 


A contract ordinarily would exclude any implied guaran- 
tee by stating that all agreements are covered in the con- 
tract, but a new uniform sales act broadens implied war- 


ranty benefits to the buyer 


WHEN THE BUYER of air condition- 
ing and heating equipment in New 
England refused to pay the balance 
due under her contract, the con- 
tractor brought legal action. In her 
defense the customer maintained that 
the prospectus of the manufacturer 
had represented this equipment 
“quiet in performing its duty 
without odor with no dust and 
soot,” and that these representations 
were untrue. 

However this contract contained 
the clause, “there is no agreement. 
verbal or otherwise. which is not set 
down herein.” and she had signed 
the agreement. When judgment was 
awarded the contractor in the lower 


court the customer appealed. 


Higher Court Agrees 


The appellate court in affirming 
the judgment said of this clause: 
“The provision in the contract ef- 
fectively excludes from consideration 
any such undertakings except those 
stated in the contract or incorporated 
therein by inference.” 

As an authority for its refusal to 
these 


which the customer had relied, the 


consider representations on 
court referred to an earlier decision 
involving a similar contract  provi- 
sion, where it had been said of a 
clause of this character: 

“It was a most unwise agreement 
for him to make. But he made it 
freely when he knew what he was 
about. It is a fundamental principle 
of law that contracts in writing vol- 
untarily executed with a full knowl- 
edge of their contents by rational 
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beings acting on their own judg- 
ment, must be enforced. This seems 
a hard case, but contracts freely 
made by intelligent persons cannot 
be abrogated simply because they are 
unwise.” 

Recently 32 Alaska, the 
District of Columbia, Hawaii and the 


states, 


Canal Zone adopted a Uniform Sales 
Act which prov ides: 

“Where the buyer expressly or by 
known to the 


implication makes 


seller the particular purpose for 
which the goods are required and it 
appears that the buyer relies on the 
seller's skill or judgment, there is 
an implied warranty that the goods 
shall be reasonably fit for such pur- 


pose.” 


Need Specific Instruction 


On the other hand, when there is 
no such reliance by the customer on 
the advice of the dealer or contractor 
and no specific representation or 
promise of performance, there is no 
implied warranty of the fitness of 
the equipment for any particular 
purpose, 

In the New England case, because 
there was no agreement, verbal or 
otherwise. not set out in that agree- 
ment, any implied warranty that 
otherwise might be imposed upon the 
contractor was waived and_ nega- 
tived by the customer. 

A similar controversy arose in one 
of the southern states. A contract for 
the purchase of heating equipment 
provided, “sellers guarantee all ma- 
terial furnished by them for one year 
against defective material and work- 


Here the blanket of im- 


woven by the 


manship.” 
munity contractor 
failed to cover the charges made 
against him by the customer. 

The customer sought damages for 
what he claimed was a breach of an 
implied warranty that the equipment 
was reasonably fit for the purpose it 
was intended. He alleged the fur- 
nace grates had warped, the fire 
brick crumbled, the heat exchanger 
burned through and combustion gas 
fumes filled the heating ducts. Here 
the clause failed in its purpose for 
the contractor. 


Court Sets Boundary 


In its decision the court set a 
fairly well defined boundary to the 
extent that a dealer could stipulate 
against implied warranties that the 
equipment sold was fit for the pur- 
pose intended. 

“If express warranties in a con- 
tract are in their nature inconsistent 
with the 


have been implied had none been 


warranties which would 
expressed, it would be indeed violat- 
ing the intention of the parties to 
imply warranties. An express war- 
ranty which related to the same mat- 
ter as those which the law would 
otherwise imply may be deemed in- 
consistent, but the principle should 
extend no further. 

“An express warranty is generally 
exacted for the protection of the 
buyer, not to limit the seller. The fact 
that a seller expressly warrants a 
machine to be made of the best steel 
ought not to exclude an implied war- 
ranty that the machine is properly 
manufactured and will do the work 
such machines are designed to do 
if such warranties would otherwise 
be implied.” 


{Note: While this discussion applies to actual 
ase it should be remembered that legal rule 
vary in different state 





The only combination 
with Season Selector 
and Pride 0’ Yard waterless 


No more seasonal change-over headaches! Exclusive 
Season Selector Control automatically governs air 
volume for top-efficiency heating or cooling, with- 
out seasonal blower or motor adjustments—elimi- 
nates service calls for seasonal changeover. Simply 
set changeover damper for “heating”’ or ‘‘cooling”’ 
as desired, either manually or by remote control! 
Easy, convenient, troublefree! This exclusive Jani- 
trol advancement allows new simplicity and com- 
pactness of conditioner design, with lowest possible 
—— } blower speed for smoothest, quietest performance! 


FOR COOLING—Secson Selector Control allows 
straight air flow from blower to cooling coil, Exclusive “‘Pride o’ Yard’’ Compressor-Condenser is 


pupeing Sale ne low, sleek, beautiful. Completely outmodes all other 
units of its type. Powerful—operates with outside 
temperatures to 125° F. Completely waterless, 
uses only air and electricity. 2, 3 and 5 HP sizes. 








re 


L 
| 
| 
| 








— / a! 
FOR HEATING—Season Selector Control directs 


gir through twin bypass in heat exchanger for 


ALL-NEW PRIDE O° YARD COMPRESSOR-CONDENSER ex. 
maximum heat extraction. 


hausts air out top instead of sides. Protects growing things 
nearby from hot blasts of exhaust air. Only Janitrol has it! 
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Air Conditioning M 





NAME 





r. ee a a a 
a 


JANITROL HEATING & AIR CONDITIONING DIVISION 
COLUMBUS 16, OHIO COMPANY 





Please rush me complete information on new Jani- 
trol WIN-SUM-MATIC year ‘round conditioner and 


Janitrol dealer opportunities in my area. CITY ZONE STATE 
i AA-65 
OO A a So ce 


by jani trol 


heating-cooling unit 
automatic change-over control 
compressor-condenser ! 


Famous Janitrol Heating Heart with exclusive Multi- 
Thermex heat exchanger provides amazing free- 
dom from burnouts, cracking, corrosion—delivers 
the cleanest, most economical gas heating modern 
science has yet produced. 80,000, 100,000 and 
140,000 Btu/hr. capacities. 


ADDRESS 








WIN-SUM-MATIC models are available with ““ADD- 
ON” cooling option, to help you make more sales. 
Install as complete heating-cooling ‘‘package’’, 
or reduce initial cost by leaving evaporator cabinet 
empty for addition of cooling at owner’s option. 


otk ATio 


_— a CASH IN ON OPERATION HOME IMPROVE- 
‘ iy x = MENT WITH COMPLETE JANITROL LINE OF 
ad SUMMER, WINTER AND YEAR ‘ROUND 
Rod CONDITIONERS! 
pager Rush coupon now for full details, or ask 
your Janitrol representative. 


Janitrol 





JANITROL HEATING & AIR CONDITIONING DIVISION 


SURFACE COMBUSTION CORPORATION, COLUMBUS 16, OHIO 


In Canada: Moffat Heating and Air Conditioning 


Division of Moffats, Ltd., Toronto 15 COMPACT—IDEAL FOR NEW OR OLD HOMES! 
Win-Sum-Matic High Boy fits in little as 4% sq. ft. of floor 
space. As Low Boy, with rear-mounted filters, it's only 60’’ 
high. Single duct system for heating and cooling. Uses ex- 
isting warm air ducts for modernization. 
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An expanded 


service for 


engineering departments and manufacturers 


The terrific pace of the air conditioning and 
heating industry is creating formidable work 
loads for many engineering departments. In 
some cases, this causes bottle-necks .. . slowing 
down the marketing of profitable new products. 

Brundage can help you solve this problem 


better than ever before. 


FREE BOOKLET, 


“Blowers—and what makes them 

work better,’ gives practical installation 
and maintenance procedures. 

Write for your copy. 


Recent expansion has more than doubled 
Brundage design and testing facilities. This new 
capacity, combined with 35 years of experience 
in solving air moving problems, is at your ser- 
vice. If you want to put it to use on any question 
involving forced air, talk to your Brundage rep- 


resentative or contact Brundage, direct. 


THE COMPANY 
504 NORTH PARK ST. 
KALAMAZOO, MICHIGAN 


Telephone 2-0251 
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FALLSINGTON TRENDMAKERS... 
used in hundreds of shops throughout the nation 


| 


| 
; 
; 
; 
| 


5' PIPE ROLLER ... rolls pipe with- 
out damaging the locking device. 
This allows the lock to be formed on 
the sheets while it is flat. Capacity: 
26 gage, 4° diameter (min.) in 
lengths up to 5’. All rollers are gear 
driven. 


FALLSINGTON 


COLLAR ROLLER .. . this machine 
will make five different types of col- 
lars. Adjustable table gages permit 
rapid set ups for any of the follow- 
ing operations: bead; bead and slit; 
bead and crimp; bead, crimp and 
slit; slit in the flat. 


WRITE DIRECTLY TO US OR CONTACT YOUR 
NEAREST DEALER. 


REPRESENTATIVES 


Meyer Sheet Metal Machinery Company, 
los Angeles, Calif. 


Follansbee Metals Corporation, Pittsburgh, Penna. 
S. J. Johnson Company, Detroit, Mich. 

Ward Machinery Company, Chicago, Ill. 

H. Weiss & Company, New York, New York 
Fable & Company, Inc., Philadelphia, Penna. 
Vorys Bros., Inc., Columbus, Ohio. 

B. D. Brooks Company, Ltd., Boston, Mass. 
O'Neill Machinery Company, Seattie, Wash. 

J. B. Wallis Company, Jacksonville, Fla. 


Brown-Boggs Machinery & Foundry Company, Ltd., 
Hamilton, Canada 


Airco Products, Ltd., Vancouver, British Columbia 
Hinkle Supp'y Company, Birmingham, Ala. 
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BEAD AND CRIMPER .. . recently 
developed by Fallsington engineers 
to eliminate waste of pipe during 
beading and crimping operation. Air 
actuated and equipped with elec- 
tronic timer which can be set quickly 
for any diameter pipe. Easily op- 
erated and greatly reduces the 
fatigue factor. Companion machine 


for 5' Pipe Roller. 


HUSKY PRESS .. . gives you large 
press bed area in the low price field. 
Designed to handle large sheets for 
blanking, forming, notching and 
piercing various types of fittings and 
duct work. Available in 36", 48", 
60" sizes. Model shown is back 
geared. 


sheet metal machinery 
by 


FALLSINGTON MFG. COMPANY 


Fallsington, Penna. 
(Delaware Valley, U. S. A.) 





MULTI-NOTCHER . . . will make six 
notches at one time. Ideal for duct 
work. Dies are adjustable along the 
entire length of the machine. Power 
driven on hand operated models 
available in 36", 48", 60" sizes. 


FALLSINGTON 


PROGRESSIVE POWER BRAKE... 
compactly designed for making "Z" 
locks for button and slot, 5' pipe for 
boxes and for sectional die bends. 
Dies are available for full length of 
machine. 





Invitation 


You are invited to visit our plant 
whenever in the area. We are lo- 
cated between Trenton and Philadel- 
phia, 3 miles south of Trenton, off 
Route |. (Near the new Fairless Steel 
Works.) 





Increase turbulence of air flowing over a surface and heat 
transfer from that surface is increased. Develop a pattern 
on the surface which will build turbulence to a maximum 
within the allowable pressure drop limits . . . there you have 
the latest contribution from Halstead and Mitchell engineers 
... the new, exclusive ““TURBU-FLO” finned surface! 

“Turbu-Flo” assures you of extra-safe ratings for your 
manufactured equipment, because added heat transfer pro- 
vides an unusual margin of added capacity. 

“Turbu-Flo” is manufactured by ultra-modern equipment 
in our giant Zelienople plant to the exacting quality stand- 
ards that have made Halstead and Mitchell products dis- 
tinctive in the air-conditioning and refrigeration industry. 

“Turbu-Flo” finned surface is immediately available to 
meet your every need. 


Halstead & Mitchell, Bessemer Building, Pittsburgh 22, Pa. 





TELL US YOUR NEEDS... 
AND ASK FOR BULLETIN DE-200 


Hehell 


l 
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LIGHT ENOUGH TO TOSS INTO THE AIR, the G-E oil-burner motor helps reduce your oil-burner installation time. This 1/12 hp 
General Electric motor (NEMA 48 frame) weighs only 10 Ibs., yet delivers dependable, full power performance. 


IT’S THIS EASY TO HANDLE 
THE G-E OIL BURNER MOTOR 


LIGHTER AND SMALLER—the General 
Electric oil burner motor can make your 
oil burner installations easier, less time- 
consuming. 


BUT THAT’S ONLY PART OF THE STORY. 
You’ll find a world of difference in 
quality, too—design quality that’s just 
not available in bulky, old-style motors. 


FOR INSTANCE, you'll appreciate the 
doubled lubrication life of this G-E 
motor, which requires only minimum 


* Trade-moark of General Electric Co 


servicing. The insulation system, too, 
incorporates many ‘“‘years-ahead”’ de- 
sign advances: Mylary polyester film 
insulation, which withstands moisture 
35 times better than ordinary paper 
insulation; and tough Formex* wire 
and Glyptal* protective varnish, which 
assure you of unsurpassed electrical per- 
formance in the dampest basements. 


YOU ALSO SAVE on stocking require- 
ments for your replacement motors, 


t DuPont trade-mark 


because of G.E.’s easily reversible shaft- 
rotation feature. 


AND, OF PRIME IMPORTANCE to you 
and your customers, every G-E motor 
is backed by the efficient, local service 
of the G-E Small-motor Service Station 
in your area. You can take advantage 
of these outstanding features by specify- 
ing G-E motors on your next heating 
equipment order. General Electric Co., 
Schenectady 5, N. Y. 702-33 


GENERAL @@ ELECTRIC 








one pull of the handle... 
CLAMPS & FOLDS . (TF 





NIAGARA ®F 
ADJUSTABLE | | 
BAR FOLDERS 


make it easier to do accurate work... FAST! 








Just slide the sheet between the folding blade and the jaw 

and pull the handle forward. Clamping and folding . are 
practically simultaneous. It’s all done with a single motion! 
Return the handle to starting position, and finished work is 
quickly released. Niagara Adjustable Bar Folders are fast, 
versatile and rugged. Easily and quickly adjustable to desired 
angle of bend, width of fold and thickness of material, they’re 
ideal for producing narrow, sharp, close and accurate folds, 
like those for lock seams. Four sizes are available for handling 
lengths from 21” to 42”. 


profit-maker, as well as the complete Niagara line of hand 
and power operated folders and brakes. Write for new, illus- 
trated Bulletin 74 today. 


AIR ACTUATED MODELS, TOO! 


Perfect answer for faster pro- 
duction of narrow width work. 
Available in three sizes for 
lengths of 30” to 42”. 


TW» NIAGARA MACHINE & TOOL WORKS, BUFFALO 11, N.Y. 
(. DISTRICT OFFICES 
\ = o . Buffalo @ Cleveland @ Detroit e New York @ Philadelphia 


Dealers in principal U. S. cities and major foreign countries 


| 
| 
| 
| 
| 
GET ALL OF THE FACTS on the many unique features of this C% | 
| 
| 
| 
| 
| 


America’s Most Complete Line of Presses, Shears, Press Brakes, Other Machines and Tools for Plate and Sheet Metal Work. 








| for extra profit... 
Cm - WITHOUT extra work 
sell 





REPLACEMENT MOTORS 


Porformance-Rated for Blower, 
Pump and Compressor Applications 


Think how many of your jobs need new motors. You can 
cash in on this natural selling opportunity when you stock 
and sell Century Performance-Rated replacement motors. 
Century's complete range of size, speed, frame, mounting 
and torque characteristics helps you give every job pre- 





cisely the right replacement motor for top performance. 


Your nearby Century distributor will be happy to work 
closely with you to provide ample stock and speedy 


service. 


This handsome, sturdy display stand puts you in the motor 
business immediately ... and it requires only a few square 








feet of floor space. Find out how you can get it FREE with 
your first assortment of Century Performance-Rated motors 


GET FULL DETAILS on this opportunity ... 


Offices and Stock Points in Principal Cities CENTURY ELECTRIC COMPANY, 1806 Pine St., St. Louis 3, Missouri 


Send me all the facts about Century's Display Stand Motor Selling Plan: 


MAIL THIS Nome.. 
cow PON TODAY! Company............... sede iio ideaitaisanseae mac 


Address.. 
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EQUIPMENT DEVELOPMENTS 





The latest information on manufacturers’ developments is presented here with 
brief summaries of the application of these products. For additional product 
information which is available, see this month’s New Literature department 


Straight Side Press 


SINGLE CRANK straight side presses 
with enclosed construction Vi- 
agara Machine & Tool Works, Dept. 
1A, 637-697 Northland Ave., Buf- 
falo 11, N.Y. All steel 


one-piece 


frames are of triple box section de- 
sign said to provide maximum resist- 
ance to deflection from horizontal, 
diagonal and torsional stresses. Box 
type welded steel slides are power 
adjusted through self-locking barrel 
type connections to accommodate a 
wide range of die heights. Electro- 
pneumatic clutch control is designed 


for safe and efficient operation. 


Ceiling Air Diffuser 


“Kno-Drart” type KPSR ceiling air 
diffuser for use where air is to be dis- 
charged and returned through a 
single unit Connor Engineering 
Corp., Dept. 1A, Shelter Rock Lane, 
Danbury, Conn. Square diffuser is 
geometrically proportional; at con- 
stant neck velocities, static pressure 
will not vary, according to the com- 
pany. Air is discharged between outer 
and middle cones and return air is 
drawn through center section which 
has a neck area equal to 75 percent 
of the supply. Design prevents short 
supply air into 


circuiting return 


138 


opening. Sleeve type damper is avail- 
able for all models. 


Cooling Towers 


WRAPAROUND 2 to 10 ton cooling 
towers with “Havens Coat” vinyl ma- 
terial said to guard against rust, cor- 
rosion, abrasion and other destruc- 
tive factors—Havens Structural Steel 
Co., Dept. AA, 1713 Crystal Ave., 
Kansas City 26, Mo. Towers feature 
corrosion-proof bearing assembly, 
large oil reservoir, knockdown con- 
struction, slow speed fan, protected 
motors, 12 and 14 gage hot rolled 
steel sheets, California redwood fill, 
zinc plated steel fans, cast iron 
sheaves, bronze bearings and brass 


bearing housing. 


Gas Conversion Burners 


“IN” SERIES gas conversion burners 
rated from 90,000 to 250,000 Btuh 
and available with solenoid, dia- 
other 
Barber Mfg. Ge. 
Dept. AA, 1052 E. 13th St., Cleve- 


land 10, O. Burners are in 5, 9 and 


phragm, self-energizing and 


types of controls 


15 in. blast tube lengths; blast tube 
is 4 in. in diameter for installation 
virtually anywhere a gun type burn- 
er has been used, through use of ad- 
justable universal mounting flange. 
Adjustable floor stand is optional. 
Burners are all steel construction. 


Metal Sheathing 


“NO-FASTNER” metal sheathing for ex- 


terior walls constructed entirely of 


stainless steel — Washington Steel 
Corp., Dept. AA 200, Washington, 
Pa. All fastening devices are elimi- 
nated on the panels. Locking joint 
is said to provide smooth waterproof 


surface free from visible support or 
attachment. Panel sections are ready 
to install at job site. Stainless steel 
finishes range from soft matte to 
bright and_ three-dimensional _ tex- 
tured finishes. Panels may be used 
horizontally or vertically. 


Service Regulator 


Mope. 173 redesigned service regu- 
lator adapted especially for pilot- 
loading systems with outlet pressures 
of less than 1 lb—Rockwell Mfg. Co., 
Dept. AA, 400 N. Lexington Ave., 
Pittsburgh 8. Unit is about 2 |b 
lighter than previous models because 
of new aluminum diaphragm case. 
Other new feature is projecting boss 
at bottom of case which can be tapped 
for linking with an extra line when 
a service regulator is used for pilot- 
loading a principal regulator or when 
a two stage pressure system is re- 


quired. 


Vise Jaw Face Plates 
“NAV 4-Mar” vise jaw face plates as 
standard stock items in all vise sizes 


from 2 to 6 in.—Kenimar Corp., 
Dept. AA, P. O. Box 25, Glenville, 
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11 New Units 
added to one of 


the fastest-selling 


heating lines 


HEIL 


Your sales mercury will climb to a torrid high with 
these 11 new hot-selling additions to the wide Heil 
line! Now even more than before, Heil offers you 
handsome, efficient heating units to suit any purse or 
purpose, every “wet” or warm air heating need... 
And remember... every Heil unit is designed to 
provide ease of installation and accessibility for 
service plus maximum performance. Heil quality 
has built a name you can merchandise and 

sell with pride... and profit. 


NEW Gas-Fired Units! 


| == Model JFG-O Highboy 
_ Winter Air Conditioner 


Good looking space saver, priced 
right for cost-conscious builders! 
95,000 BTU input. 


Model AFG-5 Lowboy 
Winter Air Conditioner 


High powered newcomer in a sales 
proven design! 200,000 BTU input. 





Model DFG-O Counterflow 
Winter Air Conditioner 
Maximum heating efficiency for 
basementless homes! 

95,000 BTU input. 


Model JF-O Highboy 
Winter Air Conditioner 


Saves customers space and money 
... Sells fast! 84,000 BTU output. 





Models AF-4 and AF-5 Lowboy 
Winter Air Conditioners 
Distinctively styled, money-saving 
Lowboys for larger homes! 
135,000 and 165,000 BTU output. 





Model DF-O Counterflow 
Winter Air Conditioner 


Luxurious, uniform comfort... for 
modern living! 84,000 BTU output. 





Model WB-1 

Boiler-Burner Unit 

Small in size, big in performance... 
and pre-assembled! 93,000 BTU 
gross output. 





Series DB 
Boiler-Burner Units 


Only Heil could put so much into 
so small a package! 


BTU Capacities (Gross Output): 


Model CB-1 Conversion Oil Burner 
with Burner-mounted Primary! 


‘s : Converts wide range of home heating 


plants. Amazing burner-mounted 

control system eliminates the need 
for all line voltage wiring except 

for power supply! 

1.65 GPH Maximum Firing Rate 


Model LB-1 





Models GC-11, GC-12 and GC-13 
Conversion Gas Burners 


Clean, economical gas heat for 
every home...every heating system! 
Input rating: 140,000 to 400,000 BTU. 


Heil’s heating and cooling wholesalers save you money 
in shipping, inventory and office expenses. Support your 
Heil wholesaler, work with him... and profit! 


The Heil Co. is a member of OHI, GAMA and an associate 
member of NHWA. 


THe HEIL co. 


3081 W. Montana St., Milwaukee, Wis. Hillside, N. J. 
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Conversion Oil Burner 

New low-pressure burner converts 
heating plants to automatic systems, 
customers to buyers! 

1.5 GPH Maximum Firing Rate 








See us at the O.H.I. Show — New York City 
Coliseum — June 11-15 — Booth No. 542. 


SALES OFFICES: New York, N.Y.; Union, N.J.; Atlanta, Ga.; Cleveland, Ohio; 
Chicago, IIl.; Milwaukee, Wis.; Kansas City, Mo.; Denver, Colo.; Dallas, Texas; 
Los Angeles, Calif.; Seattle, Wash. 





equipment developments 





Conn. “Durometer 75-85” rubber is 
thick, 


bodies. Plates are attached to vise 


IQ in, bonded to aluminum 
with set screws. Rubber faced caps 
holding 
work 


which must be protected from mar- 


are designed to increase 


power of jaws in handling 
ring and bending. Plates are also 
available in solid bronze, aluminum, 
fiber-faced on aluminum and _ other 


special facings. 


‘Permanent’ Air Filter 


“SARAN-AIRE” permanent type ait 
filter using a specially woven plastic 
Eaton Air Fil- 
14, 2609 Fk. Larned 


Available in domestic 


fabric as filler media 
ter Co., Dept. 
St., Detroit 7. 
and industrial sizes, the filter pack is 


enclosed in an aluminum frame and 


protected on both intake and exhaust 
sides with a heavy expanded steel 
erille, enameled to prevent corrosion. 
Household detergent is recommended 
for use when filter is washed; no oil 
treatment 


or chemical is required 


after washing. Woven plastic fabric 
filler will not sag or warp when 
washed nor will vibration cause it to 
slump, according to the manufac- 


turer. 


Plant Thermostat 


ELECTRONIC THERMOSTAT with 27 


ft temperature-sensing element for 
large plant use Vinneapolis- 
Honeywell Regulator Co., Dept. AA, 
2726 Fourth Ave. S., 


Minn. Designed to prevent tempera- 


Minneapolis 8, 


ture stratification in large air ducts, 
unit is said to have an operating 
range from 30 to 225 F. Sensing 


140 


wire is enclosed in 1 in. copper 
tubing so it can “feel” the average 


of stratified temperatures. Unit can 


gus . : 
be used with any of the companys 


electronic or  electronic-pneumatic 


control systems. 


Year ’Round Units 


“HOMEAIRE year ‘round air condi- 
tioners in 12 models with oil or gas 
fired furnaces in three capacities and 
114, 2. or 3 hp compressors for cool- 
ing—York-Shipley, Inc., Dept. AA, 
Jessop Place and P.R.R., York, Pa. 
Oil burners provide heating capaci- 
ties of 75,000, 100,000 and 125,000 
Btuh; Smallest furnace may be com- 
bined with 1144 or 2 hp compressor, 
larger models with 2 or 3 hp com- 
pressors. Gas fired units have 85,000, 
114,000, and 141,000 Btuh capaci- 
ties. Compressor combinations are 
same as for oil fired furnaces. 
Largest size heating-cooling package 
is 29413, 


is placed in air stream; air cooled 


<5314 in. Cooling coil 
condensing unit is installed outdoors 
or in garage. Changeover damper is 
at front of unit; burner operation 
during cooling cycle is prevented by 
automatic safety switch which cuts 


the burner out. 


Portable Dehumidifier 


PORTABLE ELECTRIC dehumidifier 
said to remove excess moisture from 
10X30X10 ft room or 31, gal. in 
24 hr-—W hirlpool-Seeger Corp., Dept. 
1A. St. Joseph, Vich. Evaporator coil 
has spiral design, is same diameter 
as fan opening to permit air to flow 
over entire coil. Removable container 
has 9.42 qt capacity; garden hose 
connection is provided for permanent 


115-v 


Compressor is 


drainage. Unit operates on 
household current. 
spring-mounted, fan is rubber-mount- 


ed. Unit is 12X17 9/64X201% in. 


Plastic Metal Compound 


“FORMEX 377” self-hardening plas- 
tic metal compound in liquid and 
putty form—Travaco Laboratories, 
Dept. AA, 233 Condor St., East Bos- 
ton 28, Mass. Compound is said to 
harden quickly to fine grain surface 
which sands and machines like soft 
gray iron, takes primer, lacquer or 
baked enamels, has expansion charac- 
teristics compatible to material to 
which it adheres, and can be ma- 
chined like metals. Compound is un- 
affected by 

60 and +350 F, the company re- 


temperatures between 
ports. It is also said to be water 
proof and bond tightly to metals, 


plastics, wood, ceramics and concrete. 


Plastic Building Panels 


Series A press-molded plastic build- 
ing panels made from acrylic-modi- 
fied polyester resins to provide cooler, 
glare-free light Structoglas Div., 
Dept. AA, International Molded Plas- 
tics, Inc., 4284 W. 35th St., Cleveland 
9, O. Translucent glass fiber rein- 
forced plastic panels have additive 
said to filter large amount of infra- 
red rays. Line of harmonizing colors 


is featured. 


Furnace Casing Extension 


CASING EXTENSION for gas and oil 
fired highboy, lowboy and counter- 
flow “Budgeteer” furnaces, designed 
Richmond 
Vig. Co.., 


for luxury appearance 


Div., Dept. AA, Rheem 


P. O. Box 111, Metuchen, N. J. Ves- 
tibules provide enclosed, protected 
furnaces which are easily cleaned and 


(Continued on page 157) 
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Simple Arithmetic... 


Type 302, Sheet Base Price 4G 50 cents per /b. 
wy 
Type 430), Sheet Base Price 34. 50 cents per Ib. 


mug 10.00..... 


Teme i t-lia li ee) ee Oe 5 














Now You Can SAVE $200 Per Ton! 


AMERICAN ARTISAN 


Many designers and fabricators who are 
currently using Type 302 stainless can, in 
numerous applications, specify Type 430 
straight chromium stainless and take 
advantage of the 10 cents per pound dif- 
ference in base price. Some of our cus- 
tomers are already saving more than $200 
per ton using our 430 MicroRold stain- 
less sheet. 

The steel industry estimates that 50% 
of all stainless sheet applications could 
satisfactorily employ Type 430, the least 


expensive of all stainless grades, as an 
economical and practical material. When 
properly applied, Type 430 has all the 
desirable qualities of beauty, corrosion re- 
sistance, strength, long life and low main- 
tenance that no other material, except 
stainless, can offer. 

We are currently producing our 
MicroRold Type 430 sheets in thick- 
nesses .005” to .109” with 2B or 2D 
finishes; and in thicknesses .010” to 
.109” in No. 3, 4 and 7 finishes. 


Send for Your copy, ‘Care and Use of 430 MicroRold Stainless Steel” 


Washington Steel Corporation 


5-A WOODLAND AVENUE, WASHINGTON, PA. 


May 195¢ 
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TORIDHEET 


Rotary Wall Flame Oil Burners You make useful friends out of customers when you sell 
Pees time-tested TORIDHEET Rotary Wall-Flame equipment. The 
Power These ~ | operation is so reliable and quiet, the fuel economy so great, 
Fuel-Thrifty = that customers tell friends and neighbors—actually become 
part-time salesmen for you. 


Proved fuel savings up to 40% _ to sell—a profitable line for your 
at Ne and trouble-free operation (only = customers to buy. If you’re not 
1 moving part) make TORID- selling TORIDHEET you're 
HEET a profitable line for you _—missing a bet! 


COMPLETE UNITS AND CONVERSION BURNERS— OIL OR GAS 


Wall-Flame Oil Burners e Gun Burners @ Wall Flame Boilers e Furnaces and Water Heaters 
Gun Fired Boilers and Furnaces e Gas Conversion Burners and Gas Fired Furnaces 


Model ORU Low-Boys e Hi-Boys @ Counterflows e Comfort Cooling Equipment 
Boiler 








SOME DESIRABLE DEALER FRANCHISES AVAILABLE — 
YOUR INQUIRY IS INVITED 





CLEVELAND 


= — = 
Toridheet Division 
AVIOMATIC WEATING - CLEVELAND STEEL PRODUCTS 


; | CORPORATION 
Yo 16035 Brookpark Road @ Cleveland 11, Ohio 
— bene same Affiliated Canadian Manufacturer: Aero Tool Works Limited, Foronto, Ontario 
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in the sheet metal industry... 











STANDARD BACK GAUGE 

Hand driven, featuring an entirely new de- 

MODEL 14-U-10. Capacity: 

wee wie steel; 19 gauge roller bearings at both ends. Easy, accurate 
stainless steel. 


setting. 
the new PEXTO 


precision power squaring shears 


sign. Precision screws mounted in needle and 


One of the biggest advances in precision shearing, the modern 

PEXTO 14-U-10 offers the sheet metal industry NEW standards 

of accuracy .. . NEW ease of operation ... NEW rugged construc- V-BELT DRIVE 

tion . . . NEW safety and many, many more outstanding design Four matched V-belts drive flywheel from 
and engineering features. motor flywheel shaft on Timken Tapered 


Roller bearings. Drive shaft with bronze bear- 
For more information and specifications on the 14-U-10 and the 


other outstanding PEXTO power squaring shears, write for the 
new Power Shear Bulletin No. 57. 


ing. Higher flywheel speed and anti-friction 


bearings assure smooth, accurate shearing. 
SAFETY SQUARE PIN CLUTCH 
Simple, trouble-free. Conveniently located 
THE PECK, STOW & WILCOX COMPANY selector for changing from repeat to non- 
since 1785 repeat without tools. Featured on all PEXTO 


Power Squaring Shears. 
Southington, Connecticut ri — 
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Reduce installation cost up to 12% with 





Kaiser Aluminum Sheet for Ducts 


Worn lightweight aluminum ductwork you can often skip 
many steps in handling and trucking assembled sections. 


Long sections can be assembled on the floor and lifted 
into place without heavy scaffolds or hoisting equipment. 


Worker fatigue is reduced. There is less wear on shop 
equipment. Your entire operation is speeded up. 


This can mean savings up to 12% in labor and handling 
costs. 


Additional savings are obtained if sheet is used in coiled 
form cut to specified lengths, as there is no waste from trim- 
ming or shearing. And smaller heat-carrying ducts, made pos- 
sible by aluminum’s high BTU delivery, save metal and 
fabrication. 


Kaiser Aluminum Sheet for ducts iseasy to fabricate. The 
same methods and equipment can be used as with galvan- 
ized, and there is no metallic coating to chip or peel during 
bending. Aluminum’s appearance blends with the modern 


Kaiser Aluminum & Chemical Sales, Inc. 
Room 5372, Industrial Service Division 
1924 Broadway, Oakland 12, California 


_free copies of folder entitled 
“Kaiser Aluminum Sheet for Ducts.” 


Please send 


NAME 
ADDRESS 
COMPANY 


CITY AND STATE 


_ 
—_ 
- 


architecture of offices and stores without additional finishes. 


Delivers 17% to 46% more heat than bare or asbestos 
paper-covered galvanized due to aluminum’s low emissivity, 
low friction loss, and high thermal reflectivity. Same BTU 
delivery with as much as 14% smaller duct sizes. Needs no 
insulation. High corrosion resistance eliminates painting or 
other protective measures. 


For complete information, contact any Kaiser Aluminum 
sales office, located in principal cities, or one of our distrib- 
utors. Kaiser Aluminum & Chemical Sales, Inc. General Sales 
Office, Palmolive Building, Chicago 11, Illinois; Executive 
Office, Kaiser Building, Oakland 12, California. 


Send coupon for free folder. Helps you take full advantage 
of aluminum’s unique combination of properties. Availability 
charts on Kaiser Aluminum Sheet for ducts, in both flattened 
and coiled sheets, including thicknesses, weights, etc. Also 
contains weight and coverage comparisons for aluminum and 
galvanized. Mail coupon today! 


aiser Aluminum 


setting the pace—in growth, quality and service 
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INSULATION news from L:O-F GLASS FIBERS COMPANY 


Wayne Johnson, of Johnson Insulation Company, 


used Super’Fine to 


Michigan. He found Super:Fine lightweight, easy 
to handle and cut—yet so strong it could be pulled 


between the ducts and walls without tearing. 


insulate ducts for 


A 
SuperFine’s low installation cost 
business for contractors! 


means big 


Fast installation combined with 
high insulating efficiency can 
clinch the contract for you. 
Super’Fine’s millions of fine glass 
fibers form countless dead air cells 
which provide highly efficient insu- 
lation. It is pleasant to handle 
fast and easy to apply. It cuts 
readily with an ordinary knife, 
needs no special measuring or fitting, 


can quickly be wrapped around 
ducts and supporting hangers. Con- 
tractors find that workmen can ap- 
ply more Super’Fine per day than 
other types of insulation. 

You save on storage space, too, 
because Super’Fine comes in com- 
pressed rolls up to 72’ wide, in 
all standard thicknesses and roll 
lengths. They take up less space, 


the 
Northwood Shopping Center in Royal Oak, 





yet the insulation springs back to 
full thickness when unrolled. 
There’s big business ahead for you 
when you discover how Super:Fine 
can help you save on duct-applica- 
tion costs. Check your Yellow Pages 
for the nearest distributor or write: 
L-O-F Glass Fibers Company, Dept. 
45-56, 1810 Madison Avenue, 
Toledo 1, Ohio. 


L-O-F GLASS FIBERS COMPANY 


TOLEDO 1, OHIO 


Makers of glass fibers by the exclusive ““Electronic-Extrusion” process 
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Barber “Spread-Heat’’: 





When Barber set out to design 
“Spread-Heat” burners we checked 
first those things that heating con- 
tractors wanted most. We knew, 
you see, that the burner that is best 
for you is best for the home owner. 

We first 


coal burning furnaces for their 


studied 


BTUH ranges and physical di- 
mensions. And we managed to 
produce three burners that would 
cover practically the whole lot. 
Think of the 


fewer burners 


thousands of 


the conversion burner 


that heating men designed 


you'll have to stock or order. 
As a matter of fact, one ‘‘Spread- 
Heat", the UP-2, will convert 90% 
of all coal or wood burning fur- 
naces itself. By careful selection of 
tube length and a telescoping ven- 
turi, the same three burners will 
physically fit most all furnaces too. 
Then we put controls and air 
shutters in an enclosure where 
they'd be easy to install and service. 
Adjustable legs at both the control 
and burner end made it possible to 


position the burner at just the right 
height in the furnace in a few 
seconds. 

We added to these features the 
color we knew customers preferred, 
a wide selection of controls, and a 
price that would appeal. The result 
is a conversion burner for wood or 
coal furnaces that will mean more 
sales for you and more profits. 
Write today for specifications and 
prices on the “Spread-Heat”’ to the 
address below. 


MANUFACTURING COMPANY 


GAS AND OIL BURNER DIVISION 


1052 East 134th Street, Cleveland 10, Ohio « 


GL 1-2666 
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ETE STOCKS 


- GALVANIZED SHEETS 


BRIGHT SPANGLED e TITE COATED ¢ NON-FLAKING 
EASILY FORMED ¢ CUT-TO-SIZE ¢ SLIT TO WIDTH 
COILS FLATTENED AND CUT TO LENGTH © CORRUGATING 


“7 QUALITY 
rei j AND 


SERVICE. 


SINCE 1918 


GREAT WESTERN STEEL COMPANY 


GENERAL OFFICE AND PLANT MILWAUKEE DIVISION 
2300 WEST 58th STREET, CHICAGO 36, ILLINOIS 2547 WEST HAMPTON AVENUE 
TELEPHONE HEMLOCK 4-5800 TELEPHONE HILLTOP 4-3092 





SHORTEST 
STROKE V8 OF 
ANY LEADING 
TRUCK! 














... one reason for 
top-notch fuel economy, 
low maintenance 


costs in this New 


Chevrolet Truck V8 


That picture above gets right to the heart of a 
modern performance champ, the new Chevy 
Trademaster V8!* The arrow points up the short- 
est stroke of any leading truck engine—your 
assurance of power that eats up work while using 
less fuel, and minimum engine wear stemming 
from reduced piston travel. 


This shorter stroke has brought about a whole 
new concept of more efficient engine design, 
exclusive with Chevrolet truck V8’s. Because of 
it, Chevrolet engineers have been able to make 


the Trademaster V8 the most compact truck 
engine on the market, with more horsepower per 
pound than any other. ““Dead weight’”’ has been 
pared off to give you the efficient performance 
you want, more pound-pulling power! 


So, remember this special kind of short-stroke 
design Chevrolet truck V8’s now bring you. Re- 
member what it means in terms of money-saving, 
profit-making hauling. Certainly, you’ll want to 
see your Chevy dealer soon. . Chevrolet 
Division of General Motors, Detroit 2, Michigan. 


*Optional at extra cost in 3100 through 4500 models. 


The dollar-saver that 
looks like a million! 


Here’s modern truck beauty 
that adds to your business 
prestige! Long, low, for- 
ward-sweeping lines pro- 
vide good advertising for 
you wherever you go. And 
you'll go more easily, too, 
thanks to the nimble ma- 
neuvering these new Chevy 
models provide! 


NEW CHEVROLET 
TASK:-FORCE TRUCKS 


Anything less is an old-fashioned truck! 
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Bethcon bends flat without flaking 


Yes, you can actually bend Bethcon 


double without flaking off the zinc 
coating. That’s because Bethcon is 
galvanized by a continuous process 
which bonds the zinc to the base 
steel much more tightly than con- 
ventional methods. 

This is one of the advantages 
of Bethcon which has caused sheet- 
metal contractors to call for increas- 
ing supplies of this remarkable gal- 
vanized sheet. There are other 
advantages, too, which will interest 
both you and your customers. 


For instance, Bethlehem’s con- 
tinuous galvanizing process 
distributes the zinc more evenly, 
and eliminates the heavy beads 
usually found on the drip ends of 
hot-dipped sheets. Then, too, you 
can have Bethcon in coil lengths as 
well as cut sheets. And the smaller, 
brighter, more uniform spangles are 
bound to be far more attractive to 
your customer’s eye. 

You can specify Bethcon in any 
gage from 14 on up, in plain steel or 
copper-bearing for extra corrosion- 


resistance. If you have not yet 
worked with Bethcon, you might 
like to talk with someone who has. 
If so, we'll gladly give you the name 
of such a contractor who is located 
somewhere near you. Or if you’d pre- 
fer to discuss it with one of our own 
men, just get in touch with the near- 
est Bethlehem district sales office. 


BETHLEHEM STEEL COMPANY 
BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 
Export Distributor: Bethlehem Steel Export Corporation 


BETHLEHEM STEEL 
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SECTION 2 


SECTION 1 


Anemostat High Velocity sound attenuation chamber 





Hot inlet open in Section 1. 
Anemostat in place covers Section 2 








lalelmme lite, 
cold inlets 


Cold inlet 
50% open 


open 


How to mix and diffuse 
high velocity air automatically 


gh Velocity sound at- requirements of the thermostat, it passes 


tion chamber is divided into two sec- through a baffle arrangement into the 
s. Both hot and cold air from the main acoustically lined Section 2 of the chamber, 
risers enter Section 1, which is an acous- further reducing the db rating of the air. 

cally lined blending chamber, in which = ; 
ep i ake nie Guateiiad beste The air then passes through the Anemo- 
i ceeea inate. . tenia: coda satedeh eae = Air Diffusers, a pat pe ge 

es ia er i effect causes mixing of room and supply air 7 
se othe . woneeterd “Se hye within the diffuser, resulting in further a ck oa 19 mf Veu 

temperature equalization. The diffuser then Products Bulletin and 

thereby adjusting the volume of air sup- lelive -_ sale Iraf Selection Manual 50 to 
plied through the hot and cold inlets. The Getivers to the occupams of the room dratt- {nemostat Corporation of 
America, 10 E. 39 Street, 
at from 3500 to 6000 fpm, is automatically The Anemostat All-Air High Velocity Vew York 16, N.Y. 


re duc t d by € xp insion 


than conventional ducts. It can be installed 
’ faster and at less cost. It requires no coils, 
thus eliminates leakage, clogging and odors. 
Furthermore, Anemostat round, square and 
straightline diffusers with high velocity 
units blend into a wide variety of archi- 
tectural des 


free air at the desired tempers ’ 
velocity of the air which enters Section 1, - t the desired temperature 


distribution system offers other important 4 


nemostat: The Pioneer of 
As the blended air meets the temperature advantages. It can be used with 


smaller All-Air High Velocity Systems 























= \Y B OSS / HOT TIP CHARLIE AT IT 
° AGAIN. IF WE USED DODGE 


JUST HEARD THAT SOME FIRM FROM SPRINGFIELD, \ REPORTS AROUND HERE WED 
MASS...OR MAYBE MISSOURI-IS GOING TO BUILD | HXE bagag hcg 

ON THE MILLER PROPERTY. UNDERSTAND A 

NEW YORK OR BOSTON ARCHITECT IS INVOLVED. RIGHT! AND SAVE MONEY 
DONT KNOW IF THEYVE PICKED A CONTRACTOR. TOO. WHAT WELL SPEND ON 
ANYWAY, THE JOB COULD RUN TO $400,000- DETECTIVE WORK IN THIS CASE 


WOULD PROBABLY BUY DODGE 
OR WAS IT $140,000? IM REPORTS FOR A YEAR. 


GOING TO CHECK co 








WANT PROOF 
THAT ITS CHEAPER 
TO USE DODGE REPORTS 


THAN NOT TO? MAIL THE 
{ 
IF YOU HAVE A STAKE COUPON NOW: 
IN NEW CONSTRUCTION 
anywhere in the 37 eastern 
states, Dodge Reports will ; 
tell you daily what’s coming i rn eeenion 
up, the man to see, what the 119 West 40th Sweet 
job requires, when bids are New York 18, N.Y. Dept. AA-563 
due, who gets the contract. : 
They give you all the infor- Se ees 
mation you need to plan ahead... . to pick and choose 


. O House Construction 
the jobs you want. O General Construction 


Whether you want more business, better business, or more ©) Eangmacting Feageots 
time to handle what you have, 


Wer So DODGE REPORTS wth cnn 
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... MORE FURNACE 
SALES 


The COZY line of gas-fired furnaces does more 
for customers than red flannels. If you're itching 
for profits, this Advance line of modern heating 
equipment will scratch more than 90% of all 
home and small-building heating problems. COZY 
quality and features make them fast sellers, easy 
to install, simple to maintain. They’re backed by 
over a quarter of a century of manufacturing 
experience. Get the facts on the year-round, high- 
profit sales plan. Write today! 





COZY Horizontal Forced-Air models available in 
The COZY Challenger, the five capacities, 60,000 BTU to 140,000 BTU input. 
best buy in floor furnaces, This space- and money-saver can be install in attic 
has accessible controls. utility room, under floor even without basement 


COZY Wall Heaters 

available in four capac- Compact upflow and counterflow COZY Forced-Air 
ities, single- or dual-wall D models give zero clearance; let you use 4” piping or 
installation; three dif- , : conventional duct work. Has exclusive beat wringer, 
ferent temperature con- N Ws heat exchanger. Adaptable for air conditioning. 
trols are optional Sa 75,000, 105,000, 140,000 BTU input capacities. 


The ADVANCE FURNACE CO. 


WICHITA, KANSAS 
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by leading manufacturers 


CRIS» 


ACRO 


Solenoid 
Gas Valve 





Higher Capacity 





The Crise Solenoid Gas Valve has been designed to 
combine performance, ruggedness and simplicity 
for long, trouble-free service on all types of gas 
fired heating equipment. A soft seat is accurately 
centered by an improved design to assure positive 
shut-off and quiet operation. Corrosion-resistant 
parts make the Crise SV 100 and SV 110 suitable ® Quiet Operation 
for use with all types of gases. Available in 14"’ and 
34’' sizes, 24 V or 115 V and with or without a ®@ Streamlined Design 
manual opener. Write for bulletin. 


A Host of Features 
® High Capacity 


® Soft Seat Construction 


® Positive Shut-off 


® Corrosion Resistant 


¢C R o ® Suitable For All Gases 


NG COMPANY, 











CONTROLS DIVISION 


COLUMBUS 16, OHIO 
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Veiled Blonde 






° 


TONG <o.. 


Brown 

Offer the greatest new selling 
MODEL HV-70 

feature in the Gas Heating Field 


Veiled Blonde 


Two-Tone 
Brown 


MODEL HV-60 


SUN-LIKE WARMTH at 
YOUR FINGER-TIPS 





Two-Tone 
Brown 


MODEL HV-50 


Veiled Blonde 
“As easy as turning on a gas range!” That's what people say when they 


try TOPTROL — the marvelous new ftop-mounted heat control that’s stand- 
ard on all the 1956 Humphrey Radiantfire Circulators shown at right. 


A touch of the finger regulates the warm air circulation, and the flood 
of sun-like, radiant warmth that pours out at the floor level. No more 
squatting and squinting to adjust a control inside the heater! 


TOPTROL is easy to demonstrate and easy to sell. It’s a powerful, ' - = Two-Tone 
exclusive feature that gives you a tremendous sales advantage. over Brown 
competition. 


MODEL HV-40 


New Full Color Brochure 4444 Veiled Blonde 


Read more about TOPTROL. Learn about other great 
Humphrey features, such as full-width radiant front. 
See actual color reproductions of the two handsome 
baked enamel finishes— Opalescent Brown and 
Veiled Blonde. Brochure supplied without cost or 
obligation. Write for it today. 





Two-Tone 
Brown 


MODEL HV-30 








Aerovane 


RETURN AIR GRILLES AND REGISTERS 


available with 2-inch bar spacing 


CP 





























LS. z 
? 





Vertical Cross Section 
through Aerovane T110D Grille 


Designed to meet the demand of those who specify and 
For economy and prompt delivery, 


install commercial air conditioning systems, Aerovane specify these standard sizes* 
Return Air Grilles and Registers are now available with 10x6 18x6 24x24 


10x8 18x12 30x12 


; , ; 12x6 18x18 30x18 
The new design provides a modern, streamlined 12x8 24x12 30x24 


12x12 24x18 36x18 


*Non-standard sizes available. 


horizontal bars set at an angle of 40° on 12-inch centers. 


appearance and virtually eliminates the problem of see- 
through. 

Aerovane T110D Grille is illustrated above . . . Aero- 
vane T117D Register combines the Grille and adjust- 
able opposed blade damper unit. 

For complete information, size selection data, and list 


prices, write for Bulletin 201. NS New Britain, Connecticut 
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bigger filter in PREMIER furnace cleaners 
doesn’t need cleaning before the can is full 


In furnace cleaning, it’s not the size of the can; it’s the efficiency 
of the filter * that counts. Now, for the first time, a full 4 bushel- 
capacity cleaner! You can do a perfect job and never have to 
worry about lugging cleaning equipment around. Notice that this 
machine is only 4 the size of ordinary cleaners. 

PREMIER’s giant pleated filter has 3 times more working 
filtering area than other makes. This means you don’t have to 
clean the filter so often either. 2 out of 3 filter-cleaning inter- 
ruptions are avoided. Jobs go faster. You make more profit per job. 
*“Orp ReLIABLE’’—famous Premier furnace and air conditioning 
cleaner (P-908F) now also available with this new auxiliary filter. 
For information on all Premier furnace and air conditioning 
cleaners, write today for Folder FB14. 

For complete information, write today to... 


*Patent applied for. 


PREMIER COMPANY 
Dept. 405 
755 Woodlawn Ave., St. Paul 1, Minnesota 
35 Gerrard St. West, Toronto, Canada 
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reduce inventory problems for dealers 
who can interchange the extended 
casing between gas and oil burning 
units. One casing can be used on all 
four gas and two oil fired highboys 
and on six counterflow units of sim- 
ilar sizes. Second casing accommo- 
dates two of the three gas and two 


oil fired lowboys. 


Gas Heating, Cooling Line 


GS, GC, GH anp GL gas fired furnace 
line in horizontal, counterflow, high- 
boy and lowboy models respectively 

Chattanooga Royal Co., First and 


Delmar Sts., Chattanooga 6, Tenn. 
Capacities range from 70,000 to 140.- 
000 Btuh. All units are equipped with 
safety pilot, room thermostat, gas 
pressure regulator, combination fan 
control and 


and limit centrifugal 


blower and motor, the company 


states. 


Protective Metal Coating 


CHEMICAL COATING for metal said not 
to peel, crack or chip when stamped 
or hammered and to resist heat, abra- 
sives and water—PSC Inc., Dept. AA, 
303 Fifth Ave., New York. Once 
bonded to a metal, coating is non- 
toxic, the manufacturer states. Prod- 
uct can be used on plated, anodized 
or plain surfaces and on metals con- 
taining organic dyes or inorganic dye 
coatings; plain, embossed or etched 


wire or sheet metal can be treated. 


Furnace Vacuum Cleaner 


Mopet 520 heavy duty furnace va- 
cuum cleaner with standard attach- 
including 10 ft. * 1% in. 


hose, 18 in. service tool and orlon in- 


ments 
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sert bag—American Cleaning Equip- 
ment Corp., Dept. AA, 2029 S. Hal- 
sted St., Chicago 8. Featured are im- 
proved fan and fan chamber for 
higher vacuum; low center of grav- 
ity; cooling system which permits 24 
hr a day service; large, cleanable in- 
side bag; heavy gage tank with spe- 
cial casters and caster brackets; ac-de 
| 1/3 hp motor with 13,000 rpm and 
static water lift of 66 in.: air dis- 
placement of 210 cfm; suction air 
velocity of 320 mph; 12 gal. tank. 


Fastening Tool 


“SHURE-SET fastening tool which 
seats a specially-constructed fastener 
into concrete, concrete block, cinder 
block, brick, steel and other materials 

Ramset Fastening System, Dept. 
AA, Olin Mathieson Chemical Corp., 
12117 Berea Rd., Cleveland 11, O. 
Designed to fasten light materials to 
harder surfaces, tool is in a kit with 
14 and 3/16 in. stud holders, drive 
rods and long and short collars. Rear 
rod is pulled out to desired point, 
fastener is placed into opposite end 
with point at position of fastening, 
rear rod is pressed down as far as 
possible and anvil rod is hit sharply 
with a hammer to seat the fastener. 


Electric Motor Line 


ELECTRIC MOTORS with extruded plas- 
tic insulation, in standard sizes from 
1 to 40 hp, open type frame and 
design B—Lincoln Electric 
Co., Dept. AA, 22801 St. Clair Ave., 
Cleveland 17, O. Stator windings have 


torque 


thermo-setting plastic insulation, said 
to provide high resistance and therm- 
al protection. Unit is said to be suit- 
able for splash-proof or enclosed mo- 


tor applications. 


Cooling Coil 


“RECOLD’ residential cooling coil de- 
signed for connecting into ductwork 
of new or existing small systems with 
remote condensing unit or 
chiller Refrigeration Engineering. 
Inc., Dept. AA, 7250 E. Slauson Ave., 
Los Angeles 22. Coils are in 2, 3. 4 


Pa 


water 


or 5 ton capacities. The 2 ton unit 


how PREMIER furnace cleaners 
cut your labor-time costs 


Labor-time takes 90% of your mainte- 
nance cleaning costs. PREMIER saves 
you money because it reduces that 
time. Here’s how: 

1 You spend less time on each job be- 
cause of special pleated filter design. 
The filters in PRemmeER machines are 3 
times larger than others . 3 times 
more working-filter area than other 
makes. This saves time boosts 
profit of each job. Notice this machine 
is half the size of ordinary cleaners, yet 
holds a full half bushel. 

2 PREMIER equipment is practically 
maintenance-free because their special 
built motors are weil ventilated to run 
cooler. Extra air flow ever the motor is 
possible also by the exclusive “‘3-times 
larger”’ filter. This means longer motor 
life. 


3 All models are completely equipped 
withstandard attachments. Special tools 
for out-of-the-ordinary jobs are also 
available. 


PREMIER YOUR BEST BUY 


4 Low initial cost due to high volume 
of sales. Fine engineering design born 
of years of experience have made Pre- 
MIER machines the preference of clean- 
ing men. 

5 Listed by Underwriters’ Laboratories 
and Canadian Standard Ass’n. 

“Ortp RELIABLE’’—first and most fa- 
mous Premier furnace and air-con- 
ditioning cleaner (P-908F) with ex- 
ternal filter bag for ‘Shot jobs” now 
also is available with new 3-times- 
larger internal filter. For information 
on all Premier furnace and air con- 
ditioning cleaners, write today for 
Folder FB14. 


PREMIER COMPANY 
Dept. 406 
755 Woodlawn Ave., St. Paul 1, Minnesota 
35 Gerrard St. West, Toronto, Canada 
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When you need insulation right now 


call your V IT l NE distributor! 


Ultralite Duct Insulation and Duct Liner are stocked at 
more points throughout the country than any other glass fiber insu- 
lation And G-B’s nationwide network of distributors is geared to 
give you “right-now” service and delivery. 


So get acquainted now with your local Ultralite distributor. 
His ever-ready stocks of Ultralite are as near as your telephone’... 
and his phone number is listed in the adjoining column. 


 ULTRALITE DUCT INSULATION 


FIRST flexible duct insulation of fine glass fibers on the 
market! Only Ultralite, introduced in 1945, has a 
10-year record of completely satisfactory per- 
formance. 


flexible duct insulation of fine glass fibers available 
with factory-applied vapor barrier Ultralite is still 
available plain or with a wide choice of facings— 
some for appearance, some as vapor barriers. 


FIRST flexible glass fiber insulation to spring back to full 
Original thickness after being compressed! 


ULTRALITE DUCT LINER 


FIRST flexible duct liner of fine glass fibers. Recent exami- 
nations of Ultralite Duct Liner installed 7 years ago 
show no indications of air erosion 


FIRST flexible duct liner on the market with spray coating 
(1948). 


FIRST flexible glass fiber insulation available nationwide at 
convenient stocking points for immediate delivery. 
And Ultralite is still available more readily, in more 
cities, than any other glass fiber insulation! 


gb Gusrin-Bavow 


lanufatiaring Company 


Thermal and acoustical glass fiber insulations * Pipe Couplings and fittings » Molded glass fiber pipe insulation 


226 W. 10th St., Kansas City, Mo. 


G-B DISTRIBUTORS 


Amarillo, Tex. . . DRake 3-5565 
Atlanta. . . S¥Ycamore 4-9511 
Billings, Mont. . . 9-2419 
Birmingham, Ala. . . 4-6722 
- 4-5461 
Brookline, Mass. 
LOngwood 6-8381 
Buffalo, N. Y. . . PArkside 3710 
Charleston, W. Va. . . 3-9467 
Charleston Hts., S.C. . . 4-5973 
Chicago. . .WAterfall 8-8135 or 
FUIton 5-0550 


Cincinnati. . .CHerry 1-7435 
Cleveland. . .SKyline 1-4200 
Columbia, S.C. . . 2-3361 
Columbus, Ohio . FAirfax 6033 
Dallas, Tex... HU. 4651 
Davenport, lowa. . . 2-6205 
Denver, Colo. . . CHerry 4-6569 
Detroit . . . TAshmoo 5-6000 

El Paso, Tex. .PRospect 2-7491 
Fargo, N.D... 4411 

Ft. Smith, Ark. . SUnset 3-1155 
Ft. Wayne, Ind. . ANthony 8482 
Ft. Worth, Tex. . FOrtune 4827 
Greensboro, N.C. . . 2-5250 
Gulfport, Miss. . . 3866 
Houston. . . JAckson 9-4649 
Indianapolis. . .MElrose 5-3451 
Iren Mt., Mich. . . 2900 
Jackson, Miss. . . 3-3597 
Jacksonville, Fla. . . 6-7636 
Joplin, Mo. . . MAyfair 4-4366 
Kansas City, Mo. .GRand 1-0700 
Little Rock. . .FRanklin 2-7221 
Los Angeles. . .ANgelus 3-6961 
Louisville. . .JUniper 4-7845 
Memphis. . . JAckson 6-7321 
Miami, Fla. . . 65-2595 
Nashville, Tenn. . . 4-6661 

New Haven. . . MAin 4-7682 
New Orleans, La. . . CAnal 7781 
New York. . .WOrth 4-8550 
Oklahoma City. . .REgent 9-2825 
Omaha, Nebr. . . ATiantic 1155 
Philadelphia. . .GArfield 6-8240 
Pittsburgh. . .CHurchill 1-7100 
Phoenix, Ariz. . . ALpine 4-9764 
Raleigh, N.C. . . 2-3501 
Richmond, Va. . . 82-6748 
Rockford, Ill... 2-3711 

Salt Lake City. ..ELgin 9-1966 
San Antonio. . . TAylor 2-1509 
San Francisco. . .SUtter 1-5967 
Savannah, Ga. . . 62461 
Schenectady . . FR 7-8770 
Seattle, Wash. . . SEneca 7250 
St. Louis. ..CHestnut 1-0445 
St. Paul. . .Midway 6-7865 
Syracuse, N. Y. . . 73-0216 
Tallahassee . . 2-3593 

Tulsa, Okla. . . CHerry 2-3145 
Tupelo, Miss. . . 2245 
Washington, D.C... AD 4-1928 
Wichita . . . AMherst 7-7195 
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requires 1414 293, floor space ; 


ways to clinch 
that Sheet Metal 
.. Contract... 


the 5 ton unit requires 2114393, 
. Installation is facilitated by built. 
in mpiree: drain pan, enclosed and in- 


sulated compartment for valves, 


and flanges for attaching to ductwork, 


according to the company. 


INCREASE YOUR ‘PROFIT MARGIN 


(2) STOP MAKING FLEXIBLE » 
ned for flush to-wall ins CONNECTORS PIECE-BY-PIECE & 


Dept Attaching metal to fabric in your shop 
pe. is troublesome and expensive. Use 

DURO-METAL-FAB and ECON-O-FAB 
NOW to reduce connector cost. é 
DURO-METAL-FAB and ECON-O-FAB 
are preassembled metal-to-fabric-to- 
metal, saving expense of attaching 

° tal t Excl Double-L 
Btuh input. Standard model has on- — pte Rew ie ine ax 
de- or pulling out. 

DURO-METAL-FAB and ECON-O-FAB 


z 
Z 
a 
s 
are the only products with 3’ and 4” . 
¥ 
cs 
4 


Flush-to-Wall Furnace 


Mopet GH 125 gas fired highboy 
furnace designed for flush-to-wall 
stallation in 
Perfection Industries Div.. 
14, Hupp Corp., 7609 Platt Ave. 
Cleveland 4, O. Standard, deluxe and 


custom models are rated at 125,000 


(You need these dimensions to 
make lowest cost connectors) 


off fire with belt driven motor: 


metal dimensions—giving you the 
metal dimensions you need to work 
most efficiently. 

DURO-METAL-FAB—for industrial 
ductwork. 24 & 26 ga. ECON-O-FAB 
lighter gauge, lower cost, for og ya 
ductwork. Not the cheapest, but, 

far the least expensive. 

Available with government specification 
canvas, asbestos and neoprene coated 
fiberglas—S0 ft. and 100 ft. rolls. 


BIND DURO-BLADE KIT 


MAKE YOUR OWN NON- 
{Provides everything BINDING LOUVER DAMPERS 


ane Gee eee? . You can use less skilled, lower cost 


labor to make absolutely non-binding 


au ; wave 
+ louver dampers with tue BIND 


DURO-BLADE KIT—Precision 
Engineered Damper Hardware. 


That's right! You make the frame 

and blades. The NEVA BIND 

2 DURO-BLADE KIT’S unique 4-way 

adjustability compensates for all small 

inaccuracies in hardware mounting or 

those in blade or frame construction 
the main cause of binding. Result 

dampers can be assembled with little 

care and no alignment troubles. The 
cost for Neva Bind Duro-Blade Kits- 

no more than old type kits. 


luxe model features “‘Regulaire” 


modulating air control; custom unit 

has same modulating air control and 

three stage fire, the company states. 

Preassembled and wired unit is said 4 

to require less than 7 sq ft floor a 
space. Also available is a coil hous- 


furnaces in which cooling 


rlins ()STOP MAKING YOUR pt... 
i. OWN ROUND DAMPERS 


Stop wasting high priced labor making 


ing for 
coil can be added at later date. 


ing, installed below counterflow 


naces and atop highboys at time of 
installation, adds 14 in. to height of 
furnace, eliminates need for tear- 
ing out ductwork when cooling is 


added. 


Low Capacity Motors 
Type AL-4 


horsepower electric 


lightweight fractional 
motor with die 


cast stator core frame Redmond 
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round dampers in your shop. The 
JIFFY DAMPER comes completely 
prefabricated—ready for immediate 
installation in ductwork. Costs far less 
than comparable homemade dampers. 
Famous Jiffy Regulator is preattached 
to galvanized iron blade. Two styles: 
JDS with Spring-Loc bearing; JD 
without Spring- Loc. 

Pipe sizes 4", 5", 6", 7’, 8, 9". 


DURO-DYNE CORPORATION 


Distributors throughout the United States and Canada 


800-B Third Ave. 


New Hyde Park, New York 
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GAS FIRED 
FURNACES 


Easily installed HEATWAVE Gas-Fired Furnaces are engineered to 
provide the best solution to heating problems, with a more generous 
margin of profit for you! 

Whether you require central heating systems or floor furnaces, get 
HEATWAVE for economy plus satisfaction! 





EVERY HEATWAVE MODEL: 


V Factory Assembled V Economical Operation 
V Fire Tested V Smart Appearance 
V Ready to Install V Cast Iron Burners 


V Competitively Priced V 10-Year Factory 
Warranty 














THE HEATWAVE 
HORIZONTAL 


Here’s a real space-saver that does 
the job right! It’s ideal for installa- 
tion in homes without basements, 
to install in attics, under floors, in 
service porches, or suspended from 
joists in homes with basements 
BTU INPUT: 60,000, 80,000, 
100,000 





THE HEATWAVE cust 
FLOOR FURNACE — BTU INPUT: 


a 27,500 
The lost word in quiet opera- i 35,000 


tion, efficiency and long life! | = 50,000 

. 65,000 
The Heatwave Floor Furnace ’ , 75,000 
has achieved a national repu- ; 


tation for value and service! 














istributed By Outstanding Wholesale Supply 
Houses @ Write or Wire @ Get The Facts! 


ol OL OM WS ALS Did Bb 


ee 2. ee FY R I ONG C= 


BOX 151 © Subsidiary of The F. E. Myers & Bro. Co. «© AURORA, M 
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Distributors, Ine.. Dept. 1A, Owosso, 
Vich. Motor. which develops 1/250 
to 1/15 hp, is 4 pole design, 1550 
rpm, 115 or 230-v, 60 cycles. Shaft is 
5/16 in. in diameter; unit has 14 
lead outlets. Motor shorts and grounds 
are eliminated through use of thermo- 
setting phenolic end turn insulators, 


the company reports. 


Air Cooled Condensers 


FOUR AIR COOLED condenser models 
in 2, 3, 5 and 71% ton capacities 

United States Air Conditioning 
Corp., Dept. AA, Como Ave. S.E. at 
33rd, Minneapolis 14, Minn. Motor, 


blower and condenser coil are housed 
in weatherproof cabinet for remote 
installation. Units are 39 X 27 

28 in. in 2 ton model. Electrical re- 
quirements for 2, 3 and 5 ton models 
are single phase, 230-v. Three phase 


model is also available in 5 ton unit. 


Room Air Conditioners 


“CONSTELLATION ROOM air condi- 
tioners in 3, 1, 114 and 2 hp models 

Cory Corp., Dept. AA, 221 N. La 
Salle St., Chicago 1. Featured is push- 
button selection of eight comfort 
levels. Thermostatic control shuts unit 
off at desired level or maintains “con- 
stant cool” condition. Units can be 
mounted to extend only 3 in. into 
room. Condenser coils run full width 
of unit’s face for greater cooling 
coil area than previous models. Blow- 
er wheel replaces fan and sound- 
proofing material is installed on bulk- 
head. Power factor has been corrected 


to meet electrical standards. Optional 
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GBP Another Lima 


Loe 


\ pa . 
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Boost your modernization business 


with the Lima series 


especially where 


A big part of tomorrow’s business 
comes from today’s satisfied 
customers. And in heating and cool- 
ing—that means customers who en- 
joy room-wide constant comfort all 
through the house. When the com- 
fort is right, the customer will pass 
the word along, and tomorrow's 
sales start building for you 

For example, take a look at the 
diffusion photo above. The Lima 
Series ‘45’ Wall Diffuser assures 
room-wide comfort without occu- 
pants feeling the air motion. The air 
pattern is constant and velocity re- 
mains uniform at all damper set- 
tings. That's why Lima Diffusers 
help you make more money. 
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"*45”’ wall diffuser 


you add cooling 


It costs no more to install a quali- 
ty-built Lima Diffuser and there's 
one for every installation — floor, 
baseboard, wall and ceiling. Ask 
your wholesaler to show you a Lima 
Diffuser and see for yourself the 
extra sturdy construction which elim- 
inates rattling and whistling at 
higher air velocities needed for cool- 
ing. Better still, install Lima Dif- 
fusers on your next job and see how 
Lima helps you build more sales. 


Lima “45” Side View Diffusion Photo 
Arrows show how the Lima “45” induces 
room air recirculation. It’s ideal for 
modernization jobs, especially where you 
add cooling. 


M 
WOOOR COMFORT 








Big Sales Possibilities 
and Extra Profit - in 


REPLACEMENT 
BUSINESS 


Mr. Dealer, 
Here is an 
answer to your 
Pulley & Belt 
Problems 


ONE PIECE 
Stamped 
Steel Pulleys 


ONE PIECE 
—for Greater 


Strength 
—for Longer 
Wear 
—for Lower 
Cost 


Zatko Quality 
Pulleys match- 
ed with Zatko 
Quality Belts 
offer a lot of 
extra PROFIT 
for YOU. 


SEE YOUR 
WHOLESALER 


or write for 

particulars of 
the unusual 

sales oppor- 

tunities. 


FOR BIG SALES and LONG PROFITS — 
Act Today 


Replacement Parts Inc. 
22408 Lake Shore Blvd. _ Euclid 23, Ohio 





equipment developments 





“Style-Gard” decorative panel covers 
complete face when the unit is not in 


use, 


Line Voltage Thermostat 


Mopet T220 heavy duty line voltage 
thermostat for direct control of unit 
heaters, circulators, motors, and fans 
or of air conditioning and ventilat- 


ing General Controls Co.., Dept. 


14, 801 Allen Ave., Glendale 1, 
Calif. Unit is available with or with- 
out cooling or heating anticipation, 
has clear vision thermometer and 
roll type temperature dial. Contacts 
are sealed against moisture, dust and 
satin 


corrosive elements. Case is 


finished stainless steel. 


Gas, Oil Fired Furnaces 


Line or gas and oil fired lowboy, 
highboy, counterflow and suspended 
from 67.000 to 
180,000 Btuh input and from 70,000 
to 130,000 Btuh bonnet output 

Williams Div., Dept. AA, Eureka 
Williams Corp., Div., Henney Motor 
Co., Inc., 1201 E. Bell, Bloomington, 
lll. Oil fired LBO-90 are 


“sealed in steel.” are equipped with 


furnaces ranging 


models 


levelizers which eliminate building 
concrete base, grouting and sealing, 
according to the company. Gas 
LG-112 are sealed, 


new heat 


models feature 


exchanger designed for 


higher Btu rating in smaller space. 


Air Cooled Add-On Units 


AIR COOLED 


in 2, 3 and 5 ton capacities for com- 


air conditioning units 


bination with the company’s gas fired 
furnaces Temco Inc., Dept. AA, 
4104 Park Ave., Nashville 9, Tenn. 














YOU are invited 


to read and use 


AMERICAN ARTISAN 


You who are making your liveli- 
hood from warm air heating, resi- 
dential air conditioning or sheet 
metal contracting can best use the 
practical helps published in Amer- 
ican Artisan each month. 


@ Last year’s record is evidence 
that the Artisan covers these sub- 
jects most thoroughly: 175 feature 
pages on Air Conditioning and 
Warm Air Heating; 170 pages on 
Sheet Metal Fabrication and Con- 
tracting; 215 pages on Management 
Methods. That’s 560 pages—in ad- 
dition to useful departments such as 
Questions & Answers, New Prod 
ucts, Trade Literature, 
Activities, ete. 


Assox lation 


@ You will get in the Artisan vital 
information and practical “know- 
how” of dollars-and-cents value to 
your business. It points the way to- 
ward better methods, lower costs, 
and improvements in merchandising 
and contracting procedures, also cor- 
rect practices in design, fabrication, 
installation, and servicing. 


@ just one idea could easily pay 
back many times the small amount 
of your entire subscription. By or- 
dering now, you'll automatically get 
the next big annual Buying Direc- 
tory des ribed below. 





TO KEENEY PUBLISHING COMPANY 
6 N. Michigan, CHICAGO 2, ILL. 


- Enter this subscription for 


OM. . . 
AMERICAN ARTISAN to start 
or first possible issue — 


checked below, at special introductory 


rate of 


3 Years, (36 big issues) $6.00 


Saves you $3—Same as 1 year FREE. 


2 Years, (24 big issues) $5.00 
Saves you ONE DOLLAR CASH. 


Check here 


Rates to Canada 3 yrs., $10; 2 yrs 
or 1 yr., $4 


(It is understood that this will bring me the 





for l-year trial for $3. in U.S 


Annual Buyers’ Guide Directory of Equipment 
Manufacturers and Trade Name Index in each 
January issue.) 


I enclose check for $ 
later 


Send bill 


My Name 
(Please Print 


Street 
City 
Postal Zone No 


Business 
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all-around MAN 





all-around FAN 








Remember the great Jim Thorpe? He could move from sport to sport... be a champion in all sports. 
Baseball, football, track, field—you name it—Jim could play it like the hero he was. Truly, he deserved 
the accolade ‘‘all-around man” of the sports world. 


At Utility, we have an all-around blower as versatile as Mr. Thorpe in performing well at a number of jobs. 
A 4-Way Discharge Blower, it adjusts quickly to any of four positions—top horizontal, top vertical, bottom horizontal 
or bottom vertical. Actually, it’s an eight-position fan, since it faces left or right at any of the above angles. 


The rigid frame is the key to this blower’s complete convertibility. You simply place the fan in the desired discharge 
position, and the job is done—without bolts or screws or costly sheet metal work. The rigid frame also adds a 
bonus of strength and stability to the installation. It’s a boon from an inventory standpoint. Available in single 
and double widths, this blower takes care of many jobs without emergency re-ordering or cutting-to-fit on the job. 


Of course, world-renowned Utility quality is built right in, with one-piece wheel for rigidity, long life 

and whisper-quiet operation. And because of Utility’s years-ahead production techniques, this ‘‘all-around fan’’ 
is priced right down with the lowest. Proving again that when quality and price must get together, 

it makes sense to ‘‘get together’’ with Utility! 


Manufacturers of beavy 
A Division of Utility Appliance Corp. and standard duty blowers for 
heating, air conditioning 


TT rm T 7. TTyW FAN CS ORF and ventilating installations 


Producers of blowers 

911 East 59th Street, Los Angeles 1, California and blower parts for original 
equipment manufacturers 
Write for catalogue data 
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Adaptable to existing furnaces, units 
have different evaporators for various 
basement, crawl space, attic or other 
location. Indoor-outdoor condensing 
units are in aluminized steel cabinets; 
compressor is sealed, internally cooled 
by suction gas and externally cooled 
by air circulation over dome, Blowe1 


is self-lubricating. 


Ceiling Diffuser 


ROUND STEP-DOWN type ceiling dif- 
cooling 

Dept. 1A, 651 
V. Baxter St., Lima, O. Curved con- 


fuser for heating and 


Lima Register Co.. 


tour step-down rings without straight 


. 
. 
> 
> 


ams 


esr? 





edge are said to assure maximum free 
area and good distribution of supply 
air. Damper assembly has built-in 
mechanical spring loaded butterfly 
dampers which provide full center 
opening for air delivery through cen- 
ter of diffuser, and full air shutoff, 
the company states. Series 65 is in 


seven sizes from 6 to 22 in. 


Air Cooled Cooling Units 


LINE OF AIR COOLED air condition- 


models 
The Heil Co.. Dept. 14. 3000 H. 
Vontana St.. Milwaukee 1, Wis. De- 


signed for add-on or combination use 


‘rs in 2, 3 and 5 ton 


the units are available with choice of 
two evaporators and condensers with 


centrifugal blowers or propeller fans. 


Counterflow Gas Furnace 


Mopvet CFF gas fired counterflow 
from 75,000 to 
150,000 Btu input—Aresky Mfg. Co.. 
Ine.., Dept. 1A, Second and H Sts.. 


Petaluma, Calif. Unit features over- 


furnaces ranging 


sized blower to provide for future ait 


conditioning; filters can be replaced 
without removing flue pipe or draft 
element is die 


diverter; heating 


formed and electrically welded. 


Damper Bearing 


REDESIGNED 14 in. bearing for No. 
7 “Jiffy” 


145 regulator sets from square to 


regulator and No. 14 and 


flattened oval shape to show position 
of damper Duro-Dyne_ Corp.., 
Dept. AA, 800 Third Ave., New 
Hyde Park, L.1., N.Y. Flat portion 
is always in line with damper blade 
so installer can tell exact position of 


damper. 


Unit Heaters 


GAS FIRED unit heaters ranging from 


25.000 to 310,000 Btu in eight 


— 


Conductor L. Bow says: 


FOR ELBOWS SCIENTIFICALLY 
SHAPED AND TAPERED TO FIT ANY 
STANDARD SIZE PIPE_.-ALWAYS 
ASK FOR CINCINNATI ELBOWS!! 





NO RAW EDGES TO RUST BECAUSE 
THEY'RE HOT-DIPPED IN ZINC AFTER 
FORMATION — AVAILABLE IN ANY 
SIZE, ANGLE, GAUGE OR METAL 
INCLUDING COPPER, ALUMINUM, 
STAINLESS OR GALVANIZED STEEL 
— SEE YOUR JOBBER!/ 


CINCINNATI 


ELBOW co. 


4730 MADISON ROAD ® CINCINNATI 27, OHIO 
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“and how my dad seus Thatcher | eS 


“Saturdays I help dad out at the store. 
Mostly cleaning and things like that. Most our 
customers come in on Saturday. Dad tells them 
a whole lot about Thatcher. He says there's a 
whole lot of good things to tell. Seems like 
nearly everybody ends up buying one. Yessir, 
Thatcher’s a great line to handle ...it must be, 
my dad says so!” 


Here's why youll do 

better with Thatcher, too! 
You’re In Business All Year Round With 
THATCHER. Complete winter heating and 


summer cooling lines make every season a 
selling season! 


You're In Touch With More Prospects... 
You Close More Sales With THATCHER. 
New power-packed sales-building program is 
ready and set to go to work for you! 


You've Got The Extra Edge On Competition 
With THATCHER. More experience in man- 
ufacturing heating equipment and building con- 
sumer confidence than any other company in 
the field... 10 year product guarantee... and 
other plus-features help you clinch the sale! 





Your Business and Personal Interests Are 
Properly Advanced With THATCHER. 
Complete personalized assistance program is 
geared to consider your sales problems individ- 
ually ... to work with you on the special needs 
of your market . . . and to provide fast action 
in every situation! 


Why not make your sales job easier... more 
profitable... with Thatcher. Get the full story 
today! Write Thatcher Furnace Company, 
Garwood, N. J. 








‘hatcher 


Specialists in heating Since 1850 


Garwood, New Jersey 
Branch office: 4646 W. Washington Bivd., Chicago, Ill. 


Jhe Oldest Ve me tn Liutlocr C OM OW’ 


Visit our Booths (303, 304, 305, 306) at the National 
Oil Heat & A.C. Exposition, June 11-15. 
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models—Modine Mfg. Co., Dept. 
14, 1580 DeKoven Ave., Racine, 
Wis. Burners are stainless steel; heat 
exchangers are in either stainless steel 
or aluminized steel. Each exchange 
tube is individually and directly fired 
with a flame that extends continu- 


ously from front to rear to increase 


radiant heat absorption and distribute 
heat more uniformly throughout the 
length of the tube. according to the 


manufacturer. Combustion air inlets 


are directly beneath each tube. 
Weights of the units range from 35 to 
292 lb. Single unit safety controls are 
used on smaller models, three unit 


controls on larger sizes. 


Window Air Conditioners 


“SLIM-LINE” window air condition- 
ing units, measuring 13 in. in depth 
from window and available in 34 
Mathes Co.. Ine.. Dept. 
14, 1501-29 East Broadway, Fort 
Worth 5, Tex. Designed specifically 


ton models 


for apartments and hotel rooms in 
the northeast section of the country, 
the unit has a wood cabinet in choice 
birch. 


maple and knotty pine; thermostatic 


of mahogany, oak, walnut, 
controls and phenolic base are stand- 
ird equipment for the window ait 
conditioning units, according to the 


manufacturer. 


Metal Louvers 


GALVANIZED STEEL or. aluminum 
louvers with locked, hot dipped gal- 
Fulton Steel- 


Swanton, O. 


vanized_ steel screen 


craft Co.. Dept. 14. 


Units are prime coated—only finish 


coat need be applied. Louvers are 
available in 25 ga galvanized steel 
or 0.020 aluminum. Featured are 
rigid channel reinforcement, snap-in 
assembly for positive lock and re- 
placement, and special channel which 
locks screen edges into place without 
fraying, according to the manufac- 
turer. Opening height and width in 
four models range from 19 in. 

19 ft, 654 in. to 24 in. X 8 ft re- 
spectively. Louvers are also available 


in custom sizes. 


Gas Water Heaters 


“GoLtp Seat Rex XXL” automatic 
gas water heaters featuring gold trim. 
50th anniversary gold seals on each 
unit, gold finished thermostatic con- 
trol located outside the jacket, stain- 
less steel pilot and redesigned clean- 
out hole—Cleveland Heater Co.. 
Dept. 1A, 2310 Superior {ve., Cleve- 
land 14, O. Model XXLR-40_ has 
14.5 gph rating at 100 deg rise, the 
company states, All XXL and XXLR 


models are of the external flue type. 


Hand Operated 


BENDING 
BRAKES 


One Man Operation - Quick Adjustment - Rugged Construction 


STANDARD BRAKES 
Capacities up to 12-gauge sheet metal 
and bending lengths up to 12 feet. 


FOLDER BRAKES 

The simplicity and ease of oper- 
ration make this a desirable ma- 
chine for light sheet metal work. 
Seams and locks can be made 
efficiently. Capacity up to 20- 
gauge in three sizes of bending 
lengths of 36, 42, and 48 inches. 
Foot treadle clamp. 





DREIS & KRUMP 





PORTABLE BRAKES 
Set up shop right on the 
job. Capacity 20-gauge 
sheet metal in two sizes 
with bending lengths of 
49 and 61 inches. 


Descriptive Literature on Request. 


DREIS & KRUMP 


MANUFACTURING COMPANY 
6095 7404 S. Loomis Boulevard, Chicago 36, Illinois 
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FILTER DEVELOPMENT... “IN 25 YEAR 





*This is not an idle claim... it's a fact... PROVEN 
UNDER ACTUAL INSTALLATION AND MAINTENANCE 
CONDITIONS. 


Make no mistake about if... no matter how small your 
filter requirements ...or how large, here is a com- 
pletely new air filter development that can absolutely 
cut your clean air maintenance costs in half. 


NO HEAVY TENSION OlL—Evans filters do not have a 
messy, sticky type of adhesive that is filthy to handle 
and difficult to clean. It is unnecessary and is forbidden 
in the use of Evans filters. 


CLEAN WITH TAP WATER—Evans filters can be cleaned 
clean in minutes with nothing ever but tap water sprayed 
through an ordinary garden hose nozzle. They require 
no expensive fireproof room. No caustic cleaning solu- 
tions or agents. This eliminates all danger in the cleaning 
of Evans filters. 


LIGHT WEIGHT CUTS LABOR COSTS—Evans filters are all 
aluminum. Light to handle, to carry, to pick up. In spite of 
airtight fitting frames, Evans filters pull quickly and 
easily in and out of the frames. Take much less effort, 
less labor to handle. No latches . . . or lugs required. 








AY 
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REMEMBER: Initial costs for air cleaning equipment are not the big 
factors or controlling factors in the cost for clean air. 


IT’S OPERATING COSTS THAT YOU MUST LIVE WITH AND THAT YOU MUST 
CONTROL. 


EVANS FILTERS GIVE YOU THAT CONTROL. MAKE IT POSSIBLE FOR YOU TO 
SAVE 50% ON CLEAN AIR MAINTENANCE COSTS. 


° ALL ALUMINUM AND LINT WITHOUT HARMFUL 
© EVERY PART PRECISION MADE RESTRICTION TO AIRFLOW 
e HOLD UP TO 200% MORE DUST © GIVES LIFETIME SERVICE 


FREE CATALOG nn 


THE GEORGE EVANS CORPORATION °* MOLINE, ILLINOIS 


Gentlemen: | wish to know how to cut my clean air maintenance costs 
in half with a filter that gives lifetime service. Please send me new 
illustrated catalog. 

DEGMRO. cccccccccccccccccccvcessoces eeccecccccces eocccccccces ecevcccece 


Company.. 


Address 


ro ee 
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Wet Dust Collector 


“VENTRIJET wet dust collector ran- 
ging from 1000 to 30,000 cfm in 
single and double row tube types 

Corp., Dept. AA, 560 
Blud., Hagerstown, Md. 


Dust laden air enters unit and ex- 


Pangborn 


Pangborn 


pancs in inlet chamber at reduced 


velocity; heavier particles sink to 
bottom of tank; air is drawn through 
one or more venturi tubes into dis- 


charge chamber. Low pressure area 


in venturi throat induces water to 
enter high velocity air stream; mix- 
ing of air and water causes transfer 
of dust particles in air to water parti- 
cles. Washed air flows through elim- 
inator section for removal of droplets 


and clean air is discharged. 


Non-Bouncing Hammers 


“No-Bounce” soft and metal-faced 
hammers and tappers for sheet metal 
work—Tahlen Hammer Co., Dept. 
{A, 1729 First Ave. South, Seattle 
1, Wash. Tubular head is loaded with 
steel grit which causes the hammer 
to follow through the stroke instead 
of bouncing, for more safety to work- 
ers and easier control, according to 
the manufacturer. Soft faced ham- 
mers range in size from 6 oz to 3 
lb with choice of tenite or nylon tips; 
these hammers are for working with 
copper and other soft metals without 
stretching and marring. Metal faced 
hammers range from 10 oz to 3 Ib. 
are designed for stamping, chiseling. 
staking and other operations where 
firmer and more measured stroke is 
desired. Soft faced tappers are in 5 


and 8 in. lengths, are designed for 
setting up jigs, positioning material 
in chucks and making other me- 
chanical adjustments as well as bump- 
ing operations, according to the man- 


ufacturer. 


Water Conditioner 


“BRIQUETTES” COMBINATION of tropi- 


cal resins, organic vegetable sub- 


stances, corrosion inhibitors and 
emulsifying agents designed to pre- 
vent scale and corrosion in evapora- 
tive condensers and other air condi- 
tioning equipment—American Sand- 
Banum Co., Inc., Dept. AA, Meadow 
Brook National Bank Bldg., Freeport, 
N. Y. Compound is non-poisonous, 
contains no acids and said to be 
harmless to personnel and equipment. 
Compound disperses into large num- 
bers of minute particles which are 
suspended in the water to attract and 
hold foreign matter; spongy disinte- 
gration of old scale takes place. Im- 
purities are absorbed until they be- 
come entirely attached to the colloidal 
particles; fine film of the compound 
is also attracted to metal surfaces for 











... Where price is 


and rigid building 


codes exist... 


outsell all others. 








Empire Ventilators 


In the New York market 


an important factor. . . 


Empire Ventilation Equipt. Co. 


Sold thru 
leading 
wholesalers. 
See your 
jobber. 


35-39 Vernon Boulevard 
Long Island City 6, N. Y. 
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NOW! Every forced air heating owner 
becomes a cooling prospect automatically 











New Mueller Climatrol add-on unit permits 
installation with any forced air heating system 


No problem finding prospects for this 
self-contained, water-cooled summer 
air conditioner. Every customer with 
forced air heating is a prime prospect! 

INSTALLATION FLEXIBILITY UNLIM- 
ITED. Return air can be brought in at 
either top or bottom of left side or 
where necessary, at lower half of right 
side. Optional blower packages avail- 
able with either vertical or horizontal 
(both right and left hand) discharge, 


in a range of sizes from 800 to 2000 
cfm that means further flexibility. Any 
arrangement you need in tight instal- 
lation spots! 

CONVENIENT, Too. Shipped com- 
pletely assembled, charged, ready for 
easy installation. 

Write for facts, dimensions, specifi- 
cations —to Mueller Climatrol, Dept. 
56, 2030 W. Oklahoma Ave., Milwau- 
kee 15, Wis. 


See your man from 


Mueller Climatrof 


-.sales are turning greener every day 
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protection against corrosion, accord- 


ing to the company. 


Duct Insulation 


SEMI-RIGID DUCT insulation designed 
for application to exterior or in- 
terior duct Baldwin-Hill 
Co., Dept. AA, 500 Breunig Ave.. 
Trenton, N.J. Felted from long, fine- 


surfaces 


ly spun mineral wool fibers, insula- 
tion is in three types: plain; with 
integral vapor barrier for applica- 
tion on duct exteriors; and neoprene 
coated for application on duct in- 
teriors. Material can be cut with a 
knife to conform with irregularly 
shaped or curved surfaces; it is com 
posed of non-cellular spun mineral 
wool and will not absorb moisture. 
the company reports. Vapor barrier 
type is applied where condensation is 
a problem. Insulation is in 24 or 48 
in. sheets with thicknesses of 34, 1, 
114 and 2 in. and a density of 6 
lb per cu ft. Material is said to with- 


stand temperatures up to 450 F. In- 


HEET metal contractors 


sulation may be applied by any of 
the currently acceptable methods, the 


company states, 


Slip Roll Formers 


POWER AND HAND operated slip roll 
forming machines for rapid forming 
of obround and rectangular shapes 

Viagara Machine & Tool Works, 
Dept. AA, 637-697 Northland Ave., 


Buffalo 11, N.Y. Rear roll is posi- 


tioned pneumatically between two 


limits to form curves and flats al- 
ternately on 6 in. diameter machine; 
on smaller machines, rear roll action 
is mechanical. Flat surfaces are 
feathered into curves by continuous 


rotation of rolls. during radius 


ow 
—“% 
~ 


everywhere are 


learning that Flagler Pittsburgh Lock Rolling Machines 
really roll it out—better Pittsburgh locks “by the mile.” 
No "runout," no binding, no trouble from variations in 
metal coating or hard spots. Utmost economy. 
The Flagler "24" Junior, shown, is the heaviest duty 
machine in its class. 24 to 30 gauge capacity. 
Power Flanging attachment available. 


The FL 


Phone 
Twinbrook 3-3161 


changes. Markings on sheet where 
curves begin and end serve as sufh- 


cient guide, the company states. 


Heating, Cooling Units 


AIR COOLED air conditioning units 
including outdoor condensing unit, 
counterflow, blower equipped and 
horizontal flow evaporator units and 
gas and oil fired heating units—Air 
Conditioning Div., American Radia- 
tor and Standard Sanitary Corp., 
Dept. AA, 40 W. A0th St., New York 
18. Model AC-5A outdoor unit con- 
sists of compressor, condenser and 
pressure control; it is rated at 5 hp. 
Thermostat packages are available 
for cooling only or heating and cool- 
ing. Counterflow model RC-C evap- 
orator unit is designed for use with 
companys 2 and 3 hp outdoor con- 
densing units; ratings are 21,600 
and 32,500 Btuh respectively. Model 
RC-B 


evaporator is designed for use with 


blower-equipped horizontal 
same two condensing units, is rated 
it 21.600 or 32.500 Btuh and 800 


or 1200 cfm blower capacities, re- 


The Big Swing is to 
FLAGLER PITTSBURGH 
LOCK ROLLING MACHINES! 


THERE’S A FLAGLER 


PITTSBURGH LOCK MACHINE 


* Corporation 
i ae 


19325 FILER AVE. 
DETROIT 34, MICH. 


FOR EVERY SHOP! 


A complete line of bench and heavy duty 
models for fast production of Pittsburgh 
lock on sheet metal from 30 to 16 gauge— 
the most complete line. Send for Cat. 156. 
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LET’S GET DOWN TO 


Brass Tacks on 
Residential Air 


Any generally accepted definition of 
Air Conditioning embraces poth heating and 
cooling, together with ail distribution, air 


cleaning and humidification. 


it would logically follow that in the case of 
residential air conditioning, knowledge of 
these related functions would be vital for 


successful merchandising. 


Here then is another of the several reasons 
why the warm air heating sheet metal dealei 
has proved to be the most effective sales out 
let for residential air conditioning. He is the 


one who has all the qualifications for the job. 


Doing warm air heating and residential air 
conditioning is his business. It’s not a side- 
line. It’s not what he contemplates doing 0! 
what he might be persuaded to do. IT’S 
WHAT HE DOES, and it isn’t necessary to 
search for him among plumbers, refrigera- 
tion men, oil burner dealers, §@ heat 


dealers, etc. 


Instead, you can reach him with greatest 
economy through the pages of AMERICAN 
ARTISAN, the book whose editorial perform: 
ance has always attracted and held as PAID 
subscribers the KEY dealers in this field 
American Artisan covers the greatest concen- 
tration of buying power - - - provides the 
only fully paid (ABC) circulation in its field 


and leads in advertising volume. 


AM Ss 
A MERIC AN ARTI AN, May 195¢ 
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RC-H horizontal 
evaporator unit has same functions 
Model GHA 
horizontal gas fired furnace in 85.,- 
000, 100,000, 125,000 and 150,000 
Btuh input is designed for attic in- 


spectively. Model 


and ratings as RC-B. 


stallation. Model C-G-AC year round 
air conditioner has 2 hp cooling with 
heating capacities of 75,000, 100,000, 
125,000 and 150,000 Btuh input or 
3 hp cooling with three larger mod- 
els. Model C-OB-AC year ‘round oil 
burning unit has 2 hp or 3 hp cool- 
ing, heating capacities of 85,000 or 
112,000. Featured in the line are 
thermally aged diaphragm designed 
to withstand high temperatures main- 
tained during heating season, and 
built-in manually operated change- 
over dampers on year ‘round units. 
Most of the year ‘round units have 
slide-out evaporator units which can 
be purchased separately for later in- 
stallation, according to the company. 
Motor driven changeover damper is 
optional with models C-G-AC and 
C-OB-AC, 


Small House Furnaces 


“Econo-Mipcet” furnaces in gas 
(GFL-75) and oil (OFL-84) fired 
models rated at 75,000 and 84,000 
Btuh at bonnet, respectively—Kala- 


mazoo Furnace & Appliance Mfg. 
Co., Dept. AA, 100 Rochester Ave., 
Kalamazoo, Mich. Designed for small 
homes, unit is 25 X 41 in. 


Air Diffuser Damper 


Buitt-in damper for “Kno-Draft” 


residential ceiling air diffuser—Con- 


Ct 
PERIMETER REGISTERS 
“GET AROUND”’ 7 


Because there’s a style and si 
FOR EVERY NEED! 


Absolutely essential to the proper operation of any perimeter heating or 
cooling system is the choice of properly-engineered registers. Char-Gale’s 
complete selection makes it easy for you to provide exactly the right 
register for every situation. Char-Gale manufactures floor diffusers, base- 
board diffusers, ceiling diffusers, wall diffusers and out of the wall diffusers. 
They provide even air distribution in all directions, to thoroughly blanket 
the outside wall without unpleasant drafts or blasts of air. Adjustable for 
complete balancing at registers, they provide positive shutoff without noise. 


Char-Gale also manufactures a complete line of conventional registers and vents as well 
as galvanized and aluminum pipes and fittings for heating and cooling. 


Rapid, nation-wide delivery service by Char-Gale’s 
own fleet of trucks means prompt delivery direct to you. 
Reduces your inventories to save you money and space. 


Char Ye 


ANOKA, 


MANUFACTURING 


COMPANY 
MINNESOTA 


nor Engineering Corp., Dept. AA, 
Shelter Rock Lane, Danbury, Conn. 
Positive acting piston type damper is 
manually operated by a small knob, 
is said to vary air volume only at 
point of discharge. At any damper 
setting, warm or cool air enters the 
room in a horizontal pattern and is 
mixed with room air high above 
head level. Damper is said to be de- 
signed for bedrooms, kitchens and 
other rooms where complete shutoff 
or adjustments for system balancing 
are desirable. 


Attic Fans 


Mopet CA “VentuRA” attic fans for 
residential installations — American 
Blower Corp., Dept. AA, Detroit 32, 
Mich. V-belt drive operates at low 
fan speed; fan wheel rotates on ball 
bearing mountings. Motor is mounted 
on vibration-dampening resilient rub- 
ber cushions. Units are in eight 
sizes with capacities ranging from 
4400 to 21,500 cfm at zero static 
pressure. Nominal wheel diameters 


are from 24 in. to 48 in.; motor 
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New Airtemp J 
EL 


Cuts Installation Time! 


e SELF-CONTAINED! 


No refrigerant connections to make 


e GLASS FIBER DUCTS! 
Easy to handle, lightweight, insulated 


Ideal for attic installation in 
ranch-style homes. 


“*1118"’ fits flush with wall—air intake 
and exhaust are on same side. 





© Glass fiber ducts install quickly, provide 
excellent insulation. 


Self-contained unit is waterless. Cools average 5-room house. No 
plumbing or refrigerant connection needed, just simple wiring. In- 
stalls almost anywhere in home. 


Lower installation costs open up entire new market for you. Result: 
You'll sell people who couldn’t afford air conditioning before! 


Get the facts on an Airtemp franchise today. Write to: Airtemp 
Division, Chrysler Corp., Dept. AA-5, Dayton 1, Ohio. 


A 
THE FORWARD icon > DIVISION © Strong 


CHRYSLER CORP caulked. 


IN HEATING + AIR CONDITIONING FOR HOMES, BUSINESS, INDUSTRY 
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horsepower ratings are from 1/6 to 
34. Fans with wheel diameters of 
24 in., 


able, equipped with sheet metal side 


29 in., and 36 in. are avail- 


panels for ceiling installation. Larger 
sizes require suction box built to 
specifications by the manufacturer of 
the units. 


Year ’Round Conditioner 


“MopuLux” year ‘round air condi- 


tioner with face and bypass dampet 


ria 





system for heating and cooling—Con- 
co Engineering Works, Heating Div., 
Dept. AA, Mendota, Ill. Featured are 
continuous air circulation and elec- 
trostatic air filter. CAC provides con- 
tinuous humidifier operation; when 
compressor shuts off, air is bypassed 
around it, providing continuous cir- 
culation without moisture pickup, the 


company states, 


Air Cooled Condensers 


REDESIGNED LINE of “Zephyroon” 
Larkin Coils, 
Ine., Dept. AA, 519 Memorial Drive 
ae 


versal of air flow so air is “pulled” 


air cooled condensers 
{tlanta 1, Ga. Featured is re- 


instead of “pushed” through the unit. 
Motor and fan housing, fan guard 
and external conduit box have been 
added. Line is in 2, 3, 5, 8 and 10 
ton units designed for parallel use. 
Permanently lubricated motor is 
mounted on resilient adjustable base, 
has overload protection. Units are 
weatherproofed, have knockout holes 
slotted 


for ductwork and hanger 


Furnaces, Cooling Units 


EIGHTEEN GAs and seven oil fired 
furnaces ranging from 70,000 to 
190,000 Btuh input and from 84,000 
to 128,800 Btuh output, in highboy, 


lowboy, counterflow and horizontal 
Frigidaire Div., Dept. AA, 
General Motors Corp., 300 Taylor 
St., Dayton 1, O. Also available are 
114 hp room air conditioner and a 
(heat 
window unit. Window units are in 


models 


| hp reverse cycle pump ) 


Standard and Deluxe series. Deluxe 


bars. series has two 34 hp, two | hp (one 


Phantom view of 
JOHNSON Model 53 
equipped with 3-Pass 
Swivel Ell for #6 Oil 


Posttive Starting! 


Setter Performance! 
Lower Fuel Costa! 


Jounson move: 53 


With this revolutionary new burner you get smooth, sure, 
automatic “Starts” even when the oil in storage tank and 
lines is cold and hard to pump. It is built with a positive 
displacement Metering Pump, a 3-Way Magnetic Oil Valve, 
and a high efficiency Suction Pump that enable the Fifty- 
Three to maintain a fixed air-fuel-ratio regardless of varia- 
tions in oil temperature and viscosity. Never before has 
there been a burner which so successfully overcomes the 
“Cold Starts” problem. 


The Fifty-Three is built in 8 sizes from 25HP to 500HP. 
It is available with Direct Drive or Belt Drive. Combina- 
tion Oil and Gas models also are available. All models are 
fully automatic and equipped with finest electronic con- 
trols. For efficiency, easy servicing and all around economy, 
the Fifty-Three is the best oil burner buy on the market. 


S. T. JOHNSON CO. 
940 Arlington Ave., Oakland 8, Calif. 


Builders of fine Oil Burner Equipment since 1903 Church Road, Bridgeport, Pennsylvania 
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Exclusive Plenum Chamber .. . this 
feature found only in Thermo-Base : . . 
automatically provides even pressure and 
end-to-end air distribution at any rate of 


delivery . . . at even the lowest air vol- 
umes. Thermo-Base takes the forced-air 
feel oui of the forced-air system. It’s 


plenum does the job. 





Eight, Five and Three foot Lengths 
. . . for faster more economical installa- 
tions . . . Eight foot lengths eliminate extra 
runs .. . ONE RUN to this long length of 
Thermo-Base saves many dollars on every 
installation. It is the most profitable line 
robe] Co] >) |- Ma, Vaat-la loo M MRL UNS Colalel fate 
baseboard distributor. 








New Modern Design . . . this new 
beauty is more than skin deep . . . the 
unapproached comfort resulting from 
your use of Thermo-Base assures complete 
Vi Ealz consumer satisfaction . . .-is so certified 
DAUR: Tate Mel Ulelgelali-( toMy WadsiiC-lamaclihicla melt lela 
Tah --MialoiM@itlaur Mme elelolilelar Mia ometel (1 e 





for additional information address: Thermo-Base Division, Gerwin Industries, Inc., Michigan City, Indiana 
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with reverse cycle operation) and 
two 114 hp models with single re- 
ciprocating compressor. Smaller case- 
ment unit has sealed rotary compres- 


sor. 


Year ’Round Conditioner 


“Win-SuM-Matic” line of year 


‘round gas fired and air cooled air 


conditioners with heating capacities 
of 100,000 and 140,000 Btuh, and 


CEILING DIFFUSER ADAPTER 
Increaser Type 
With Damper 


2, 3 and 5 ton cooling capacities — 
Janitrol Heating & Air Conditioning 
Div., Dept. AA, Surface Combustion 
Corp., 400 Dublin Ave., Columbus 
16, O. Heat exchanger is bypassed 
during cooling cycle to permit slower 
use of 
smaller motor. Cooling unit draws 


operation of blower and 


air from ground level, exhausts 


through the top; “wrap around” 
louvers allow free entry of air and 


shield condenser from sun. 


Circulator Fireplaces 


CIRCULATING TYPE metal fireplace 
units to comply with current size re- 
quirements in new homes—Majestic 
Co., Ine., Dept. AA, 733 Erie St., 
Huntington, Ind. Three new units 
with fireplace openings of 32, 36 and 
54 in. have been added to the present 
line. Redesigned models feature re- 
shaping and lowering of the full 
smoke dome which is equipped with 
a rectangular poker controlled damp- 
er. Damper blade fits against deep 
frame which is arc welded to become 


an integral part of the fireplace 


RADIAL SYSTEM 


# 162 ~~ 
ROUND DAMPER ) 
Page 10 gs 


#200 
PLENUM CHAMBER 
Page 13 





throat. Edge of valve is formed to 
prevent warpage and hold it in align- 
ment with the frame. Pressure con- 
trol damper arm holds valve at any 
desired opening. “Radiant Blades” 
series of baffles which are welded to 
the firebox has been rearranged for 
more efficient air flow over firebox, 
the company reports. Grilles are lo- 
cated at front or back of the unit. 
Smoke apron prevents “puffs” at top 
of firebox opening. 


Furnace Cleaner Kit 


Five PIECE standard accessory kit 
for “Never-Clog” furnace vacuum 
cleaners—Pullman Vacuum Cleaner 
Corp., Dept. AA, 25 Buick St., Bos- 
ton 15, Mass. Complete kit, included 
in package with furnace cleaning 
units, contains a 27 in. metal crevice 
tool, power blower nozzle of tapered 
rubber, scraper tool and asbestos 
packed metal hose as well as a 10 ft, 
1% in. inside diameter heavy duty 
hose. Combination is designed to 
handle any type of furnace cleaning 
job, according to the manufacturer. 
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Generals 
STOP TROUBLE 


Before It Begins! 


ee General Fuel Oil Filters get to the “heart” of any 
filtering job. Note the unique “step back” design 

of the high grade, wool felt cartridge. Oil is cleaned faster 

because one-third more filtering surface is exposed. 


A fine wire mesh screen, bonded to the cartridge, anchors 
each layer securely so microscopic particles can’t channel 
between. Patented treatment of this center core prevents MODEL 
lint from escaping into oil lines, reduces danger of by- 
passing, and improves filtration by increasing the density ‘ 2A-700A 


of the inner surface of the felt. a U . L Oo | L 


Lifetime, leakproof construction is another trouble-stopping 
GENERAL feature. The cast iron cap and steel body won't Fl LTER 
crack, stretch, leak or wear out. Two vent screws allow easy 
bleeding of the filter and lines. 


Best of all, GENERAL Cartridges fit all leading filter makes. | a “u” 
Insure trouble-stopping protection in every filter you service, aS STEP BACK” 


by installing a genuine GENERAL Cartridge at least once 


each heating season! WOOL FELT 
CARTRIDGE 


MODEL 200 
HUMIDIFIER 


Customers are the first to realize a 

humidifier is no better than its resis- 

tance to clogging from lime and cal- 

cium build-up. GENERAL HUMIDIFIERS 

reduce clogging troubles in three 

ways: (1) Use of a patented, fast- 

acting WATER-FLOW REGULATOR, im- 

pervious to rust, lime and scale; 

“POROSIL” (2) Elimination of all floats and needle 

valves (the chief causes of trouble in 

EVAPORATING PLATES conventional humidifiers); (3) Calcium- 

resistant ceramic evaporating 

which “channel” moisture upward 

through minute “breathing spaces,” 

’ assuring abundant, uniform evapora- 

KEEP FLUES OPEN — IT’S EASY! diem fa Sho alt biendin? Miete cocntene 

A Ye" layer of soot can raise fuel costs 25%! CLEAN RIGHT why the Mode! 200 is making life- 
destroys a %" coating in 2-5 minutes — without flash or cor- long friends for shops who sell it! 


rosion. Take a can on every service call. Stop soot troubles 
the easy way! 


GENERAL FILTERS, INC. WRITE FOR full information, prices, 


43800 GRAND RIVER AVE. . NOVI, MICH. 





and name of your nearest jobber. 
Look for us at the National Oil Heat and Air Condi- 


tioning Exposition, The New Coliseum, New York 
City, June 11-15, Space 508. 
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equipment developments 





Clip Forming Machine 


“CLIPROL” COMBINATION roll and die 
clip forming machine said to form 
70 to 80 fpm of 1 in. X 1 in. X 


clips with 3/16 in. extended 
lip—Harper Metal Products, Litd., 
Dept. {A, 27 Place, San 


Bruno, Calif. Unit is powered by 1% 


Layne 


hp, 3 phase, 60 cycle motor with 
starter and V-belt drives. Body is 
heavy gage reinforced steel. Length 


is 44 in.: width is 22 in., work 


height is 32 in., the company reports. 


Counterflow Furnaces 


Gas AND OIL fired counterflow fur- 
naces designed for slab type homes 
and any perimeter heating system 

firtemp Div., Chrysler Corp., Dept. 
1A, 1600 Webster St., Dayton 1, O. 
Series includes three gas and three 
oil fired models in 65,000, 80,000, 
and 100,000 Btuh 


models are enclosed in bonderized 


capacities. All 


steel cabinets. Standard models in- 
clude fan control; front flue outlet: 
front accessibility to all parts; com- 
bination blower and limit control; 
factory wiring and mounting; glass 
fiber insulation faced with aluminum 
foil to decrease jacket temperatures ; 
built-in filter rack; 
er; rubber mounting and dynamic 


centrifugal blow- 


balancing; and corrugated heat ex- 
changer. Cooling coil case at bottom 
of furnace is optional; it can be in- 
stalled at time of furnace installation 
with cooling coil added later with- 


out necessity for duct changes. 





Counterflow furnaces are designed to 
be used with the company’s air and 
water cooled condensing units for 


year ‘round conditioning. Gas fired 


models are equipped with single port, 
upshot burner suitable for natural, 
manufactured and mixed gases; oil 
fired furnaces feature high pressure, 
gun type burners. 








rc 


INSULATED 
ACCESS 
DOORS 








Write for Cataloque giving complete specifications and price information 


Venttfabrics, Ine. 


640 NORTH KEDZIE AVENUE @ 


Miso Manufacturers of Standard and Metaledge Fabrics for Flexible Connections 


.+..- and Damper Hardware 


CHICAGO 12, ILLINOIS 





SJ 
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Put yourself 
in “clover’..... with the pick 
of the ‘cooling crop’ 
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Result: a rush to get into the market and 
reap a lush harvest. And the best way 
to get in quick, profitable touch with it 
— is with the big International line! 
International makes every type of con- 
ditioner you may need —and builds 
them to fit each job right. Does the job 
call for an All-Year Conditioner? Inter- 


AIR CONDITIONING 


Every day, more dealers make the happy 
discovery that the summer air condition- 
ing business — like June — is blossom- 
ing out all over. 


national’s got it. Add-on unit for a fur- 
nace follow-up sale? Got it. Air-cooled or 
water-cooled Horizontals? Sure! Com- 
mercial units, Compressor-Condenser 
units, Cooling Coils for Remote Systems 
—we make ‘em all. And —with ‘56 
promising to be the industry’s biggest 
year yet — you can easily sell ‘em all! 


There are busy, profitable days ahead 
for International Economy dealers (pres- 
ent and future — cooling and heating) 
— why wait another day? 


Sell the finest “coolers” in Air Conditioning today 


® All-Year Conditioners 
® Air or Water-Cooled Add-On Units 
® Air-Cooled Horizontal Units 


® Water-Cooled Horizontal Units 


See your distributor — 
or write: Dept. A-556 


© Compressor-Condenser Units 
® Water-Cooled Commercial Units 


® Cooling Coils for Remote Systems 


ry) since 1842... 


NTERNATIONAL 
Heater Co., Utica 2, N.Y. 
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Nowa KING SIZE 
Model Too! 


Fuel Oil Filters 


ni Zyl | 


ti/! TER) 


mooi: F- 400 DT 


. 


y , 
\ U; 


Best for the JOB! 
Best for YOU! 


More features . . . better heat for your cus- 
tomers . . . more profits for you. Double filter 
action positively protects against clogged 
nozzles and lines, eliminates call-backs. 
Leakproof one-piece construction, reinforced 
bolt spud, guaranteed permanently rustproof. 
Hexagon extensions . . . easiest of all to 
install . . . at either tank or burner. 
It’s sure to satisfy. Use Auto-flo Fuel Oil Filters 
on every installation, gravity or pressure type 
burners—the F-300 Standard, or the 
C€e King Size F-400 for over-standard and 
A S| commercial applications. 


ASK YOUR WHOLESALER J AUTOMATIC 
ABOUT THE... HUMIDIFIER 
AUTO-FLO CORP., 14590 Schaefer, Detroit 27, Mick. 


Please send me full information on Auto-Flo: 
Fuel Ol Filters. “100” Automatic Humidifier, 


Name 





Address 





Zone. State 





new literature... 





Heating and Ventilating Guide 


Tue Heatinc Ventitatinc Air Conditioning Guide 
1956 ($12.00) contains the latest technical and equip- 
ment information developed by the American Society 
of Heating and Air-Conditioning Engineers’ research 
laboratory and other authoritative sources. The tech- 
nical data section of the new edition has been enlarged 
to contain 1176 pages. The catalog data section pre- 
sents material concerning the products of 335 manu- 
facturers. 

Particular attention has been given to the presenta- 
tion of heat transmission coefficients of building ma- 
terials. An important result is that the design values 
for conductivity and conductance are included for 
many more materials than in any previous editions. 
More tables have been included to make it easier to 
compute the effect of adding air spaces or insulation to 
walls, ceilings or floors. 

The material on automatic control has been exten- 
sively revised and rewritten, and a description of 
current control equipment using the latest nomen- 
clature is included. 

The technical data is presented in 53 chapters 
grouped under seven sections as follows: 1) Funda- 
mentals; 2) Human Reactions; 3) Heating and Cool- 
ing Loads; 4) Combustion and Consumption of Fuels; 
5) Systems and Equipment; 6) Special Systems; and 
7) Instruments and Codes. As in earlier editions, a 
psychromatic chart is included—American Society of 
Heating and Air-Conditioning Engineers, Dept. AA, 
62 Worth St., New York 13. 


Air Diffusing Grilles 


“Uni-FLo Mover ST” air diffusing grilles for con- 
tinuous line installation under large windows are de- 
scribed in Catalog No. F-7757. Designed to prevent 
cold convection currents which often occur near large 
window areas, the grilles are particularly suited for 
heating, ventilating and air conditioning applications 
in school rooms, hospitals, and other buildings where 
large glass areas are used. Several finishes are avail- 
able—Barber-Colman Co., Dept. AA, 766, 1101 Rock 
St., Rockford, Ill. 


Model Home Merchandising Aids 


MERCHANDISING alps for dealers to use in cooperation 
with builders in model home promotions are described 
in a 16 page illustrated booklet. Approximately 20 
sales tools are described, including “talking point 
cards” for displays in different rooms of a house; 
posters explaining how air conditioning equipment 
works; model home identification signs; “fact cards” 
for financing information; specimen guarantee bonds 
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fa DUCT, PIPE & FITTINGS 
pre- 


for any cooling or heating system 


Whatever type home installation you are making, you can 
increase your profits by using WILLIAMSON pre-fabri- 
cated duct, pipe and fittings. It’s the most comprehensive 
line offered . . . designed to make your jobs faster and 
easier, yet maintaining the high tailor-made standards 
you have established. WILLIAMSON, first in the industry 
with a combined line. . . for both cooling and heating... 
assures you the most modern duct, pipe and fittings 
available. Check the numerous WILLIAMSON advantages 
... then act today for pre-fabricated profits! 


The Time-Wasting Way c 
ompare .ce 


SIMPLIFIED DESIGNING AND ORDERING — Every 
system part numbered for quick identifi- 
cation. Factory forms and sample plans 
for guidance. 


SPEED SHIPPING, CUT UNLOAD AND LOAD TIME— 
Ev erything you need from one source 
Com-packed for individual job. No loose 
fittings. Easy identification. 

SAVE WAREHOUSE SPACE AND INVENTORY TIME— 
Cartons standard size for simple stacking. 
Marked at factory for identification with- 
out opening. 


PROTECT FROM DIRT, DAMAGE AND DISTORTION— 
No loose fittings. Sturdy cartons keep all 
parts in shape . . . in transit or in ware- 
house. Perfect fit assured. 


TRANSFORM SHOP TIME INTO FIELD TIME— Mini- 
mum time in shop. Keep more jobs going 
at same time for faster turn-over. No 
painstaking cutting required. 

PERMIT FASTER, EASIER INSTALLATION — Inexperi- 
enced men can do basic layout. Experi- 
enced craftsmen finish job. Save as much 
as 8 hours on average job. 


ACCURATE COST ESTIMATE, ASSURED PROFIT—In- 
sure healthy profit margin. Know costs 
before you bid. No chance for losses during 
installation. 

STREAMLINED TAILOR-MADE SMOOTH LOOK—=With 
your final touch, match the finest tailor- 
made jobs. Parts engineered for low 
friction, perfect fit. 


More profits from less time and less cash is 
what | need. Rush me information on | THE 
FABRICATED PIPE & FITTINGS PROFITS todoy, * 
[1] Send me FREE Pipe and Fittings Catalog 
( Have a WILLIAMSON representative visit me 
Send me information on: 


[Heating Equipment [1] Cooling iiekar 
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the industry has ever seen! 


Here’s a heating and cooling line that’s practically FUN 
to sell! The striking exteriors of these new Permaglas 
units stop prospects—appeal to women as much as men. 


























Permaglas . on its way 


Sales Department, Permaglas Divisio: 
A. 0. SMITH CORPORATION, Kankekee, lilinois Dept. AA-556 


Please rush me details about Permaglas Heating and Cooling. 


Pe Rew e2e eZee 
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But there’s far more than looks 
here! You can easily show pros- 
pects that here is the only really 
balanced heating and cooling line 
they’ve ever seen, with heating and 
cooling units that have been engi- 
neered together, to work perfectly 
together, without compromise. 

You can show them the A. O. Smith 
High Temperature Ceramic Coat- 
ing, and prove to them easily how 
corrosion from high temperatures 
has been ended, and how rusting 
from the condensation that always 
goes with summer cooling has been 
stopped. The 10-year guarantee on 
the heat exchanger is a clincher! 
Then you can tell them how ex- 
clusive A. O. Smith Modulation with 
the Magic-Heet Control (optional 
on gas-fired units) gives them full- 
time comfort instead of the heating 
in spurts that’s always the mark of 
“on-off” heating. When you show 
them how the flame adjusts itself to 
heating needs, they’re really SOLD! 
And back of all this you have a com- 
plete line. Oil-fired and gas-fired 
warm air units. Gas-fired boilers. 
Conversion gas burners. Hi-Boys, 
Lo-Boys, Down-Flows, Horizontals. 
Year-round units for oil or gas. 
Horizontal, remote, or integral cool- 
ing units, too, for water or air in 
most cases. 

All of it guaranteed by A. O. Smith 
with A. O. Smith Product Service 
Branches to provide nearby assist- 
ance and quick access to replace- 
ment parts. 

You couldn’t hope for more—and 
neither can your prospects. 


| AOSmith 


Permaglas Div., Kankakee, Itt. 
International Div., Milwaukee 1, Wis. 


ase er we we eee eR enw ene eK OE LAIRD. OE | 


the only 
really balanced 
line ever built 





YEAR-ROUND UNITS 
Oil or Gas— 100,000 to 160,000 
BTU’s. 2, 3 or 5 tons. 
Water or air. 


VERTICAL COOLING UNITS 
2, 3 or 5 tons. Water or air. 


HORIZONTAL COOLING UNITS 
2 or 3 tons. 


REMOTE COOLING UNITS 

2, 3 or 5 tons. Water or air. 

3 evaporator arrangements. 
=—_ 


HI-BOYS 
Gas—70,000 to 200,000 BTU's. 
Oil—0.75 to 1.75 gph. 


i 
\ 4 
nod 
LO-BOYS 


Gas—85,000 to 200,000 BTU’s. 
Oil—0.75 to 1.75 gph. 


DOWNFLOWS 
Gas—70,000 to 200,000 BTU's 
Oil—0.75 to 1.75 gph 


= = 
HORIZONTALS 
Gas—60,000 to 140,000 BTU’s 


<< 
~*~ . 


‘3 er 
GAS CONVERSION BURNERS 
120,000 to 345,000 BTU’s 


HOME HEATING BOILERS 
Gas—110,000 to 420,000 BTU’s. 


. and every one 
competitively 
priced ! 
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on air conditioning and water heating equipment; 
lapel stickers for identification of salesmen; giveaways, 
such as balloons and pencils; and flags to be used as 
attention-getting outdoor decoration—The Coleman 
Co., Dept. AA, Wichita, Kans. 


Wills for Small Business Owners 


Wuy Sma Business Owners Need Sound Wills is 
No. 7 in the Small Business Administration’s series 
of Marketers Aids. The leaflet points out that many 
successful small concerns have been forced into liqui- 
dation because the principal owner died without having 
a proper will. It explains that a small business owner 
should provide for his executors to carry out any 
arrangements made during his lifetime for the sale 
or other disposition of his business interests. Authority 
of the executors is discussed and suggestions on the 
specific powers that should be granted in the will to 
executors are given. Tax considerations and their re- 
lationship to wills, plus the effects of an incorpora- 


tion, are also discussed—Small Business Administra- 


tion, Washington 25. 


Electronic Air Cleaners 


BookLet B-1425 describes “Precipitron” 


air cleaners for commercial applications. The bro- 


electronic 


chure explains how air is cleaned by electrostatic pre- 
cipitation and describes in detail the installation, 
operation and maintenance of “Precipitron” units. In- 
cluded also is a description of a new feature—movable 
nozzle washing and adhesive application—that per- 
mits these two cycles to be controlled and operated 
from outside the unit—Westinghouse Electric Corp., 
Sturtevant Div., Dept. AA T-079, 200 Readville St., 
Hyde Park, Boston 36, Mass. 


Ventilating and Exhaust Fans 


Brocuure illustrates and describes the features of 
ventilating and exhaust fans. Selling advantages as 
well as specifications and dimensional data are given 
for six models. Also included is a section explaining 
the factors involved in the proper location of ventilat- 
ing fans—Signal Electric Div., 
Dept. AA, 1821 13th St., 


King-Seeley Corp., 
Menominee, Mich. 


Heating and Cooling Equipment 


DATA SHEETS present specifications and features of 


gas fired highboy, lowboy, horizontal and counter- 


flow heating units. Illustrations include keyed cut- 
away views as well as photographs of complete units. 
Also available is a specification sheet covering 2 and 


3 ton air cooled air conditioners. These units are 
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Rolled Steel Products & 


will save you up to 20% 
on ALL steel costs! 


No matter what size or gauge steel you use, save 
up to 20% on all steel costs by calling ROLLED 





STEEL PRODUCTS. It doesn’t matter where you are 
or how fast you need it, we'll get it to you and 
unconditionally guarantee your satisfaction. 


ROLLED STEEL PRODUCTS is an established firm 
with a customer list of 4,020. The majority of our 
customers order from us regularly to keep their 
prices down . . . to beat their competition on fin- 
ished product costs . . . to make a bigger margin of 
profit on every item. 


The next time you need steel, call us collect at 
ORchord 3-7400, Skokie, Illinois. Let us prove to 
you that you can save on steel. 





Another steel-buy 
typical of ROLLED 
STEEL'S VALUES: 
GALVANIZED 
SHEETS ALL SIZES 
ALL BELOW 
WAREHOUSE 
PRICE! PHONE OR 
WIRE TO LEARN 
HOW MUCH YOU 
CAN SAVE!! 








Rolled Steel Products 


Distributors of: SHEETS—PLATES—BARS—STRUCTURALS—STRIP 
GENERAL OFFICES & WAREHOUSE 


7415 St. Louis Ave. Skokie, Illinois 
ORchard 3-7400 





Division of Bmergency Steel Service Corporation 
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AQUACOOLERS 


“Ambidextrous” is the word for Marley’s 
induced draft counterflow Aquacooler. On 
the one hand, it’s ideally suited for indoor 
applications in residential basements and 
garages. On the other hand, the Aquacooler 
is equally adaptable to commercial installa- 
tions that call for either basement or roof- 
top location. 


The key to Aquacooler’s indoor-outdoor 
adaptability is its centrifugal blower type 
fan. Of more than adequate capacity, and 
whisper-quiet in operation, this fan moves 
air so silently and efficiently that Aqua- 
cooler can literally be located wherever 
venting ducts can be run. 


Top performance is assured by the combi- 
nation of pressure spray and MarPak® nail- 
less filling that achieve maximum water 
break-up and longer air-water contact. Long 
service life, too, is a sure thing, thanks to 
exclusive MarClad finish—a high-tempera- 
ture, baked plastic finish that defies the cor- 
rosive effects of acids, alkalies, and water. 
To get the details on all Aquacooler models 
with capacities from 3 tons upward — 


WRITE FOR NEW BULLETIN AQC-56 TODAY 


The Marley Company 


Kansas City, Missouri 


INSIDE....OUTSIDE 


new literature 
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designed to convert existing warm air heating sys- 
tems to year ‘round air conditioning or they can be 
installed with new heating systems—Chattanooga 
Royal Co., Dept. AA, First and Delmar Sts., Chatta- 


nooga 6, Tenn. 


Sheet Metal Working Machinery 


BuLLeTIN 77 describes slip roll forming machines 
equipped for rapid forming of obround and rectangu- 
lar shapes. Both power and hand operated models 
are available with this optional feature. Also being 
offered is bulletin 64 supplement, which introduces 
new streamlined single crank straight side presses. 
The new presses feature enclosed construction, triple 
box section design, long slide adjustment, box type 
welded steel sides, and electro-pneumatic clutch con- 
trol—Niagara Machine & Tool Works, Dept. AA, 
683 Northland Ave., Buffalo 11, N. Y. 


Permanent Air Filter 


“SARAN-AIRE” PERMANENT TYPE air filter using a 
specially woven plastic fabric as filler media is de- 
scribed in a three color, pocket size folder. Available 
in domestic and industrial sizes, the filter pack is en- 
closed in an aluminum frame and protected on both 
intake and exhaust sides with a heavy expanded steel 
grille, enameled to prevent corrosion. The woven plas- 
tic fabric filler will not sag or warp when washed nor 
will vibration cause it to slump, according to the 
manufacturer—Eaton Air Filter Co., Dept. AA, 2609 
E. Larned St., Detroit 7. 


Standardized Fittings 


MONTHLY BULLETIN entitled Fitting Facts presents 
information relating to the use of standardized air 
distribution fittings for heating and air conditioning 
installations. Addressed to warm air heating and air 
conditioning dealers, the bulletin discusses trends of 
the industry and presents current information on such 
industrywide promotions as Operation Home Improve- 
ment. Featured character is Stan Fitts, whose “Stan 
Sez” department plugs the economy and time-saving 
aspects of scientifically fabricated sheet metal fittings 

Air Distribution Institute, Dept. AA, Keith Bldg., 
Cleveland 15. 


Translucent Plastic Panels 


Brocuure describes “Lucite” acrylic resin translucent 
panels for use in office buildings, theaters, schools, 
etc. Tables describe properties of the material includ- 
ing impact strength, thermal conductivity, stiffness, 
flexural strength, etc. Features, in addition to its light 
transmitting characteristics, include durability, light- 
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PARINER 
for PROHITS 


MODEL 150 F with Universal Flange Mount. 
Capacity: 0.65 to 1.50 G.P.H. 


Flange mount this olf new 
U.S.-CARLIN Burner to the 


heating unit of your choice 


U.S.-CARLIN’s new Model 150 series Oil Burners 
are designed especially for flange mounting to any They Outsell 
furnace, boiler, or water heater with minimum tube Because 
opening of 414” diameter. This compact, modern 
addition to the popular U.S.-Carlin line offers many 
outstanding features... highest efficiency .. . quiet, 
economical operation . . . compact design . . . easy, fast 
installation and servicing ... opening for you a vast 
new field in the popular-priced home market. 


Available with Carlin Head or High Temperature 
Combustion Head (Shell Head), these U.S.-Carlin 
flange mounted burners are designed and engineered er hams Gale chase Rag 
as your PARTNER FOR PROFITS. @ modern, compact U.S.-Carlin 150 series 


burner. 


For more facts and figures on the new 150 series, RESULT: A combination that can't be beat 
; j +++ performance-wise . . . sales-wise ... and 
contact your U.S.-Carlin Wholesaler, or write... profit-wise. 


THE CARLIN COMPANY (Connecrctt 
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Every, 
a 


‘er ) for unsurpassed 
ee performance 


Produced under rigid labora- 
tory standards, all Steinen 
products are tested to assure 
top flight performance. 


That is why many blue chip 
companies automatically 
specify STEINEN products 
for all their installations. 


Steinen Products 


e Calibrated Draft Regulators 
e Mirror Finish Oil 
Burner Nozzles 


Ignition Electrode 
Assemblies 


Flame Inspection Mirrors 
Nozzle Kits 


Nozzle Adapters @ 


A GOOD MARK TO GO BUY 


WM. STEINEN MFG. CO. 


43 Bruen Street Newark, N. J. 
Re ed in Canada by Im jal Refractories Ltd.— Waterloo, Ontario 


new literature 
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ness of weight and resistance to shattering—Poly- 
chemicals Dept., E. 1. Du Pont de Nemours & Co., 
Inc., Dept. AA, Wilmington 98, Del. 


Dust Filters 


BuLLETIN describes “Aeroturn” dust filters for indus- 
trial ventilating systems. A cutaway view shows how 
the unit works and photographs illustrate design fea- 
tures. Tables give capacities and weights as well as 
dimensional data—Koppers Co., Inc., Metal Products 
Div., Dept. AA, 200 Scott St., Baltimore 3, Md. 


Gas Fired Air Conditioning Unit 


LITERATURE covers “Sun Valley” year ‘round gas 
fired air conditioner designed for average sized, three 
bedroom homes. The unit, a 3 ton model, provides 
both heating and cooling through a single heat ex- 
changer. Compact in size, it has a 96,000 Btuh out- 
put heating capacity and delivers a maximum of 1600 
cfm on the cooling cycle with the built-in bypass open 

Servel, Inc., Air Conditioning Div., Dept. AA, 
Evansville 20, Ind. 


Packaged Chimneys 


INFORMATION on packaged masonry chimneys is given 
in an eight page, illustrated booklet (RS 1). Included 
are specifications and test data, applications, and in- 
stallation procedures—Van-Packer Corp., Dept. AA, 
1049 State St., Bettendorf, Ia. 


Evaporative Condenser 


ILLUSTRATED CATALOG SHEET, 31C5a, describes “Re- 
cold Midget” evaporative condenser designed for res- 
idential air conditioning applications. Advantages 
claimed for the unit include low head pressure and 
economical operation. The condenser is of galvanized 
construction throughout and features the company’s 
“funnel” water bleed said to provide an effective non- 
clogging bleed without wasting water. It is available 
in 2, 3, 4 and 5 ton sizes—Refrigeration Engineering, 
Inc., Dept. AA, 7250 E. Slauson Ave., Los Angeles 22 


Low Nickel Content Stainless Steels 


DETAILED INFORMATION on stainless steels that use 
less nickel than the 300 series yet give high perform- 
ance in many applications are described in a booklet 
entitled The Chromium-Nickel-Manganese Austenitic 
Stainless Steels. Charts and graphs as well as infor- 
mation on cold rolled mechanical properties, elevated 
temperature properties, physical properties, and cor- 
rosion resistance are included—Allegheny Ludlum 


Steel Corp., Dept. AA, 2020 Oliver Bldg., Pittsburgh 


99 
“<<. 
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Wiking 


BLOWERS, FANS AND HUMIDIFIERS- 


DESIGNED FOR {oooh PROFIT 


MA Easy Profits in Home ' 


Modernization 
with 
VIKING 
BLOWER 
PACKAGES 


Five Viking Models for furnaces ranging from 7500 
to 23000 BTU/hr. capacity. Fuel savings of up to 
30% are common. Viking Blower Packages are easy 
to sell — and they stay sold. 


VIKING 5600 
AQUAMAGIC 
HUMIDIFIER 

Industry's 

Biggest Seller 


World’s only humidifier with a guaranteed leak- 
proof glass pan — eliminates call-backs caused, by 
leaky pans. Newly developed “Thirs-Tee” evapora- 
tor plates resist “caking” and insure maximum 
capillary action longer than other plates. Easily 
installed on even the smallest plenums. 


VIKING BLOWER ASSEMBLIES 


with Built-In Dealer Benefits 


New Viking Blower Assemblies give 
trouble-free performance, eliminating 
consumers’ complaints and profit-steal- 
ing call-backs. When you buy furnaces 
equipped with Viking whisper-quiet 
blower assemblies you know the manu- 
facturer is aiming for top product qual- 
ity and consumer satisfaction — and 
satisfied customers are “money-in-the- 
bank” for you. 


Write Today For 
“Check List of Quietness 
and Quality Features” 


(Vikinetic Balancing, Micro-Finish Shaft, 
Oversize Wheel, etc.) 


Be sure to ask your distributor about summer profits on Viking Fans! 





* All Viking Fans are 
rated according to 
standards set by the 


Propellor Fan Manu- 
facturers’ Associa- 
tion as indicated by 
this seal. 


5601 WALWORTH AVENUE * CLEVELAND 2, OHIO 


Ls AIR PROOUCTS 
king Division of The National-U. S. Radiator Corporation 








AMERICAN ARTISAN, May 1956 





the most refreshing 
cooling systems 
in the world are 


MODELS 30WP, 32WP, 40WP, 42WT 
LARGE COMMERCIAL COOLERS 


duplicating in office, plant or home the wonderful, 
healthful freshness of early morning... at the 
lowest operating cost, the easiest installation! 


If you're a contractor or distributor, you'll be 
interested! Let us send you full information... 


Wational Buginecring 


& MANUFACTURING, INC 
Sales Division 
SEDALIA. MISSOURI! 


NATIONAL ENGINEERING & MANUFACTURING COMPANY 
SEDALIA, MISSOURI 
Gentlemen: 
1 am interested in further information on CHILL- AIR FANS 
DEALER AND DISTRIBUTOR INQUIRY INVITED. 
[] | AM A DEALER [[] | AM A DISTRIBUTOR 


NAME 





STORE NAME 





ADDRESS 








ciyy ZONE STATE 





aa tse 


a ee es ee ee a ee ee ee ee ee ee ee ee ee 
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Axial Fans 


BuLuetin B-1013 describes Series 203 axial fans for 
ventilation, process air supply and process air recir- 
culation applications. Design and construction fea- 
tures as well as specific recommended applications are 
discussed and photographs illustrate construction de- 
tails and show production facilities. Eight pages of 
selection tables and three pages of installation draw- 
ings are included. Friction and duct sizing charts as 
well as a conversion chart giving rectangular equiva- 
lents of round ducts are also included—American 
Blower Corp., Dept. AA, Detroit 32. 


Porcelain Enameled Sheets 


DESIGN MANUAL entitled Porcelain Enamel in Archi- 
tecture, Part I: Veneer-Type Construction shows how 
and where to use porcelain enamel on exterior walls, 
exterior trim, special details and interior walls. De- 
sign data and specifications are also included—Por- 
celain Enamel Institute, Dept. AA, 1145 Nineteenth 
St., N. W., Washington, D. C. 


Aluminum and Fiber Skylights 


CATALOG presents the features of prefabricated sky- 
lights which combine the structural values of heliarc 
welded extruded aluminum with the light transmission 
and diffusion qualities of shatterproof fiber glass 
panels, The units require no maintenance, painting or 
parts replacement according to the company. They 
are available in various models and sizes or can be 
fabricated in sizes to fit special requirements—The 
Varco Co., Dept. AA, 45 Greenwood Ave., East 
Orange, N. J. 


Ceiling Air Diffusers 


“Kno-Drart Arcuitects Group” square and slotted 
ceiling air diffusers are illustrated in bulletin K-27 
(12 pages). Selection charts, dimensions and _per- 
formance data are included—Connor Engineering 
Corp., Dept. AA, Shelter Rock Lane, Danbury, Conn. 


Spot and Projection Welders 


INFORMATION ON TYPE SPT-1 spot welder and EPT- 
1 projection welder is presented in bulletin 335-1. 
Both units are air operated, press type, three-phase 
machines designed to cover a wide range of commer- 
cial welding applications. Descriptive text is supple- 
mented with dimensional drawings and _ illustrations. 
The tooling required to convert the EPT-1 welder 
from projection to spot welding is also shown—Sciaky 


Bros., Inc., Dept. AA, L-8, 4915 W. 67th St., Chicago. 
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National Advertising that 
creates interest... 
Sales Promotion that 
attracts inquiries... 
Co-op Allowance that 
gives your local advertising 
effort a lift... 








mama CO IOS UN 


HEATING AND AIR CONDITIONING 


Here are the reasons YOU should be a Mor-Sun Dealer.. 


a ' i cad ‘ FOR ALL THE DETAILS of one of the 
A COMPLETE LINE of warm air heating and air conditioning equipment. soundest business opportunities 


QUALITY DESIGN AND CONSTRUCTION that ensures customer satisfaction. open to heating dealers, see your 

THE RIGHT SIZE... THE RIGHT PRICE for every home heating and cooling market. nearest Mor-Sun Distributor—he’s 

NATIONWIDE DISTRIBUTION with immediate delivery from local stocks. listed in the Yellow Pages of your 

SALES TRAINING sponsored by Mor-Sun — practical, professional ‘“how-to-sell” instruction. telephone directory—or write di- 
NATIONAL ADVERTISING that pre-sells Mor-Sun, builds customer recognition and acceptance, rectly to: Mor-Sun Furnace Divi- 
boosts your business and profits. sion, Morrison Steel Products, Inc., 

SALES PROMOTIONAL HELPS, selling tools to help you interest the prospect and close the sale. 609 Amherst Street, Buffalo7,N.Y. 
CO-OP ADVERTISING PLAN for your local use — newspaper, radio, TV, and other approved media. In Canada: Mor-Sun Ltd., Waterloo, Ont. 


re = 


= 
| | 
@ There's a Mor-Sun Warm Air Furnace and Air Conditioner for every home heating and cooling 


requirement... the right size... the right price... for new construction or modernization. 
Also manufacturers of Morrison Roly-Door Steel Sectional Overhead Doors and Morrison Service Bodies 
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FOR HOTTER WATER 
CLEANER, FASTER 


COPPER 


FOR MAXIMUM EFFICIENCY 
LONGER LIFE 


STYLED FOR STREAMLINED GOOD LOOKS! 
You'll like the attractive baked enamel finish and smart 
custom styling of both new Radiant hot water heaters. They 
blend with the decor of modern kitchens and recreation rooms. 


LOWER COST HOT WATER! 

Both new Radiant hot water heaters are equipped with famous 
Radiant Oil Burners for efficient oil firing . . . for heating 
water at lower cost. 


Write for complete literature on all Radiant products. 


RADIANT UTILITIES CORP. 


8817 18th Ave., Brooklyn 14, N. Y. 
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Small Press Brake 


Bu.ietin No. 131-56 illustrates and describes the de- 
sign and construction features of Model 131, 11 ton 
capacity “Chicago” press brake. Complete specifica- 
tions “ve given—Dreis & Krump Mfg. Co., Dept. AA, 
7400 S. Loomis Blvd., Chicago 36, 


Glass Fiber Building Panels 


Brocuure RC 356 illustrates and describes various 
uses of translucent glass fiber panels for home build- 
ing and remodeling. Illustrated in color are “Riviera” 
and “Steplap” panels for residential and patio use 
and “Alsynite Flat” panels for decorative applications. 
Several installations are. pictured—Alsynite Co. of 
America, Dept. AA, 4654 DeSoto St., San Diego 9, 
Calif. 


Fractional Horsepower Motors 


Form No. RB-400 contains detailed information on 
fractional hp electric motors, blowers and_ special 
products. Included are photographs, diagrams and 
performance data—The Redmond Co., Inc., Dept. AA, 
Owosso, Mich. 


Insulating Plastic 


300KLET outlines uses for insulating plastic, includ- 
ing insulation of flue openings, furnaces and warm 
air ducts. Advantages of the material as described in 
the booklet are its economy, ease of application by 
hand or trowel, permanence, and that it is harmless 
to the skin and non-cracking when dry—The Zonolite 
Co., Dept. AA, 135 8, LaSalle St., Chicago. 


Dust Collectors 


CABINET CLOTH FILTER and cyclone separator type 
dust collectors are described in Catalog 39 (16 pages). 
Included are a list of operating and construction fea- 
tures, details of each model, selection information and 
specifications, as well as descriptions of such allied 
products as exhausters and blowers made by the firm. 
Line drawings are used to illustrate specifications, 
and cutaway drawings show operational procedures 
Torit Mfg. Co., Dept. AA KP, 287 Walnut St., St. 
Paul 2, Minn. 


Portable Spot Welders 


Mopet 55 PORTABLE SPOT WELDER featuring elec- 
tronic timing control with solenoid contactor is illus- 
trated and described in a four page catalog insert. 
Standard models have a throat depth of 7 in. with a 
' 


3 in. opening. Additional lengths up to 18 in. are 
available with adapters. Also described is Model 
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Limbach Company, Inc., Pittsburgh Mechanical 
and Specialty Contractors, sold more than 8 
miles of Follansbee Terne gutter to Project 
Builders in and around Pittsburgh, Pa. last year. 


They sold Terne in preference to other ma- 
terials because Terne holds paint and can be 
painted immediately with no special treatment 
necessary; and because Terne gutters last 
longer than other types. Terne, the proven 
metal, is easy to sell. 


You'll find that by selling Terne, you'll be able 





Dan Burrows, Limbach representa- 
tive, talks to William H,. Collins, 
Director of Purchases for Builder 
Edward M. Ryan, Inc., about one of 
their typical installations of Follans- 
bee Terne. 


a 
~ 


— 


to make more profit too. Tell your builder cus- 
tomers about Terne’s big advantages. Show them 
that they can offer their customers a lot more 
quality and serviceability for little money. 


And while you're at it, why not sell complete 
roofs of Terne for better homes? In addition to 
the standing seam and batten seam installations, 
there is the new Bermuda roof with the hori- 
zontal shadow line. We’ll be happy to send you 
a sketch showing how this attractive, new roof 
is installed. 


\ Follansbee Terne is carried in stock by 


AS 


Leading Sheet Metal Distributors Everywhere 


FOLLANSBEE 


STEEL CORPORATION 
FOLLANSBEE, WEST VIRGINIA 
Cold Rolied Strip + Terne Roll Roofing +- Polished Biue Sheets and Coils 
Sales Offices in Principal Cities 
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(aMir 
VAT 


yourself a bigger 
piece of the turkey! 


Now, “one time” installation customers can be turned into 
steady customers by adding furnace cleaning to the services 
you offer. 

When you offer a cleaning service, you’re back in that cellar 

. . and that’s when you can sell that customer repairs and new 
installations or sign him up for oil sales. 

Pullman Never-Clog® Vacs are the choice of professional 
furnace cleaners because they’re dependable. The multi-stage 
turbine fans scoop up stubborn soot, scale, ash and debris 
quickly, efficiently. Performance is guaranteed because Pullman’s 
Never-Clog® Vac with its special 
double filter system . . . never clogs 
under any cleaning conditions. 

Truly portable. 





Standard Equipment 
At No Extra Cost 


@ 27” metal crevice tool. 

@ Power blower nozzle. 

@ Handy scraper tool. 

@ Flexible metal asbestos 
packed hose. 

@ 10’, 114" LD. heavy duty 
hose. 











You're IN with 
a dependable... 


Pu man 
INIEWEIRELCIOIG 


PULLMAN VACUUM CLEANER CORP. AA-12 
25 Buick Street, Boston 15, Mass. 


Rush me complete details on how the Pullman Never-Clog® 
Vac will give me a “bigger share”’ of the pie. 





Company 
Address. 
City State. 











— 
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5403 portable welder featuring-water cooling of its 
transformer and welding arms. This model is also 
provided with an electronic timing control and sole- 
noid contactor. It has a throat depth of 6 in., which 
can be extended to 18 in. by the use of extension 
arms—Ampower Products Co., Dept. AA, 10207 S. 
Ridgeland Ave., Oak Lawn 70, Ill. 


Sound Absorbers for Cooling Systems 


Brocuure describes “Q-Duct” silencing system for 
air conditioning and ventilating installations. The units 
are prefabricated and are available in over 148 sizes 
to fit various installations.—/ndustrial Acoustics Co., 


Inc., 341 Jackson Ave., New York 54, N. Y. 


Sales Promotion and Merchandising Kit 


PORTFOLIO CONTAINS descriptions and illustrations of 
local advertising material which dealers may use to 
tie in their heating and air conditioning advertising 
with the company’s national promotion. Material being 
offered includes newspaper ad mats, posters, TV and 
radio commercials. Also available is a 12 page illus- 
trated catalog (Form L-233) of interest to home 
owners, builders and architects as well as dealers. 
Specifications are given for gas and oil fired winter 
air conditioners, air and water cooled condensing 
units, inverted “V” type cooling coils, cooling coils for 
horizontal and counterflow furnaces, and vertical and 
horizontal blower-coil units. Illustrations show typical 
installations of heating and cooling units. Also included 
are cutaway views showing components of the various 
units, and line drawings giving dimensional informa- 
tion—Airtemp Div., Dept. AA, Chrysler Corp., Dayton 
1, O. 


Cooling Tower Standards 


\ set OF standards to establish minimum require- 
ments for design and construction of prefabricated 
natural draft and factory assembled mechanical draft 
water cooling towers for use with air conditioning 
and refrigeration equipment are now available in a 
booklet entitled “ARI Standard 910-55”. The stand- 
ard defines types of water cooling towers, explains 
terms, outlines components to be included as standard 
equipment and discusses rating, performance and other 
data to be published. Conformance with the specifica- 
tions set forth in the standard is voluntary, but equip- 
ment represented as being in accordance with the 
standard must conform to all the provisions described 
and outlined by standard “ARI 910-55.” Copies are 
free upon request—Air Conditioning and Refrigera- 
tion Institute, Dept. AA, 1346 Connecticut Ave. N.W., 
Washington 6, D.C. 
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We\TAILOR) glass fibers 





AMER-glas — features AMER-glas 
media in I” or 2” thicknesses 
contained in fibreboard casing be- 
tween two perforated grilles. Metal 
frame units available in range of 
sizes and depths, permitting filter 
cells to be installed in series. 


ee ge a 
Sere es oteetete 


RENU-VENT — an efficient filter 
using AMER-glas pads 3!/2” in 
depth which greatly increase unit's 


+ dust holdin ity without in- 
AMER-glas is ‘‘made-to-order”’ for AAF sanding tee HEA taldanenales 
Replaceable Media Air Filters 


portionately. 


Stretching the glass fibers is just one of many carefully 
planned steps in the production of AMER-glas. The sum 
total of these efforts—a filtering media, in the form of thick, 
resilient, self-supporting pads, offering the advantages of high 
cleaning efficiency, minimum air resistance, low cost, ease of 
handling and absence of prickly fibers. 

If it’s a job for replaceable media air filters, AAF offers 








you a range of types and sizes featuring today’s most versatile 
and economical cleaning media—AMER-glas. Write for Bul- 


in 2 RENU-glas — a filter consisting of 
letin 216. metal frame and 2” AMER-glas 
pad. A spring retainer, holding 
media in frame, eliminates cost of 

casing to enclose pad. 


oe 
AAF Dust 3) AMERglas Replaceable 
Control Equipment | a chara Air Filters 

ow”. oI 


Ke an 
merican ‘ir Biteendiic-iens AIR 1S OUR BUSINESS —— 


OMPANY, 


355 Central Avenue, Louisville 8, Kentucky a 4 
American Air Filter of Canada, Led., Montreal, P. Q. \ P| 


Herman Nelson Tc Herman Nelson 
Propeller Fans ] : Unit Blowers 
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Only WALKER Has It! @ 
Automatic Draft Control with we hear that eee 


Full Protection at All Vital Points! 





at 





5 Royal Purple Model 


Think of it! A draft control that’s oe impreg- 
nable to soot, carbon, corrosion and dust . . . one that will 
give years of accurate, trouble-free service in spite of the 
most adverse operating conditions! The new Walker 
ROYAL PURPLE model is the first-—and only—draft con- 
trol with positive, all- -point protection. These revolutionary . eR AN EY e en ane 
improvements can’t be copied or duplicated — they're ex- DISPLAYING National Safety Council certificate 
clusively Walker because of pending patents. of merit is F. P. Weil, vice president, manufactur- 
The Royal Purple — Hit_of the Philadelphia Show ing, American-Standard Air Conditioning Div. At 


yy } 


eter oT om left is Fred Maddock, president of Local 268, In- 


ternational Molders and Foundry Workers, and at 
E: INSIDE’ STORY 


right, J. B. Hochenedel, plant safety director 
The weight adjustment 


assembly on the ROYAL 
PURPLE model is sealed >» COMPLETING A ONE YEAR CONTEST period without 
in by a protective hous- . ; é so i och. 3 
ing which keeps mechan- a single disabling injury, the Air Conditioning Div., 
ism absolutely free from American Radiator & Standard Sanitary Corp. has 
dirt deposits. Unre- ; a ; lec] ; N 
souched photo at sight 3 | een declared by the National Safety Council as plant 
shows back of vane and winner of Group C, light fabricating division, metals 
housing after more than aoe This is th — : 
a year’s service. Cut- section. This is the second time in recent months that 
away shows spotless con- the division factory has been cited by the council for 
dition of sealed-in weight OO RE ST EEE Ey ae : ; 
adjustment assembly. operating parts assure ease of outstanding achievement in accident prevention. 
Clean, corrosion-free adjustment at any time. 
This front view of an actual installation yj >» THE BoARDs of directors of Borg-Warner Corp. 
shows location of pivot pins which control - é = 
vane movement. Notice how they are and York Corp. recently approved a proposal for the 
located on front face of damper and set affiliation of the 
back, away from edge. Box-type hinges , : : 
completely seal delicate knife-edge pivots, which the York Corp. would be operated as a separate 
keeping them clean and sensitive even after division of Borg-Warner. 
years and years of service. . = ‘ 
For complete details on this sensational soll, chairman of the board and president of Borg- 
new development in draft control, see your Warner, present personnel of York will be 
jobber or write Walker Manufacturing and : ae as ; : 
Sales Corporation. and present policies will be continued. 


two companies, under the terms of 
According to Roy C. Inger- 
» retained 


Another Outstanding Walker Development 


VENTURI-TOP CHIMNEY CAP 


Ideal for both heating (gas, oil or 
coal) and ventilating applications. ; haa 
Directional vane keeps throat of vent who signed up for the program is participating in a 
facing into wind for maximum draft 
control. Sloping-throat design prevents 

~ back drafts Sar eneeiip increases draft paper. 
effectiveness by constricting it as it 
passes over chimney opening. Unit ‘ ; 
rotates on a friction-free, hardened- + GENERAL CONTROLS Co. has completed a new 
. steel ball bearing. Pivot is also of building located at 600 Bryant St., San Francisco. En- 
~. hardened steel to assure lifetime opera- 2 , na 
- tion. Ring guide bearing in pivot post compassing 4400 sq ft, the new building increases 
> keeps cap absolutely perpendicular— 
~ doesn’t sag or lean. Streamlined design 
is both attractive and functional —a has recently opened a new factory branch office in 
+ combination which makes it a favorite Winnipeg, Canada. According to J. W. Ray, vice pres- 
with today’s architects. © , 


>» More THAN 1400 HEATING DEALERS have joined 
Crane Co. in cooperative advertising programs now 


underway throughout the country. Each of the dealers 


series of three large heating ads run in his local news- 


San Francisco facilities by 120 percent. The company 


ident in charge of sales, five market categories are 
Walker a etiteries and Sales Corp. now being served through the firm’s 42 factory 


1730 Penn St. St. Joseph, Mo ’ branch offices. 
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The Modern Draft Control 
that’s “QUICKER ON THE DRAW” 


d 


“PACKS a STRONGER 
PUNCH!” 


You can knock the wind out of your heating 
problems with Windmaster’s faster and more 
effective wallop. The reasons are obvious, 

Windmaster's larger vane gives greater relief 
opening .. . and this increased effective area brings 
quicker and more accurate responses. The 45° 
angle vane reduces ‘‘shadow boxing” and assures 
faster movement where it counts. 


When you buy a draft control, remember — 
Windmaster always has the edge in any match 
against wild draft conditions, 


Put These Windmaster Features 
To Work For You On Your Next Job 


45° Vane—no nervousness ® Large Square Vane—more 
—faster response. effective area. 


Non-Rusting Permanently Sloping Pipe Installations 


Silent Nylon Bearings @ £-Z ‘Dapter—auick, easy 


8 Calibrated Counterweight installation. 


et ra 
llindmaster Draft Controls 


43 Vine St. Columbus 15, Ohio 


196 
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HERBERT J. PIERSON, retiring head of the sheet 
metal department of Dunwoody Institute, designed 
the above book cover and fabricated it from sheet 
copper 


> Hersert J. Pierson has retired from the staff of 
Dunwoody Industrial Institute, Minneapolis. Mr. Pier- 
son, who has been with institute for 38 years, was 
made head of the air conditioning, refrigerating and 
sheet metal departments in 1945. He is succeeded in 
this capacity by Floyd Schneeburg. 


> More THAN 250 DEALERS met recently in Cincin- 
nati to view the Williamson Co.’s new heating and 
cooling equipment. Gustave Leytze, vice president and 
sales manager, presided over the meeting. Marvin FE. 
Ralston, in charge of product design, spoke on “The 
New Look in Heating” and Hugh Calahan, vice pres- 
ident in charge of the Cooling Equipment Div., dis- 
cussed “The New Look in Cooling.” 


> Unrrep States Steet Corp. plans to increase the 
annual steelmaking capacity of its Gary Steel Works 
by more than 700,000 tons and of its South Works 
at South Chicago by more than 500,000 tons. 


> Durtine 1955, Apex Heating Shop, Hammond, Ind. 
installed over 200 Van-Packer chimneys for venting 
incinerators. 


> Front Rank Mec. Co. Div. of Liberty Foundry 
Co. recently held open house for its dealers to display 
its new “Series 5” gas and oil furnaces .The new fur- 
nace is available in four sizes ranging from 80,000 
to 160,000 Btuh input with natural, manufactured or 
LP gas; and in four sizes from 84,000 to 189,000 
Btuh output with oil. Gas and oil burners are inter- 


changeable. 
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at the lowest prices in history 


NO SHOP CAN AFFORD TO BE 
WITHOUT ONE OF THESE 
3 RUGGED NEW SA/Z SAWS 


New heavy duty SKIL Saws offer a light 
weight compact answer to every cutting 
problem in the shop or on the job. 

You'll find one of these SKIL Saws ideal 
to help you on every one of your heating, 
air conditioning or sheet metal jobs. This 
is a real hea¥y-duty construction tool, yet 
it’s priced so low that it'll pay for itself in 
no time. Light weight, compact, powerful 
... use it to cut floor openings, duct en- 
tries, all materials including sheet metal, 
plaster, composition and even concrete. 

3 sizes—62", 7%", 84%4"—give you the 
right capacity for every job. New low prices 
give you big savings. And, all the famous 
SKIL features assure more profitable opera- 


tion for you. 


Exclusive SKIL features 
for better performance 
Extreme light weight and the famous SKIL 
balanced design for easy handling. 

Easy, fast cutting in any position. 

High speed blade. 

Rugged, heavy-duty motor. 

Strong die-cast aluminum motor housing. 
Ball and needle roller bearings throughout. 
Quick-acting depth & bevel adjustment. 


Calibrated rip fence for both right and 
left hand cuts. 


Safety guard retracting handle for pocket 
cuts. 


New 714” Model 874 New 8%” Model 884 
only $74.50 only $84.50 





BRIEF SPECIFICATIONS PORTABLE TOOLS 


Model No. 864 874 884 

Blade Diameter 62” 7” 8%” 
Maximum Depth of Cut 2%” 2%” 2%" 

Depth Cut at 45° 1%” 1%” 2%” 
No-Load Speed 6100 r.p.m. 6000 r.p.m. 5700 r.p.m. 
Net Weight 11 Ibs. 13% Ibs. 14% Ibs. 


Made only by SKIL Corporation 
formerly SKILSAW Inc. 
5033 Elston Avenue, Chicago 30, Iflinois 
3601 Dundas Street West, Toronto 9, Ontario 
Factory Branches in All Ledding Cities 











Call your SKIL distributor for a Free on-the-job demonstration and a Free Trial 
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TIME and LABOR 


USE 
WIREMOLD 


AIR DUCT 
on all air conditioning jobs! 


Sheet metal contractors everywhere 
agree that Wiremold Air Duct is easier and 
faster to install, saves time and labor and results 
in more ene air conditioning installations. 
Extremely flexible and durable, Wiremold Flex- 
ible Air Duct bends easily around obstructions 
without kinking, allows for expansion and con- 
traction of the system, and prevents transmission 
of mechanical vibration. 


Wiremold Air Duct can be installed 
with minimum waste — short lengths are easily 
spliced on the job. Write for instruction sheets. 


There are Wiremold representatives in 
cities throughout the United States, 
Canada and Cuba. 


The WiremMouD Company 


HART R 


ENGINEER analyzes compres- 
sor performance at the compres- 
sor calorimeter control panel in 
the Frigidaire Div.’s newly ex- 
panded air conditioning lab- 
oratories 


> “INDUSTRY RETAIL SALEs of residential central sys- 
tem air conditioners will triple by 1965,” according 
to Mason M. Roberts, vice president of General Motors 
Corp. and head of its Frigidaire Div. Mr. Roberts 
said that the division has recently completed a three- 
fold expansion of its air conditioning engineering de- 
partment. Floor space of the department has been in- 
creased to 42,000 sq ft, and the facility contains 28 
test rooms for various types of air conditioning equip- 
ment. A six room research residence has been erected 
where heating and cooling tests are constantly under- 
way along with research on solar heating and cooling. 
Solar experiments deal with the collection of heat 
from the sun’s rays and storage of this heat for later 
use to help warm the home. Another objective of re- 
search engineers is to find a way to use the energy 
from the sun to cool the house of the future. 


> Hyprautic Div., Sundstrand Machine Tool Co. 
has opened a new office in Summit, N. J. at 89 Sum- 
mit Ave. 


>» THe Marues Co. recently held an all-day showing 
of its 1956 air conditioning equipment for dealers, 
associated manufacturers and representatives of gas 
and electric public utilities in the New York, New 
England and northern New Jersey areas. Mr. Mathes 
and Jules Alexandre, regional sales manager, dis- 
cussed the features of window and central air condi- 


tioning units as well as gas-fired heating equipment. 


>» A 30,000 sg Fr appiTION to the Hart and Cooley 
Mfg. Co.’s plant has recently been completed. The 
new building will be devoted entirely to additional 


finished goods storage. 
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Manulacturers 
(gents 


Are you interested in 


securing additional lines? 


We are occasionally asked by our manu- 
facturer advertisers to suggest the names of 
manufacturers’ agents in various sections of 
the country whom they can contact in regard 
to representation of their residential and 
small building heating, air conditioning and 


sheet metal products. 


If you would like your name listed on our 
records for inquiries we may receive on your 
territory, we invite you to write us. There is 


no charge in connection with this service. 


American Artisan 


6 NORTH MICHIGAN AVENUE 
CHICAGO 2 ILLINOIS 


Ww Ww Ww 














AMERICAN ARTISAN, May 1956 


permanent . 
dry-type FILTERS 
for all home air-conditioners 


If “off-beat” filter sizes, poor deliveries and inade- 
quate filter profits are robbing you of good busi- 
ness, RIGHT NOW is the time to get the complete 
details on A-LUM-O-AIRE’s new merchandising 
policy. Correct sizes for every make and model — 
in stock or made to order, prompt deliveries — even 
on “special” sizes, plus an attractive pricing struc- 
ture that let’s you make more money on per-unit 
filter sales! Now, you can meet and beat competi- 
tion with “America’s first and finest practical all- 
metal filter”! 


a » keep your margin UP «ce 
_@ your inventory down! 


Buy the filters you need — in quantities according 
to your potential sales — and forget stock loss and 
warehouse damage. Because it’s aluminum, with 
aluminized steel frames and retainers, the A-LUM- 
O-AIRE Filter is rustproof and fireproof. Washes 
clean with water in a jiffy. No messy oils or ad- 
hesives required; no extra materials to buy. Easy 
to sell — easy to service. Write for sales/promo- 
tion plan, today! 

*Also available in 1” and 2” widths for all warm air 

furnaces. Alum-O-Aire Filters can be supplied with 


copper wool media for corrosive atmospheres in 
industrial applications. 


world’s largest manufacturers aluminum and copper wool 


Electronic Engineering Co. 
METAL WOOL DIVISION 
; 1895 Clifton Avenue Springfield, Ohio 





GET FULL 
PROFITS 


WITH 


“THE GOOD 
BUSINESS LINE’’ 


MANUFACTURERS OF QUALITY HEATING 
AND AIR CONDITIONING EQUIPMENT 


There is no finer furnace built than Thermo. Dealers have 
found this to be true, and are happy with our profit mak- 
ing “Good Business Line". Profits from the very first unit 
give you the advantage of working capital all year long. 


A complete line for any type of installation, with top 
engineering and know how, gives you equipment that you 
can install with confidence and with the least amount of 
service problems of any other on the market. Fill in the 
coupon below and find out more about "The Good Bus- 


iness Line”. 


Thermo-Products Inc. 


NORTH JUDSON, INDIANA 


Gentiemen: Rush me details, without obligation, on THERMO- PRODUCTS, 
“Good Business Line.” 

NAME TITLE 

FIRM 
ADORESS___. 











CITY 
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> CopeLanp REFRIGERATION Corp. plans an expan- 
sion program designed to add nearly 500,000 sq ft of 
manufacturing and administrative space to the com- 
pany’s present facilities. The new facilities will be con- 
structed on a 75 acre site at the western limits of Sid- 
ney, O. First unit scheduled for construction in the 
program is a 250,000 sq ft plant for air conditioning 
compressor manufacturing, engineering research and 


product development. 


> THe Wituiams Div., Eureka Williams Corp. has 
recently concluded a series of 63 “Dealerama” sales 
meetings. The company’s three “Dealerama” caravans, 
each of which carried more than 25 pieces of heating 
equipment, covered a total of 11,978 miles in bringing 
the division’s sales and product story to nearly 5000 
dealers, builders and officials of the utility industry. 


> More THAN 115 MEMBERS and guests of the Cen- 
tral New York Chapter of the American Society of 
Refrigerating Engineers met recently to hear Alwin 
B. Newton, vice president, design and research of the 
Coleman Co., Inc., discuss cooling of existing homes. 
Mr. Newton referred to Operation Home Improvement 
as a stimulus on the existing home market and also 
noted that the industry has every expectation of 
“another big year in new homes, many of which will 


need summer cooling equipment. 


> Hupp Corp. has purchased the business and assets 
of Gibson Refrigerator Co. The purchase follows the 
acquisition earlier this year of approximately 60 per- 
cent of the Gibson common stock by Hupp. D. S. 
Smith has resigned as president of Hupp’s Perfection 
Industries Div. and William H. Haag has been elected 
to succeed him Mr. Smith continues as a director and 
vice president of Hupp Corp. 


> THe TypHoon Air Conpitioninc Co. recently 
sponsored a series of schools on service, engineering 
and sales to help its distributors increase their profits 
and to aid servicemen in solving field problems. The 
schools covered installation of air conditioning equip- 
ment, service and operation of expansion valves and 


strainers, electrical hook-ups and trouble shooting. 


>» THe Rueem Mee. Co. reports that response to its 
introduction of “Rheemaire” central residential air 
conditioning systems has exceeded the record of suc- 
cess of any product previously brought out of the 
company. According to Vearl J. Heinis, general man- 
ager of the heating and air conditioning division, the 
rapidly growing demand has made it necessary to pro- 
vide many more service and installation classes than 


were originally planned. 


AMERICAN ARTISAN, May 1956 





we hear that 


(Continued ) 





> THatcner Furnace Co. is conducting a series of 
air conditioning sales meetings designed to acquaint 
dealers with two new lines of summer air conditioners 
and to provide them with improved techniques for 
merchandising year ’round air conditioning, At each 
meeting water and air cooled air conditioners are 
on display and Wayne Mollineaux, engineering rep- 
resentative, points out the technical features and ex- 
plains servicing methods. Also, dealers are shown how 
to profit on the growing consumer trend toward year 
‘round air conditioning. 


>» DeMAND FOR CONTROLS is expected to “continue 
strong” during 1956, according to John A. Robert- 
shaw, president of Robertshaw-Fulton Controls Co. 
For the year ended December 31, 1955, he said, net 
sales totaled $64,032,957 


over the previous year. 


an increase of 10 percent 


» Arrtemp Div., Chrysler Corp. has established a 
factory-owned distributorship in New Orleans. The 
new operation is known as Chrysler Corp., Airtemp 
Div. New Orleans. C. M. Barr, formerly New Or- 
leans assistant regional manager, has been named man- 
ager of the firm. 


>» THe Kennarp Corp. has started construction of 
a new manufacturing plant located in St. Louis county. 
The new plant will be approximately double the size 
of the present one. 


> THE 1956 PRODUCTION SCHEDULE of the Lau Blow- 
er Co. will be 50 percent greater than in 1955. Ac- 
cording to Harold W. Faulkender, president, the firm 
will spend about $850,000 for new tools and machin- 
ery. 


> Some 80 HEATING DEALERS attended a_ special 
“cooling conference” held recently by Conco- Engi- 
neering Works in its Mendota, Ill. show room. Com- 
pany officials discussed the large potential market that 
exists both for new and replacement business in air 
conditioning and predicted a 100 percent increase in 
air conditioning sales for 1956. The dealers were 
warned that if they do not expand their operation to 
include air conditioning, “some other trade might ex- 


pand its operation to include heating.” 


> A YEAR'S MODERNIZATION PROGRAM at the Buffalo 
plant of Allegheny Ludlum Steel Corp. has just been 
completed. The new program was designed to make 
the plant more competitive by increasing production, 
giving quicker deliveries and insuring continued high 
quality of product, according to Lewis Polen, plant 


manager, 
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END WATER PROBLEMS 


WITH LOW-COST 
HIGH-QUALITY 


LARKIN 


ZEPHYRCON 


air cooled 
condenser 


HANDLES UP TO 40 TONS AS EASY AS A BREEZE! 


Here’s the ideal air cooled condenser for residential and 
commercial air conditioning installations up to 40 tons. 
The Larkin Zephyrcon pulls the air over the condensing 
coils, assuring even air distribution and holding operating 
noise to a minimum. 

The Larkin Zephyrcon is engineered with sufficient con- 
densing capacity to solve your problem, yet it is economi- 
cal to buy, install, maintain, and operate. See your whole- 
saler for details and specifications, or write direct to us. 


FIVE MODELS WITH 
OUTSTANDING FEATURES 


@ 2, 3, 5, 8, and 10-ton units engineered for parallel use 
@ Famous Larkin cross-fin coil—alumi fins, copper tubes 


@ Finished with corrosi istant epon-base, chlorinated- 
rubber enamel 


@ Permanently lubricated motors operate quietly on resilient 
adjustable base. Motors are provided with overload pro- 
tection 


@ Motor wired to weather-proof external conduit box 
@ Fan guard is standard equip 


@ Zephyrcon is weatherproofed for indoor or outdoor opera- 
tion 


@ Slotted hanger bars for ceiling or floor installation 











wation 
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s 
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Sanne” 


519 Memorial Drive, S.E. ¢ ATLANTA, GEORGIA @ MUrray 8-31 


©) LARKIN COILS... 


71 
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> Westey C. L. Hemeon has organized a firm for 
general consultation on all aspects of air pollution. 
The new firm, known as Hemeon Associates, maintains 
offices and laboratory in the Loeffler Bldg., 121 Mey- 
ran Ave., Pittsburgh. Mr. Hemeon was formerly engi- 
neering director of Industrial Hygiene Foundation 
and Senior Fellow of Mellon Institute. 


> Mircnett Mrc. Co. recently held a series of 12 
regional sales meetings for distributors and dealers 
of residential and commercial air conditioning equip- 
ment. First of the meetings was held in Chicago. 
Other cities visited were Cleveland, Pittsburgh, New 
York, Atlanta, Miami Beach, New Orleans, Houston, 
Dallas, Memphis, Des Moines and Los Angeles. 


>» Meyer Rosen has been elected a vice president 
of the United States Air Conditioning Corp. Mr. 
Rosen will be in charge of the Floral City Heater 
Div. 


> CHarces R. PrircHarp has been elected a vice 
president of the General Electric Co. Mr. Pritchard 
has been president and general manager of the Gen- 
eral Electric Supply Co., a wholly-owned distributing 


organization which was merged into the parent com- 


pany as a division in January. He will continue to 
serve as general manager of the General Electric 
Supply Div. 


> Tue L.O.F Grass Fipers Co. has leased a 15,000 
sq ft building at 3210 Van Owen Blvd., Burbank, 
Calif.. According to John A. Morgan, vice president 
of the company and general manager of the Pacific 
Coast Div., this move has more than doubled the di- 
vision’s plant facilities in Burbank. 


> NINE EXECUTIVE OFFICERS of Servel, Inc., were 
recently reelected at a special meeting of the board 
of directors. Those reelected include Louis Ruthen- 
burg, chairman of the board; Duncan C. Menzies, 
president and chief executive officer; Raymond J. 
Arft, vice president and assistant to the president; 
Anthony J. DeFino, vice president and general man- 
ager of the all-year air conditioning division; and 
Adrian B. Kennison, vice president in charge of re- 
search and product development. 


> A ONE-STORY WAREHOUSE is being constructed in 
the Bond Hill section of Cincinnati by the C. G. 
Hussey Co. to provide a larger inventory for the 
Dayton-Cincinnati-Louisville area. The warehouse will 
carry complete stocks of copper and brass sheets, strip, 


bars and tubing. 


Stainless Steel CHIMNEY LINER 
fealuning 


BUTTON-LOCK PIPE 


by 


THE 
COMPLETE 
LINER 
@ Elbows @ Drain Tee Caps 
®@ Tee Joints @ Cap Type 
Increasers and Reducers 
@ 1, 3 and 5 Foot Sections 
@ Snake Sections 


* Seams easily without 
hammering 





* Combining the various 
lengths eliminates cutting 
on the job 


* No drilling — prepunched 
for sheet metal screws 


*% Will not unlock in chimney 


@ Use of 26 gauge-Type 302 stainless steel ensures durability. 
@ Completely cartoned to assure factory fresh quality. 


ARMSTRONG 


P.O, BOX 1356 


FITTINGS 


Shrwreiete % 


COMPANY 


DES MOINES, IOWA 
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> “Srrike It Ricw IN °56” was the theme of a re- 
cent meeting sponsored by Robertson Heating & Sup- 
ply Co. in cooperation with Rheem Mfg. Co. Over 200 
dealers, salesmen and servicemen were in attendance. 
New products introduced to the audience included air 
conditioning units and glass lined water heaters. New 
features of the Rheem company’s gas and oil warm 
air heating units were also discussed. Another high- 
light of the meeting was a “Doctor 1.Q.” question and 
answer session which gave dealers the opportunity 
to win silver dollars for giving the right answers to 
questions about Rheem heating and air conditioning 
equipment. 


> THe Cannon Distriputinc Co., 198 E. Bay St., 
Charleston, S. C. has taken on the Gibson line of 
residential and commercial heating and air condition- 
ing equipment and will serve as distributor in the 
state of South Carolina. Principals of the firm are 
N. L. Cannon. president; W. T. Cooper, vice presi- 
dent; and J. D. Soffera, treasurer. 


>» Ropert A. Breese has been appointed sales pro- 
motion manager of the Rodgers Engineering Co.. 
north Texas distributors for Mueller Climatrol heating 


and air conditioning equipment. 


>» Automatic Heatinc Suppiy Co., Springfield, Il. 
wholesaler, built its 1956 dealer sales meeting around 
the “Trip to Paris” contest sponsored by General 
Electric Co.’s Air Conditioning Div. Tables in the 
dining room were placed in front of sidewalk cafe 
backdrops and posters on all sides urged the dealers 
to “come to Paris.” Preceding the dinner, officials 
of the Automatic firm introduced the 1956 marketing 
programs and product lines of GE’s Home Heating 
and Cooling, Weathertron, and Commercial depart- 


ments. 


> Banks-MILLeR Suppcy Co., Huntington, W. Va. is 
now wholesale distributor for Airtemp air condition- 
ing and heating products in a territory comprising the 
states of West Virginia, southern Ohio and eastern 


Kentucky. 


>» Eckies Duistrisution, 1707 Industrial Blvd., 
Jacksonville, Fla. will represent The Coleman Co., Inc. 
as distributor of heating and air conditioning equip- 
ment in northern Florida and southern Georgia. J. D. 
Eckles, formerly national service manager for the 


Coleman firm, is owner and general manager. 
>» Union Harpware & Mera Co., Los Angeles has 


been named wholesale distributor for Airtemp room 


air conditioners in parts of California and Nevada. 
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FORCED AIR FURNACES — 


Gas or cil td: wae aleollle 
tioners for small or large homes, _ 
in designs that allow virtually un- 
limited choice of placement and — 
system arrangement. Modeis 
from 76,000 to 400,000 BTU 
output, in up, down, or horizon- 
tal flow design. 


MATCHED COOLING UNITS 


In summer air conditioning, 
Majestic has the ideal, econom- 
ical answer for your needs — 2, 
3, or 5 ton self-contained water- 
cooled units or remote air-cooled 
models, in matching twin units 
or for add-on installations. These 
are quality units, designed for 
simplified installation and de- 


PLUS HARD-WORKING AIDS 


Majestic furnishes all kinds of 
furnace fittings, ducts, registers, 
and the like, giving the dealer 
the benefits of “single source”: 
purchasing. You owe it to your- 
self to get the complete story of 
Majestic’s sales, service, and in- 
stallation tools, and wholehearted 
dealer cooperation. 


the Majestic (o., Inc. 


394 Erie Street, Huntington, Ind. 


TWIN AIR 
CONDITIONERS 
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WATER COOLED 
UNITS 


COMMERCIAL 
UNITS 


PLENUM 
EVAPORATOR 
CABINETS 


GAS OR OIL 
FURNACES 


REMOTE 
AIR COOLED 
UNITS 





COMPLETE 
ALL-YEAR 
MODELS 
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MANUFACTURING COMPANY 
NEW ALBANY, INDIANA 
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>» Tri-County Suppy Co. of Mentor, O. is now serv- 
ing as exclusive wholesaler for Heil furnaces, conver- 
sion burners and summer air conditioners. The com- 
pany. located at Lakeshore Blvd. & Reynolds Rd. in 
Mentor, serves heating and air conditioning dealers in 
three counties in Ohio. 


> Over 100 Executives of jobber organizations of 
the Williamson Co. recently attended the firm’s annual 
jobber meeting. G. Leytze, vice president and _ sales 
manager of the jobber department, was chairman of 
the meeting. 


> Aik Conpitioninc Suprty Co., 97914 Volusia 
Ave.. Daytona Beach, Fla. is a new distributor of 
heating and air conditioning equipment for Gibson 
Refrigerator Co. Territory served comprises 10 coun- 
ties in northeastern Florida. 


> Macuinery Sares & Service Co., Inc., 703 South 
St.. Jackson, Miss. has been named a distributor of 
heating and air conditioning equipment in the state 


of Mississippi by Gibson Refrigerator Co. 


> THE WINTER SERIES of service lectures sponsored 
by Sid Harvey, Inc. attracted a total of 4445 oil 
burner service men. Twenty-nine lectures on combus- 
tion relay servicing were given in various cities where 


company stores are located. 


> CentraL Distriputors, Nashville, Tenn. whole- 
saler, has started construction of a $100,000 plant. The 
new building will have 11,000 sq ft of floor space, 
with provisions for addition of 3000 more in about 
18 months. The building will include offices, display 
rooms, shops and warehouse space. Occupancy is 
scheduled for about June 1. 


> Trayvvor-Dean Appiiances, INc., 1814 N. Frank- 
lin St., Tampa has been appointed a distributor of 
heating and air conditioning equipment in central 
and southern Florida by Gibson Refrigerator Co. 
Frank M. Traynor is president and Roy L. Dean is 


secretary-treasurer of Traynor-Dean. 


> Mecuanicat Suppry Co., St. Louis, wholesalers 
of heating and cooling equipment, refrigerants and 
controls for residential air conditioning held an official 
open house recently. The company was formerly known 
as Noland & Co. At the annual meeting of stock- 
holders and directors, the following officers were 
elected: Robert J. Noland. president and treasurer; 
Charles F. Barmeier, vice president: Charles W. 
Nunley, secretary. The 13.000 sq ft warehouse has a 


truck loading dock and a rail siding. 
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Which 


fetter COOLERS 


for the 


IGGEST MARKET 


Do YOU Prefer? 


ey 


FLEXI-DUCT VIBRA-STOP 
Tyrant Wilson 


FLEXIBLE DUCT CONNECTIONS 


Stop system noise on Heating, Ventilating and Air Con- 
ditioning installations. lsolate mechanical rattles, starting 
vibrations, “on and off” cycle sounds, shaft whine, fan 
hum, etc. at their source. Apply either of the Grant Wil- 
son Flexible Duct Connections between blower or plenum 
and furnace casing, between take-offs and main or 
branches . . . the resultant quietness of system operat'on 
satisfies customers, leads to more 

jobs, without call-backs. 





¥ 


bs ae 


FLEXI-DUCT . . . 


Grant Wilson’s Woven Asbes- 
tos Flexible Tape. The choice 
of those who want rock-bot- 
tom economy combined with 


oiuwashor type EVAPORATIVE 
COOLER 


top efficiency. Handy 50 foot 
rolls, 6 inches wide, and 150 
foot rolls, 8 in. wide, both 
with selvaged edges. Can be 
taped or bolted to equipment 
or duct work. 


VIBRA-STOP ... 


Asbestos or Canvas, 4” wide, 
factory seal to 4” No. 1 Prime 
Galvanized Metal on one side, 
3” on the other. Preferred by 
those who want the quickest, 
easiest installation. 25, 50 and 
100 foot rolls in handy, indi- 
vidual size “roll out’ cartons. 


Asbestos used is Underwriters’ 
grade and meets Federal specs. 
MIL-C-4177. Canvas, also Un- 
derwriters’ grade, meets Fed- 
eral specs. MIL-D-10860. 


Write today for full informa- 
tion, FREE samples and prices 
ask for Bulletin 556-AA. 


: 4A} . | 
CT lifts out of carton 
for easy use. 


+ 


VIBRA-STOP comes in _ handy 
“roll out’’ cartons. 


Investigate the huge untapped source of air 
conditioning sales. The NEW market of plants, 


factories, and laundries, where high cost re- 
frigeration is not warranted, is ready for low 
cost ALTON EVAPORATIVE COOLERS. The 
Alton is engineered for maximum circulation of 
cool fresh air. . 


. is built to last . . . operates 


very economically . . . is effective in all climates 
Seize your ALTON sales’ opportunities today. 
*Latex-Coated Filters (Alton Exclusive) 
deliver cleaner, cool air faster, more 
steadily. 
*Aquasprae Unit wets all the filtermat 
surface effectively. 


*Squirrel Cage Blower distributes maximum 


quantities of fresh air uniformly. 
WRITE US FOR THE FACTS 
DEALER TERRITORIES AVAILABLE 


ALTON MANUFACTURING COMPANY 
1112 Ross Avenue, Dallas, Texas 


(Brant Wilson inc 


ASBESTOS and INSULATING MATERIALS 


141 WEST JACKSON BLVO . CHICAGO 4, ILLINOIS 
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> Worrnincton Corp.’s Air Conditioning & Re- 
frigeration Div. has established a sales training de- 
partment which recently initiated an annual sales train- 
ing program for district representatives. “Main pur- 
pose of the program,” according to R. C. Hughes, 
manager of the department, “is to train division rep- 
resentatives to work closely with dealers and dealer 
salesmen and effectively teach them to sell our prod- 
ucts at the retail level. Each of the representatives 
undergoes 40 to 60 hours of intensive training during 
the program. During the two week course, the repre- 
sentatives hear lectures covering such subjects as Prod- 
uct Sales Features, Service Policy, Financing Policy, 
Advertising and Sales Promotion, Market Analysis. 
Territorial Development, Retail Selling, etc. Five films 
on general selling techniques are used to illustrate 


the lectures.” 


> Muecrer CLimatrou has prepared a sales presen- 
tation manual for dealer use in selling heating equip- 
ment. The presentation is an illustrated loose leaf 
booklet entitled Make Yourself Comfortable, which 
has the sales points of the company’s heating units 
printed in extra-large type. An easel type cover facili- 
tates the salesman’s use of the booklet as he talks to 


prospec tive buyers. 








> To ap ITs DEALERS in selling central residential 
air conditioning systems, the Frigidaire Div., General 
Motors Corp. is running a series of full page ads in 
Sunday newspaper supplements. The ads, which in- 
clude the names of local dealers, invite readers who 
own a room conditioner to trade it in on a “full-home” 
air conditioner. In addition, the division has developed 
a trade-in sales promotion plan which is explained in 
a 16 page book being offered to dealers. Other aids 


include proposal forms and price estimating forms. 


> Sixty-Two BaBlEs born to Smith families in the 
United States on February 14 won free water heaters 
for their parents in connection with a publicity cam- 
paign sponsored by the Permaglas Div., A. O. Smith 
Corp. February 14 was the day the division produced 
its 3,000,000th glass-lined water heater. 


> Hai-Neat Furnace Co. uses a 10 by 25 in. illum- 
inated interior sign to advertise “Victor” heating and 
cooling equipment in dealer showrooms. Enclosed 
Huorescent lamps light black, yellow and white copy 


on the plastic sign face. 


> GeneraL Controis Co. has designed a five pack 
carton that converts to a merchandising display for 
its new time delay oil valves. Designated K281, the 
new valves are specifically designed for domestic high 


pressure atomizing oil burners. 











VITROLINER CHIMNEYS — THE LOGICAL CHOICE 


The Architect has flexibility and choice. He can 
specify 2 types ‘“E’ and “‘L” for ceiling or base- 
ment installations—3 Designs, as illustrated above 
—5 Diameters (6", 7”, 8”, 10”, and 12”) for 
correct size—UL listed for 4 Fuels—oil, gas, coal 
and wood. The Builder prefers lightweight Vitro- 
liner (10 to 15 Ibs. per ft.) which is easy to han- 
dle and quick to assemble. 

The Home Owner enjoys a neat modern design. 
His Vitroliner adds distinction to the appearance of 


“x", “Y" dimensions and five 
diameter. Investigate this low 


\/ITROLINER, : for fest quotation, send us 


4 -the Superior Chimney Wy cost, quality chimney. 


his home. He also enjoys the safety and long life 
VITROLINER provides. 

Vitroliner is not only the first and Pioneer Chimney 
but still the finest quality-built class “‘A’’ Chimney 
on the market for one and two story homes and 
buildings using all fuels. 

Of course, Vitroliner provides complete chimney 
functions, venting combustion gases from Heating 
Plant, Water Heater and Incinerator. 





Write for literature today 


CONDENSATION 


ENGINEERING CORPORATION 
351) W. POTOMAC AVE., CHICAGO 51. ILL 
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GAS (FIRED 


Majestic INCINERATORS 
do the whole job! 


With clean, safe, quiet, low-cost efficiency, this com- 

pact Majestic appliance ends all disposal chores that 

can be handled in the home. 

It gets rid of wet and dry garbage . . . all kinds of 

wastebasket trash . . . all burnable household rubbish 
all daily collections of old newspapers and 

magazines. 

It’s easy to install. Takes less than a two-foot-square 

space in the utility room, breezeway, garage or 

basement. 

This user-proved Majestic convenience is the result 

of more than a quarter-century of continuous ex- 

perience in home incinerators. See your nearest 

Majestic distr?butor for details, or write to the 

factory. 

Choice of models—gleaming white 

rectangular cabinet, or round, utility 

casing. Backed by national advertis- 

ing and promotion. AGA approved. 


the Majestic co., inc. 


110-A Erie Street, Huntington, Indiana 
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There's A New 
Little Giant 
Product 


A Pump with 
a Nylon Head 


Specially designed 
for Beverage Dis- 
pensing and other 
liquid handling... 
Solves many of the 
problems involving mild acids. 
Pump Head and Impeller are molded 
Nylon . . . Coupled with the Famous 
Little Giant Power Unit which is Hermet- 
ically Sealed in oil. . . for long trouble 
free service . . . needs no lubrication. 





Submersible 
Pump 


The Little Giant is a compact 
recirculating pump and can be 
used in a great variety of ap- 
plications where small size 
and high volume are required 

hermetically sealed in 
oil _ . . motor windings can't 
become wet . . . needs no 
service. 


© Ideally suited to air conditioning and many recirculat- 
ing, agitating and other liquid handling needs. 





Condensate 
Remover 


Designed to remove con- 
densate from refrigerated 
air conditioning units .. - 
equipped with the _her- 
metically sealed Little 
Giant Recirculating Pump 
. needs no added 
lubrication. Can also be 
used for Sump Drainage. 


© Positive displacement electric — and float 
: : ‘ 

e Corrosion resistant finish throughou 

© Completely automatic e Small and — 

@ Available in 2 sizes @ Quiet in operatio 


“A. & has A 


LITTLE GIANT VAPORIZER CO., INC. 
5101 Classen Blvd., Oklahoma City, Okla. 


or Consult Your Nearby Dealer 





YOU Need This 
PsWiam @lolaleoliivelaiiatc m Or-tt-tlere 


Wholesale Only 


CONDITIONING rare il 
e sell you — your 
REFRIGERATION customers. And we sell for 
less. Buy — by mail — 
ELECTRIC MOTORS with confidence from our 


DEPENDABOOK catalog. 


fa ts and Suppl ies Prompt deliveries of 


fresh stock —— for less! 


Write for your copy today on your letterhead to 


The HARRY ALTER CoO., INC. 
1717 S. Wabash Avenue, Dept. G, nen 16, Illinois 


Branches in New York, Dallas, Atlar 


LOW COST 


FIELD TESTED 


hporcle 


AUTOMATIC HUMIDIFIER 
| FOR COUNTERFLOW 
STYLE FURNACES 
in basementless houses with perim- 


eter heating. 


@ Provides true winter air condi- 
tioning at low cost. 


@ Installs in minutes. All parts fur- 
nished for mounting on exterior 
of furnace casing. 


Balanced humidity assured by 
sensitive thermostatic control of 
water flow. 








Complete blies for furnaces 
with concrete fleor plenums, or 
‘ # with crawl space plenums. 

\-X< ‘ 
MODEL CF-5S00 WRITE FOR CATALOG A-5 


AUTOMATIC HUMIDIFIER CO., Cedar Falls, lowa 


appointments... 





> FRANK KOHLEs as sales manager of the Metalbestos 
Div., William Wallace Co. Mr. Kohles, formerly as- 
sistant sales manager of the division, has been with 
the company for six years. Robert A. McHugh has 
been named western district manager of the division. 
He was formerly manager of the southern California 
district. 


we, 


Frank Kohles Robert A. McHugh 


> Harry J. Gitpert and Lee A. Monry as district 
sales representatives for Research Products Corp. Mr. 
Gilbert will headquarter in Atlanta, Ga. and will serve 
a territory comprising Alabama, Georgia, Mississippi 
and part of Tennessee. Mr. Monty, who will have head- 
quarters in Columbus, O., will cover Ohio and part 


of West Virginia. 


> Rosert I. Woopen as Pennsylvania sales repre- 
sentative for General Automatic Products Corp. 
Casimir Wasco has been appointed sales representative 


to cover the state of Illinois. 


> CHarLes V. CHAPMAN as field representative for 
the Atlanta branch of General Controls Co. W. B. 
Harris has been appointed field representative for the 
Los Angeles branch. He was formerly employed by 
the Southern California Gas Co. John W. Babcock. 
formerly manager of the company’s Tulsa branch, 
has been named manager of the New Orleans factory 
branch office. John B. Hurd has joined the Columbus 
factory branch as field representative and John A. 
Mitchell has been appointed field representative for the 
Chicago factory branch. John Sensenig, Jr. has been 
appointed regional representative for the air condi- 
tioning and refrigeration controls division. He will 
have headquarters at the Dallas branch. Appointed 
field engineer for the companys Perfex Div. is 
Richard J. Wickert. who will be located at the engi- 


neering department in Milwaukee. 


> Paut J. STEIGERWALD as territory representative 
in the city of Cleveland for Detroit Controls Corp. 
In his new capacity, Mr. Steigerwald will deal with 


wholesalers in Cuyahoga county. 
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TIME SAVING 


DAMPER REGULATORS 
PERMIT 
INSTANT ASSEMBLY 


(Shown— headpiece of #27 E-Z-ON) 


it’s the little things tha? 
make the Big difference! 


Advanced design of E-Z-ON damper regulators permits on-the-job 
Assembly with only a hammer — no drilling — no rivets. This 16 
gauge steel regulator is simply positioned on the damper by sliding 
it over the scribed center line. The E-Z-ON accurately stays in posi- 
tion until a hammer blow drives the sharp prongs through the 
damper (E-Z-ON prongs will pierce 22 gauge metal.) 


E-Z-ONS PROVED MORE PROFITABLE 


Job Histories prove that your apprentice or journeyman can save 
two-thirds of their damper makeup time with E-Z-ONS. 


M.A.GERETT Corp. 


724 W. Winnebago, Milwaukee, Wis. 


STYLE & SIZE 
Famous E-Z-ON standard 
design No. 27 
Solid end tail piece, threaded 
head piece and wing nut — 

%" bearing. 
Superior E-Z-ON 
Stocked in CANADA by **Snap-Tite’’ Design No. 29 
Tail piece with retractable 
THERMIDAIRE CORP. snap end bearing, threaded 
7-9 Cumberland Street, Toronto head piece and wing aut — 
%" bearing. 





SAMPLES FREE 
SODER STAINLESS 
STEEL RAPIDLY 


ae 
FLUXES ~t LEN 





4 SINCE + 
> '? 





SODERING 
BRAZING & WELDING @ 
L.B. ALLEN CO. INC. — Chicago 31, Ill. 





Moving to new location? 
Please advise us promptly! 


A new postal regulation relating to the handling of un- 
delivered mail may result in some issues of American 
Artisan being thrown away instead of being returned to 
us as they have been in the past — for remailing to 
your new or correct address. 

To avoid missing any issue of American Artisan it is more 
important that ever to report both your new and old ad- 
dress to us and your post office. Deadline is the 18th of 
the preceding month for the next issue. Send changes - 
and new local postal delivery zone — to 


AMERICAN ARTISAN 
6 N. Michigan Ave., CHICAGO 2, ILL. 
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YOUR BEST INVESTMENT 


ever WHITNEY puncues 


PORTABLE 
HAND 
OPERATED 
PUNCHES AND cory, 4° tte though usr an, UNM 
SHEARS. Punches and dies Ve" to 9/16" by 1/64” 8 
A TOOL FOR 
EVERY 
PURPOSE. 
LEADERS 
SINCE 1907 


NO. 2 PUNCH 
apacity 5/16” hole through 4” ir 
Please Write igth 23”, Wt 14 Ibs eptl f throat 
Today for 16” 


Literature | 


Punches and dies 3/32” t 5” by 1/64 


Can be supplied as our Channel punch for angle 
and Channel Iron 


See Your Jobber 


Tha noma) 


636 RACE ST. ROCKFORDILL 





NEW /MPROVED 


SQUARE 
DUCT HANGER 


With new ‘Positive Lock’ can 


relailesMi-tehitia- No Spe 


fol Mt Kote) (2m aleliiliil-lame lett; 
\l 


the Job! Available 
v A in six lengths 








- Round Pipe Hanger used when 
joist is offset from duct 

. Simple Application of Square 
Duct Hanger as shipped to you 








Lock" —tap 








n place 





Drive sharp 


prong into 


(SN SQUARE DUCT HANGER 
Sy |) set voor SUPPUIER 

+ YG bor FREE somples 
Square Duct Hanger 


TEST THEM YOURSELF 
twisted and in place 


joist 


ON THE 1081 


A. M. HEXDALL CO. a ae 


MORRIS, ILLINOIS 





appointments 


: (Continued ) 
P-K hardened Masonny Neils > Kris HerBerc as manager of the Redmond Co.'s 


do the work of plugs and expansion holts new office at 1720 Section Rd., Cincinnati, which will 


serve the southeastern territory. J. F. Pichiotino will 
° eae head the company’s newly opened Midwest office in 
Cp cE ‘ ‘o7 . " . on : 
-.. ata fraction MERSY the Fair Oaks Bldg., Oak Park, Ill. The Southwest 
of the cost! _ office, now located at 4924 Greenville Ave., Dallas, 
: is headed by R. E. Waffle. 





p> E. C. Wo Lrorp as eastern district sales manager 


for the blower division of Lau Blower Co. He has been 


Built to drive straight associated with the firm for the past 19 years. 
and Stay tight > JouN J. Hauptvy as acting manager of the inside 


No pilot holes needed in soft masonry sales department of the New York steel service plant 


Drive easily into pre-drilled holes in of Joseph T. Ryerson & Son, Inc. Mr. Hauptly, who 
harder materials 








joined the company 12 years ago, was manager of 
Won't loosen—even under shock or . F . 
vibration alloy steel sales before his recent promotion. 


if IT'S P-K... IT'S O.K. For the finest > ™M. Ray GreeENE as administrative assistant to the 
fasteners made, insist on Parker-Kalon assistant general manager of sales, field sales, of In- 
. the name you can trust Get samples 


. Cran > oo | : a = an ae 
from leading distributors who stock P-K land Steel Products Co. Mr. Greene was forme rly 
Masonry Nails .. . or write manager of the company’s Buffalo, N. Y. branch. 

vases wane Robert Marquardt has been appointed sales repre- 
arc us. Pat OFF , 3 
sentative in the upstate New York area. He has been 


NS 43'S OG - Vee), | fasteners with the company’s Buffalo branch for the past two 


Parker-Kalon Division * General American years and before that was employed in the engineer- 
Transportation Corporation * Clifton, New Jersey ing department of Bell Aircraft Corp. Named man- 


FLANGES THE DUCT a oe 


the BEST/ 





é ‘ S { 
with Amaning Speed | 
Less than 5 seconds on short 


and lighter pieces... - 
Slightly longer on bulkier pieces “al Correct 


MAKES PERFECT ie | PULSATION 
DRIVE-CLEATS TOO! ee and 


The ONLY tool that does both. \ . POOR co. 


A complete drive cleating tool... 4 , 
. . a! . 

no set-up time . . . no adjustments. * ; with a 

Handy to take out to the job when as 1 


not needed in the shop. Turns idle QM SST BOSTON COMBUSTION HEAD 


time into production time. Flanges 





any square duct up to 20 gauge. 
Quickly pays for itself in time, 
material and labor savings. 


Adaptable to any pressure atomizing 
burner. .75 to 3.0 G.P.H. This precision head 
is now available. Adjustable air shutters per- 

PERFECT mit obtaining high efficiency sunflower flame 
DRIVE CLEATS or efficient non-pulsating flame. 


No. 12 Smith's Cleat Bender 
(12” wide) . . $49.80* 


No. 18 Smith's Cleat Bend , ; iy i 
jo. 18 Smith's =i ender fit the duct without Comes complete—easily installed. 
(18 wide) . . $78.60* the use of a screwdriver. 


Prices subject to thange ‘ aod ee 
without notice in erection time and labor. WRITE FOR COMPLETE INFORMATION 


R. E. SMITH BOSTON MACHINE WorKS COMPANY 


1124 Elizabeth Avenue e Waukegan, Illinois 








Oil Heating Supplies Division. Manufacturers, Lynn, Mass 
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appointments 


(Continued) 





ager of the Buffalo branch is A. V. Randazzo, former- 
ly a sales representative working out of the Chicago 
branch office. Charles Rosner has been appointed sales 
representative in northern Illinois and Francis J. 
Spaeth will cover southwestern Ohio, including part 
of Cincinnati. Theodore C. Johnson will handle sales 
in the St. Louis branch area of Alabama, Arkansas. 
Mississippi and Tennessee. Robert Lipschultz has been 
appointed sales engineer in northern New Jersey. 
Richard M. Wille, formerly assistant product manager, 
commodity products, has been named assistant product 
manager, roof deck and wall panels. Succeeding him 
as assistant product manager, commodity products, 
is Norb J. Badten, former manager of marketing 
services. Kenneth E. Sommerfeld replaces Mr. Badten 


as manager of marketing services. 


» Tom R. Gopsurn, Jr. as a sales representative for 
the oil heating division of Webster Electric Co. He 
will cover the East Coast territory from Baltimore 
north the area previously served by H. B. Hastings, 


> Richard L. Powers. Jr. as representative in the 
upstate New York area for Duc-Pac, Inc. He was 


formerly associated with Powers Products, Inc. 


KIRK. Blum 
THE BLOW PIPE 
SUPPLY HOUSE 


ONE-PIECE BLOW PIPE ELBOWS 
BALL JOINTS e HOODS 

FLOOR SWEEPS e FLEXIBLE TUBING 
CUT OFFS e ANGLE RINGS 
CYCLONE COLLECTORS & SUPPORTS 


From one source you can 
get all types of blow pipe 
parts and components... 
made in production quan- 
tities by Kirk & Blum. 
Depend on K & B manu- 
facturing experience for 
superior blow pipe parts at 
less cost than hand made 
parts. 


Write for Literature and Prices 


THE KIRK & BLUM MFG. CO. 
3180 Forrer St., Cincinnati 9, O. 
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P-K hardened Sowwnails 


give you nail driving speed 
plus screw 
holding power 


Fasten sheet metal to 
wood...wood to wood 
in seconds! 


For the finest fasteners made, in- 
sist on Parker-Kalon...the name 
you can trust. Get samples from 
leading distributors who stock 
P-K Screwnails . .. or write: 


PARKER-KALON fasteners 


Parker-Kalon Division * General American 
Transportation Corporation * Clifton, New Jersey 


CAPACITY 
Ye MILD STEEL 
10 GA. 
STAINLESS 


FASTER, 
EASIER CUTTING 


to any Shape! 


@ Compactly built for maximum 
visibility and efficiency 

@ Operates on 35 to 150 PSI air 
pressure 

@ Adjustable power and return 
stroke length and speed 


Beverly Pneumatic Shears ~ 

combine all the advantages of 

Beverly Throatless Shears with 

fast, effortless cutting action through 

air ‘cylinder operation. Air operation speeds 

work, permits accurate cutting to a pattern or 
template, as operator can concentrate on guiding 
work through the shear. Flow control valves permit 
precise adjustment of stroke speed; adjustable actuat- 
ing arm controls stroke length. Foot Switch permits 
operator to use both hands on the work piece. 
Operates on 110V. 60 cycles AC and 35 to 150 PSI 
air pressure. 


See your nearby Beverly Distributor 
Write for catalog sheet and complete details. 


BEVERLY SHEAR MANUFACTURING CO. 


3020 W. Ilith STREET « CHICAGO 43, ILLINOIS 








INSTANT 
Insto-Gas 
LIGHTING 


SOLDERING IRON HEATER 


Sheet metal contractors can 
now have hot soldering irons 
in 2 minutes and with Insto- 
Gas they can be kept at the 

desired temperature all day long with- 
out even looking at the heater. Insto- 
Gas saves 40% on fuel cost and enough 
time to pay for the entire equipment 
in one week's operation. 

The Insto-Gas soldering iron heater 
when attached to the cylinder by 50-ft 
hose can be operated on a scaffold or 
roof without moving the cylinder. 


INTERNALLY FIRED SOLDERING 
IRONS 


These Insto-Gas soldering 
irons are designed for con- 
tinuous operation with no 
stopping to change irons. 
Made in three sizes; the No. 
1-S (2) for fine work; the 
No. 2-S (5) and the No. 2-S 
(8) for heavy soldering. 
Listed by Underwriters Lab- 
oratories and Factory Mutu- 
als Laboratories 

Write For Free Folder 


INSTO-GAS CORPORATION 
DETROIT 7, MICHIGAN 
ASK FOR NEW FOLDER ON INSTO-HOT SALAMANDERS 


SAN DY- 
Lvl f- Tarun 
Narn the Le, - 
nace foe Ll 
HANDY. 


7T 6 Gel—To Use. 


(i. tBroQ 





appointments 


(Continued ) 





> JouN Bain as branch manager of the Des Moines 
office of Minneapolis-Honeywell Regulator Co. He re- 
places N. L. Rutgers who has resigned. Gordon Kloss- 
ner has been transferred from Chicago to manage the 
Fort Wayne district: office, succeeding George Steflins 
who has been appointed manager of the firm's 


Memphis office. 


> NATHANIEL WATTLES as district sales representa- 
tive for Viking Air Products covering Michigan, In- 


diana and western Ohio. 


a ee 
r= 2 


Nathaniel Wattles William Hunsicker 


> Wittiam C. HuNsIcKER as a sales engineer for the 
Delavan Mfg. Co. Before joining the Delavan com- 
pany, Mr. Hunsicker was sales manager for Electric 
Motors Co. of Cedar Rapids and before that was a 


sales engineer for Westinghouse Electric Corp. 


> W. GLEN OsLIN as vice president and general sales 
manager of the Heater & Tank Div., John Wood Co. 
In addition to directing the sales activities of the di- 
vision, Mr. Oslin will have charge of its advertising 
and promotion program. He will make his head- 
quarters in Conshohocken, Pa. Jerry Dunleavy has 
been appointed district sales manager for the division 
covering Arkansas, Louisiana, Mississippi and Texas. 


He will have headquarters in New Orleans. 


> JoHN A. SANDBERG as representative for the Con- 
nor Engineering Corp. handling the sale of “Kno- 
Draft” residential ceiling air diffusers in Wisconsin, 
Minnesota and North Dakota. 


> CHartes D. Cummins as district manager of 
Worthington Corp.’s Seattle office. Since 1949 Mr. 
Cummins has been assistant district manager. In his 
new capacity he succeeds k. D. Schively who has ac- 
cepted a special assignment in the company’s new 


Canadian operation. 


> Ropert Savre as district sales manager for the 
QO. A. Sutton Corp., Inc. in the Indianapolis territory. 
As district sales manager for “Vornado” air condi- 


tioners and air circulators, he will be responsible for 
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Equipped 

with the 

World 

Famous 

QUIET AUTOMATIC Oil Burner 
ond Minneapolis Controls. 


JC TT. OF 


QUIET AUTOMATIC BURNER CORP 


VENY. President 


33-35 BLOOMFIELD AVE. NEWARK 4, N. J 








¥ Check your 


needs... 


| | Personnel 
| | Equipment Sales 
| | Equipment Needs 


| | Manufacturers Agents 


| | Lines, ete. 


Whatever your needs in any of the above classifica- 
tions . . . you can solve them quickly with a classified 
advertisement. The space rates are reasonable and 
results are quick. Closing date—the twentieth of the 


month preceding issue. 
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There’s a PROPER SIZE Monmouth 
for every Heating Unit 


Monmouth does not offer just one size Humidifier for all heating 
units. It provides a complete range of sizes and capacities to do 
the job properly — for the correct size pan and correct number 
of plates are essential to efficient operation. This is especially 
vital with modern automatic forced air heat, with relatively low 
bonnet temperature, where sufficient diffusion to convey moisture 
to the volume of air handled is absolutely necessary. When you 
install the proper size Monmouth, your job is not half done, but 
ALL done. The complete line includes various Flotrol Models — 
the No. 310 for your smaller jobs and the Monmouth gas-fired 
Humidity Conditioner for all radiator systems. Write for de- 
scriptive Bulletins. 


THE CLEVELAND HUMIDIFIER CO. 


7802 Wade Park Avenue Cleveland 3, Ohio 


MONMOUTH 
HUMIDIFIERS 


now! CHINC 


Cuts Flashing Costs 
as much as 50% 


Use CHINC wherever you 
need a tough yet soft, ductile 
metal that can’t rust, solders 
easily, forms readily, requires 
no painting and won't stain 
light woodwork or masonry. 


CHINC The non-ferrous sheet metal 


used in Europe for over 100 years—newly im- 
proved by Cheney—offers these exclusive features: 





@ Will not corrode in mortar 
@ Resists smoke corrosion 

@ Resists salt air corrosion 

@ Costs 47% less than copper* 


Recommended in plain sheets or rolls for 
flashings, valleys, facias, gravel stops gutters. 
itil ae *Comparative prices upon request, 
3-way flashing Available in 

“SPANDO” for 
spandre! flashings 


Write for NEW CATALOG .. . CHENEY FLASHING CO 
Dept. AAS, Trenton, N. J. 











GOOD JOBS NEED GOOD TOOLS 


For Longer-Lasting, Cooler-Handling use the 
“FITRITE” SPECIAL ALUMINUM MOP HANDLE. 











Light weight, unbreakable, economical. Will not burn. It's job- 
tested, engineer approved, and offers many exclusive features 
that make it the most popular Roofers’ Mop Handle made. Of- 
fered in 6’, 7', and 8' lengths. 


A MECHANIC’S THIRD HAND 


ih Al A t tT 
FITRITE fer every sheet 
3-WAY - metal man. Use it 
CLAMP Sendiieg,  Somatons 
seaming, straight- 

Throat 354" deep ening. 


Jaws 3/2" x %" Price $3.55 
‘‘FITRITE’’ SAFETY HOISTING HOOK 








The Sliding Sleeve ; e ae 

is gravity operated new hoisting 

and drops into posi- ao ‘ oh 
. i 


buckets and 
other materials. 


Price $2.50 


tion automatically 
keeping any item 
safely locked in 
while hoisting. 


For |" rope or cable. J) 


To protect the trade, please use your printed stationery 


308 Wes: 20°ST 
NEW YORK, II 


SEA 3- 2400-2401 








BACHARACH 
S PRESSURE GAUGE 


e Body is transparent, high-strength 
plastic extrusion. 


@ Scale features easy readability; made 
of white plastic, with black scale 
divisions and numerals; 1/10” W 
scale divisions. 

elindicating Fluid of 1.9 specific 
gravity permits pressure readings to 
1/10” W over entire scale on gauge 
of convenient size. Fluid is colored 
blue for visibility; is non-freezing to 
low temperature. Gauge is furnished 
filled ready for use. 








eShut-off Valves are conveniently 
opened or closed by rotation of 
knurled discs. 








e Scale is adjustable up or down to 
permit direct reading of pressure 








e Blow-over seal automatically pre- 
vents spilling of fluid when gauge 
1s subjected tO pressure surges in 
excess of scale range. 

e Body serves as reel for rubber hose. 


efor convenient attachment of 
gauge to gas pipe an adjustable 
mounting clamp is available as 
optional accessory. 


Gouge supplied with 4 ft 
rubber hose and fitting for 
fest connection 
Gauge with scole 0-7"' W 
$12.50 TRADE NET 
Gouge with reversible scale 
— 0.15'' W on one side, 
ond 0-8.5 ounces per sa 
in, on other side 
$16.00 TRADE NET 


Ask your Jobber or write for Leofler 830 


BACHARACH INDUSTRIAL 
INSTRUMENT COMPANY 


7301 Penn Avenue, Pittsburgh 8, Pa, 








appointments 


(Continued ) 





sales and merchandising of these products in Indian- 
apolis, Cincinnati, Columbus, Dayton, Evansville, Ft. 
Wayne, Louisville and South Bend. 


>» Harry L. Jopes as sales manager, Typhoon Heat 
Pump Co., Div. of Hupp Corp. Mr. Jobes will be in 


charge of residential and commercial sales. 


Harry L. Jobes Robert F. McCall 

> Ropert F. McCay as national sales manager for 
Reveor. Mr. McCall was formerly associated with 
Black and Decker Mfg. Co. and before that was with 
Barrett Christie Co. 


>» ArrHurR D. FLoyp as New England district man- 
ager for Electric Furnace-Man, Inc. He will be re- 
sponsible for the promotion of the company’s new 
line of oil-fired furnaces in New England, excluding 
Vermont. western Massachusetts and lower Connecti- 


cut. 


> Georce R. Frick as district sales manager of the 
newly created Syracuse area for the L.O.F. Glass 
Fibers Co. The Syracuse district covers 50 counties 
outside the New York City area. Mr. Frick was field 


representative in the Boston area before his promotion. 


>» Rosert S. Dutton as sales representative for the 
Air Duct Div.. The Wiremold Co. Mr. Dutton will 
work with ventilating contractors on air conditioning 
and dust control duct problems. His services will also 


be available for special field problems. 





@bituary 


Frank Netz 


FRANK Netz, for 21 years office manager and director, 
the Cicero Sheet Metal Co., Cicero, Ill., died Wednes- 
day, April 4, 1956. Mr. Netz, who was 56 years old, 
was well known in the Chicago area for his associa- 
tion work and for his activities in the development 
of the warm air heating industry. He is survived by 


his widow and a daughter. 
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TRIPLE-LIFE 
ALL-PURPOSE 
SHEET-METAL CUTTER 


An essential tool in the automotive, air conditioning, heating, 
and building maintenance industries. Cuts panels cleanly— 
straight line, square, triangle, curve or circle. Blades easily 
sharpened, thinned or replaced. FREE replacement blade 


means two cutters for the price of one. 


SCHILD MFG. CO. vep:. aa-se 


4127 N. 60th Street 


LIST PRICE 


$B 95 wou rree 


EXTRA BLADE 


Milwaukee 16, Wisconsin 





i a OF 
FURNACE PIPE 


AND FITTINGS, 
Prefabricated Ducts, 
also conductor pipe, eaves 

trough, drip edge, rake strip, etc. 
THOR METAL PRODUCTS CO., INC. 
Box 118 Eastwood Station 


Syracuse, ee 








Announcing the NEW 
““K’? COMBINATION HANGER 


Sizes 4"-5" Zinc Coated 

SPECIAL FEATURES 

* Fit — Precision made. 

* Strength — Prime metal 
only £12 gauge. 

* Rib — in back acts as a 
guide for gutter — pre- 


vents catching on nail 
heads. 


* Spring Clip — stays se- 
cure under all conditions. 

50 per carton § including 
Spring Clip. 
Manufactured by 

Berger Bros. Company 
229-237 Arch St. 
Philadelphia 6, Pa. 











ELGO 
AUTOMATIC 
SHUTTER 


for Unit Blower 





Self-contained in adapter 
sleeve for attachment to blow- 
er. Louvers of light gauge alu- 
minum with felt silencer strips. 
Rustproof hinge rods. Weath- 
| erstripped. Built to fit your 
blowers. 


Write for circular and prices 


ELGO SHUTTER & MANUFACTURING CO. 
2738 W. Warren Detroit 8, Mich. 
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See the large Duro-Dyne ad on page 159 





ONLY 


$}15%° 


fora 
COMPLETE 


SPOT 
WELDER 


Weighs 23 Ibs 


GREYHOUND PORTABLE 
SPOT WELDER 


A Complete, Self-Con- 
tained Portable unit. 
Can be plugged into 
any outlet. No skill or 
experience necessary 
to operate Does work 
of large welders cost- 
ing many times more. 
Ideal for duct fabrica- 
tion on or off the job. 





DURO-DYNE CORPORATION 


800-B Third Ave., New Hyde Park, New York 





ORNAMENTS 


STAMPINGS & SPINNINGS 
Zinc Ornaments Available From Stock. Copper, 
brass, bronze, aluminum and stainless steel ornaments 
made up promptly. 

If you don’t have catalog K, send for it NOW. 


MILLER & DOING 


89 ADAMS STREET BROOKLYN, N. Y. 








PERFORATED METALS# 
FOR EVERY INDUSTRIAL USE a 


The “Ornamental” light-gauge designs here 
illustrated are only a few of the many you 
can choose from in our new Catalog 39 and 
we are always pleased to quote on original 
designs or special work of any kind. 





For larger unit-openings, using metals up to 
4” in thickness, we offer a wide variety of 
equally attractive designs in our Catalog 36 
on Diamond Architectural Grilles. 

Send us your blueprints. We are equipped 
to fabricate special sections to any desired 
extent and welcome opportunities to make 
money-saving suggestions. 


DIAMOND MANUFACTURING CO. 
Box 34 WYOMING PENNA. 


(Wilkes-Barre Area) 
Sales Representatives in_all principal cities. 
Consult Your Classified Telephone Directory. 


PROMPT 
DELIVERY 


HIGHEST 
QUALITY 


4 
€ HO-OC 
ty _ CONTROL 


INSTALLATION 
EASIER ? 





See page 109 








SUPER-JETGAS CONVERSION BURNER 


... 1b the anawar! 


Super-Jet’s advanced engineering has developed a silent, auto- 

matic, multi-jet type conversion unit for complete heating com- 

fort. 

This burner generates own current for completely automatic 
and safe operation, not dependent on any outside source for 
current. Designed for natural gas — certified by AGA — with a 
consumer guarantee. 
Some territories still open for manufacturers’ representatives 
calling on wholesalers. 

WRITE TODAY TO 


DOWNING STEEL PRODUCTS CO. Saxton ono 





CLASSIFIED 


ADVERTISING 


Classified Section: Rates for classified advertising are 12 cents for each word 
including heading and address. One inch $6.00. Count seven words for keyed 
must accompany order. 


address. Minimum $2.00 for each insertion. Cash 








situations open... for sale... 





agents wanted... 








DISTRICT MANAGER 
turer utiona ad 


rae a Do = ae vere FOR SALI re building in Milton, Ro« 


ie 


7 


ige h go P i cooling bac unty isconsin presently used by sheet 


contractor. Living qua 
il 
Wm, ( 

Wis 





opportunity 








4” Ribbed Wire Glass Stock Sheets. 30¢ sq 
it sizes slightly extra, plus boxing, F.O.B 
warehouse, Atcheson Glass Co »0 Mair 


Buffalo, New York 


it 
our 
St 





SALES 
ENGINEERING 
OPPORTUNITY 


Good Starting Salary. 
Excellent Advancement Possibilities. 
Profit Sharing — Retirement Plan 
Group Life Insurance & Hospital Insurance. 
Pleasant Working Conditions in Modern 
Air Conditioned Office. 
Exceptional opportunity for sales-minded engineer (26 to 40) 
with experience in the oil heating field. Duties will include sales 
calls with factory representatives, service calls, lectures at 
service clinics and industry association meetings and liaison 
between factory engineering and the customer. Job is ideal for 
man who prefers contact with both technical and non-technical 
people about diversified engineering and sales problems. 
Write, giving details on experience and educational back- 
ground to — 
Mr. David T. Morgenthaler, Director of Sales, 
Delavan Manufacturing Company 
West Des Moines, lowa 








SALES REPRESENTATIVES Tired of selling 
a short line? Worried about mergers or present 
employers selling out? If you have had experience 
selling heating and cooling equipment from the 
manufacturer's level, calling on dealer trade; if 
you are between the ages of 30 to 42; if you 
want to represent a large, reliable manufacturer 
where possible merger, short line and lack of 
advertising programs are not a worry; if you have 
been successful with your present employer and 
are presently employed; we have openings for 
district representatives in Kansas Minnesota, 
North and South Dakota and Western New York 
Remuneration based on expenses, salary plus 
attractive incentive system, insurance, health in 
surance for entire family, and outstanding retire 
ment insurance program sponsored by company 
Your replies kept confidential Write Key 1043 
American Artisan, 6 North Michigan Ave Chi 
cago 2 ll 





WANTED 


rers representatives in all territories 
complete line of residential and commer 
heating and cooling equipment. Reply 
list of qualifications and photograph t 

45, American Artisan North Michi 
A ve Chicago Ii! 




















for sale... 





Servel DUT steam actuated absorption 

t capacity with matching Marlo CT-40 cooling 
tower; used 3 years; available approx. June 1; 
idd cooling to that small auditorium now. Ad 
dress Key 1041, American Artisan N. Michigan 
Ave., Chicago 2, Ill 





situation wanted... 





Ambitious young man with potentialities desires 
~pportunity to express abilities in sheet metal 

sketching, cutting and take-off; union shop; 

Eastern Pennsylvania, Maryland, Delaware, and 

New Jersey. Address Key 1042, American Artisan 
North Michigan Ave., Chicago 2, Ill 
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See the large Duro-Dyne ad on page 159 


Make lowest cost residential 
flexible connectors with 


—, O-FAB 


——j) —— 


FINISHED CONNECTORS 
COST LEAST WITH ECON. 
O-FAB because NO OTHER 
PRODUCT HAS THESE 
LARGE DIMENSIONS. 
Double-Loc Seam prevents cut 
fabric and call-backs. Avail- 
able in 50 ft. and 100 ft. rolls. 


ol Ul teomeh da. | mee) ite) s-yale).| 











Rates for display space in the Service Section are $12.00 per 
inch per insertion. One-inch minimum space accepted. Closing 


date — twentieth of the month preceding issue. Plan now to 
move your products quickly and economically with consistent 
advertisements in this section. 
SECTION SHEET METAL 1S CONCRETE DRILLING 
, ONE OF YOUR PROBLEMS? 
MACHINES & TOOLS Does it take too much time? Cost too 
‘Do-All"'® 


ree Then “se the ae ® 
ombination Electric Hammer and Dri 
7 Lockformer Machines Peer Spot Welders Striking approximately 2400 blows a min- 
- represents an ideal opportunity to Chicago Hand Brakes Reed Power Rolls ute, you can average a 3%"'x!/s" hele a 
reach readers of a national publication Chicago Press Brakes Wysong Shears minute. Drilling range in i He. is 1%’ 
in your field. Whatever you make or Pexto Power Shears Whitney Punches to 11," diameter and to 24°’ depth. Witte 
sell, you'll find a large, receptive | Pexto Foot Shears Whitney Foot Presses not 6 as a hammer. remove hammer 
audience, easily reached at a minimum | Pexte Rotary Machines Pexto Mechanic's Tools member and use as electric drill (%'’). 
outlay. See rate schedule at right. | Pexto Slip Rolls Black & Decker Tools Full line of star drills. Ask for Bulletin 
Pexto Bar Folders Bett-Marr Bandsaws 510-AA ° 
Smith Cleat Benders Marshalltown Presses 
Savage Nibbiers Punches and Dies 
Mipatan Pittsburgh Lock Hammers 


SEND FOR CATALOG 




















weak ELECTRIC TOOL CORP. 
CENTRAL-WEST MACHINERY CO. B hee 4 ou: fe 


335 S. WESTERN AVE. CHICAGO 12, ILL. OUR 40TH YEAR MAKING 
PHONE: HAymarket 1-0900 WODACK® TOOLS 














RUBBER 
Order direct or send for Catalog rs occapion yy wl ELBOWS LADDER SHOES 


VYKE MFG. CO. Deliveries from Stock = 4 for safe climbing 
+ « « Order today. 


4158-T Jason St., Denver 11, Colo. Juniper Ubew Co. Inc. aoa JOHNSON 
72-15 Metropolitan Ave. 4 watt LADDER SHOE co. 


Middle Village, L.l., N.Y. 
Wear a Eau Claire, Wisconsin 


BUDDXYPOPFY 











Ove =f HANDY TOOLS AND EQUIPMENT 
re 


Cleat 
Notcher Quick Set 
Dividers 


New 
Clip Punch 


For page slips or seams 

on ducts. Will push a “half 

moon” through 3 thicknesses Sm, en 

of 18-ga. steel. No hammer- the market. Two sizes 
Handles up to 3” wide, ing or flattening out to fas- fer circles up to 36” and 
22 ga. or lighter. Hand ten slip to the duct, 48”. Removable steel points, 
or foot operation. Mounts or pencil. No center punch. 
on bench, or on job with COMPLETE LINE OF SHEET 
clamps, or bolts and METAL MACHINERY 
screws. 


Veterans of Foreign Wars REINER & CAMPBELL CO., Inc. Post Office Box 5035, Newerk 5, N. J. 
ot the United States 
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It’s a little like having aces wired, when a Copelaweld bearings for long life . . . Swedish steel valve reeds for 
motor-compressor is a part of your packaged air con- precision compression control . . . compact to mini- 
ditioner. You've the comfortable feeling of being a step mize space required. 
ahead of your competition. 


Those are facts you'll use to build sales for your air 
The quiet purr of a Copelaweld delivers up to 10% 


conditioner when you use Copelaweld motor-com- 
more capacity than similar types ... and at lower power pressors. 
consumption. The heavy-duty, high power factor motor FREON-12 and FREON-22 MODELS AVAILABLE 
combines valuable efficiency and operating economy. ¥%2, % and 1 H.P. models using Freon-12; 42, %, 1 
Every Copelaweld feature is a selling point for your and 12 H.P. models using Freon-22. For larger capaci- 
air conditioner, These are statements you will make with ties “Dual Copelaweld” systems offer such advantages 
pride . sound, one-piece casting positively aligns as less cycling; lower starting current; flexibility... 
motor and bearings . . . counter-balanced crankshaft often at cost comparable to a single, larger motor-com- 
for smoothness . . . positive lubrication from an oil pressor. 
pump with no moving parts ,. . solid bronze rods and 


SEND FOR PERFORMANCE DATA AND COSTS 





SINCE 1918 


CORPORATION, Sidney, Ohio 
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WHITE- RODGERS ~ 


Hydraulic-Action’ Controls 


Made only by White-Rodgers ... and 
the only liquid-filled controls that have 
been perfected for over 18 years, 
Hydraulic-Action Controls are your 
best guarantee of customer-pleasing 
success with any heating or air con- 











ditioning system. 


; —™ STANDARD OF THE WARM AIR 

0 7 INDUSTRY...this White-Rodgers 
ug $f. Lous. MO. 1 fan and limit control is the ‘‘mark 
exgervers © of quality” that adds prestige to 


any warm air heating system. 
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WHITE-RODGERS ) 


FOR MODERN COMFORT - HEATING - REFRIGERATION + AIR CONDITIONING Hit 


Htl| lols 6, Mo. 
TORONTO 8, ONTARIO 
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